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erosene Units 


Super Action Ol ood © 


Additive 


rast ont 


LIQUID FUEL oil 


for Oil or Kerosene Units ADDITIVE 


and s00' pestTRoY ve 





© Guarantees more heat per gallon of fuel 
Cleans out soot, sludge, gum 
Reduces cleaning and repairs 
Helps check oily odors 


Helps clear out clogged fuel lines 


iin BURNERS 
POWDER Clean + trouble ree! 





for Coal and Wood Units 
© Helps clean out soot 
© Guarantees more heat from coal and wood 
® Cuts cleaning and repairs 
Helps prevent chimney fires 
Each application in 


individually-packed envelope 


NEW POWDER ASSORTMENT — =794 ——E yo 
1381 915 tg, 10: $:89 sine $7.67 Yow cas 
hn * 3b. 1.39 size 5.56 £ wor 

FREE 2 PROCESS 33 Pt. 69 size 1.38 i 4OR a he 

14.6) caste gETTER 
Your Cost $7.94 ) 
Your Profit $6.67 


NEW LIQUID ASSORTMENT — #1199 
9 .-P 21 Ibs P+ $1.39 size $12.51 
3 1.-Q Or. 72.49 size 7 47 


a 
FREE 2 PROCESS33 PY. 69 size 
NE Moog 
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Your Cost - URWACES Flug — 10 CLEAW 
Yeur Pref? , ~ 5 AND ( 


; ee —~ 
G WN. Ceughien Co., West Orange, New Jerse 
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Not a Lupury 
but a Necessity 
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PAINT CONDITIONEE 





‘Tube System’’ Pain 


€Telaslali te 





ca 
gal 
. 60 cycle, 


on: 1350 per min 

tT: automatic, integral 

er 40 sec. to 15 min 
Accessories Available: Ped 
estal base, Pedestal base 
with feet, Counter 
Square can 
can adapter 


Rad Devil NO. 33 
PAINT 
CONDITIONER 


base 
adapter Four 

















3 models available to fit up to 5, 


Union, N. J., U. S. A. 


World's Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 


For up te 5 gallon cans 


omes with adapte: for shakin 
OUR ONE GALLON CANS IN CARTON 


speeds service—up to 4 times as fast 


Coepacity: Up to 5 gallons, U. 8S Standard 
Oscillation: Patented triple three-way action 
Meter: ', HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available) 
Operating Space: 155," = 39” 

Standard Attachment: 2 gallon, odd size adaptors 


Also Available: 
No. 31 Portable Paint Mixers 


10 and 55 gallon drums 


Call your jobber 
TODAY! 











FREE! Handsome 
DISPLAY-MERCHANDISER 
with each 5-Saw 100th 
Anniversary Assortment! 


Assortment includes 5 ATKINS 
Silver Steel Saws made from 
finest saw steel. All are specially 
etched and beautifully packeged 
for extra BUY appeal! No. 54 
has indestructible new 11-ply 
marine plywood handle... crock 
proof, weather proof and split 
proof. No, 58, No. A-| & No, A-2 
feature handsome new striped 
polish pattern that's loaded with 
“sell”. No, A-100 is your FREE 
BONUS... one of the finest sows 
of our line. 
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in this BIG PROFIT | 
PARTY for DEALERS me 


niversary 


* 


You make more than 


67% PROFIT! 


HERE’S THE DEAL: 


You get ATKINS’ 


5-Sew Anniversary Assortment $14 43 


ferenly..... eee mheee & se 6a 8 6 8 


you sell fo . $24.10 


POU FVOTEE: «6055.06 ec eevee. ‘9 67 
/(‘ 


=% Come to the parti | 


Call your wholesaler today . . . get your order in 
a right away! The sooner you get these fast-moving, 
: high-profit handsaws on display—the sooner 
you'll cash in. So call him now! 


You cant buy experience, 


but you can buy the result Buy Atkins! 


ATKINS SAW DIVISION 
Borg-Warner Corporationeindianapolis 9, ind. 





BRAMCHES Chicago - Pivledeiptte + Les Angeles « Chatlencege Portiend, Ore. 














COLOR really 
selis them! 





o USE-TESTED 


Viet all » 


oF ti vag 
a . ~ 
* Guaranteed by ~~ 
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UNIVERSAL ss. 


“TAB-L-TOP” Food Chopper 


gives you 5 Decorator Colors! 


It’s just the chopper to put real snap in your sales! Whatever the color 
scheme of milady’s kitchen, one of these five carefully chosen decorator 
shades is sure to complement it perfectly. ““TAB-L-Top” is a handsome 
addition to any modern kitchen. NEW! 

And “TaB-L-Top” is a dream to operate. Three different cutter plates Four suction cups and 
make fast work of any food —raw or cooked. The extra-long handle turn the exclusive table edge positioner absolute! 
for turn cuts any food faster and better. prevent slipping. The Universal *TaB-L Tor” 

Better order plenty. These colorful new “Tas-L-Top” Choppers are wee met mune counter or tabte top 
sure to be best sellers, Particularly at the low $8.95 retail price. 




















Swing A.Part f \% 


“TAB-L-TOP" 4 Se oe Sharpen ing ’ 
Food and Meat ¢ hop per -— 7 od Cho yp pe ; Food ¢ hop per a\ 
retails from $6.95 Rs. fre retaila from $4.50 
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LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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'/| Check List of 
Apter) — Popular AMERICAN Chains a 
‘ for Your Farm Customers... 


@ When you look over the following list of chain uses on the farm 
(and this is only a partial and incomplete list!), you realize that your 
farm customers can easily be your best customers for the wide variety 
of chain items offered by AMERICAN CHAIN. 

Your farm customers need quality chains for almost countless uses 
—every day in the year. You can turn their needs into your profits by 
stocking and displaying a full assortment 
of AMERICAN CHAIN items on your shelves 
and counters all the year around. 


For prompt service, order from your 
AMERICAN CHAIN wholesaler. 
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Sell AMERICAN Chains for: 


[ ] Fastening gates [ ] Porch swings 


(_] Identifying, controlling, [(_) Furnace regulating 


hobbling and picketing (_} Stringing fish 
farm animals 


[ ] Deg chains and runners 
|] Anchoring boats . 


|] ...also cotter pins 
and 
| | Holding end gates repair links 


|] Work shop uses 


|] Holding wagon boxes 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing — 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated = 

15 tt. 2/0 Twist Machine Chain, Bright Zinc Plated . : (7,4 re, “ 
100 ft. 35 Sash Chain, Bright Zinc Plated ’ be Fyce’ . ahs 
200 ft. 1/0 Brass Safety Chain, Bright Finish ib wall on ; 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated & 


ACCO’s New Packaging x= 


Makes Selling Easier — 
—_ 







The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any pack- 
aged chain item in seconds. Dis- A¢CCcO 
play these colorful packages on 

your shelves and counters for your 
farm customers’ convenience. 


American Chain Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, Los Angeles, New York, Philadelptua, Pittsburgh, 
: Portland, Ore., San Francisco, Bridgeport, Conn 











Order from your nearby 
AMERICAN CHAIN wholesaler 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


Who steals time... 


it strange fact of life that salespeople who would never dream of steal 
ing money or merchandise, think nothing of stealing something just as 
Valuable . fare 

This time they pilfer is the extra 10 minutes or half hour they take at 


the cotfee break, or at lunch, or by chronic lateness in the morning. While 


each little extra 10 minutes in itself seems unimportant, over the course | 


a vear it can he the equi’ alent of two weeks’ work 


In mv visits with dealers all over this country, | find that this cheating 
at coffee, at lunch, and this persistent lateness in the morning, 1s a source 


of great irritation in practically every store 


Store managers feel, and rightly so, that when they hire a person, they 
both agree to certain things. The store agrees to pay so many dollars for 
hours of time which the employee agrees to work. The manage! 
can't chisel on wages; the employee shouldn’t chisel on the time he gives 


| know this is @ sensitive subject in many places, but it is something thal 


needs discussion and correction. 


All the hardware store salespeople | have ever met nave Heen serious 


honest men and women who, in their heart, want to turn in 
work. Yet, through sheer thoughtlessness, they cheat 


an honest day's 
their employer out 
of one of the most valuable things in the store . selling time. Stealing 
time is not much different from stealing merchandise or taking money from 
the cash register. The results are the same. 


I’m sure that most salespeople have never looked at this problem in this 
wa' Yet, if they will just think it over a bit, they'll quickly 
in a retail store, time is money. 


realize that 


A salesperson is hired to sell merchandise and to perform such other tasks 
as are necessary to prepare the store for selling; this would include clean 
ing displays, stocking, taking inventory, checking shipments, et: kver’ 
always work of this 
kind to be done. A long lunch hour means that some of this vital work 
lected: sales are bound to s iffer. 


one of these jobs is vital. In a hardware store there ji 


is neg 


You, 48 a salesperson, know how much merchandise you sell in a week 
Divide this by the number of hours you work. That will tell you how much 


you sell per hour 
Now, add up all the extra quarter and half hours you have taken at lunch 
and other times. You'll be surprised at how much this amounts to in a year 


For example, suppose you take just 10 minutes extra for lunch each day 
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Just Among Ourselves 





informal editorial comments 


and 10 minutes extra for coffe: In a yeal time these extra 10 m it 
will amount to close to 80 hour or almost two weeks of selling time OU 
will have wasted 

You have insisted that the store manager live up to his bargain in th 
‘alary you are paid, but you have failed to keep yvour end of the barygal 
in the hours you agreed to work 

| know that some of you who read these thoughts will say that we ar 
making mountains out of mole hills. Yet, in these highly competitive day 
the little things are very important jut more important than the loss of 
saies to the store, is the damage this practice does to your own sense of 
fair play; to your sense of what is right and what is wrong. You wouldn't 


steal time? 


ie 10% difference... 


The hardware trade has 


think of stealing merchandise. So why 


put a great deal of effort in developing ways of 


increasing sales. Many of these ideas have proved to be very successful 
Yet, all of these ideas combined will not do the trade as much good as would 
a 10 percent improvement in the annual sales volume of every hardware 
sales person 

Ten percent isn’t really very much, just $35 to $45 a week more in sales 
But if every retail salesman would increase his sales by 10 percent, it would 
mean an increase of close to $250.000,000 a quarter billion dollars fo. 


the whole industry for the year 


An increase of this size would completely alter the present unfavorable 


profit picture of retail stores. It would mean a stronger, healthier industry 
It would mean higher salaries for salesclerks: it would be insurance fo 
the future. All of this could be achieved by only a 10 percent increase in 
your sales volume 

How can you increase your sales by 10 percent? Well, for one thing. you 
cant make sales when you arent selling. Those extra long coffee breaks 
and lunch periods cut into your selling time. The 80 hours a year that are 


wasted by taking too long for coffee and lunch would go far toward making 


the extra 10 percent. Figure it out for yourself, 


How about spending a few minutes each day to learn the sales points of 
some new product. Do this every day and we can almost guarantee you 
of a better sales volume 

Another way to build your sales volume is to always sugwest a related 
item. It is nothing short of amazing the number of extra sales you mak: 
by doing this. Yet so few salesclerks do it. 

These three simple steps could, in themselves, easily boost your sales 10 
percent. What have you got to lose by trying it? You have much to gain 

The difference between a good salesperson and a mediocre salesman is 
rather amall; often it is just the matter of this 10 percent. Since it take 
so little more effort to be a good salesperson, it is hard to understand wh 
anyone would tolerate being a second-class salesman 

So. how about vou’ Are vou yoing to let 10 percent stand between you and 
real accomplishment? Are you going to let 10 percent stand between you 
and success in one of the most interesting and rewarding activitis that 


*) 


of retatl selling 


liow about it 
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Over 8,000,000 Lockwood ‘R’ Series installa 

tions M Amatter of months! 

How come su. h immediate and widespread 
acceptance for Bmcw lockset? [he answer ts 
simple. No offer fockset in the low price 
field offers you so much, 













New Lockwood ‘R' Series 
(STARFIRE DESIGN) 


Decorative Trim Plate 


(No. 574 51” 2 5A”) 









SPEEDRIL 


Lox kwood 





HIGHEST QUALITY AT LOW COST 


let 



















Solid bra 5-pu cumbler cyl a 

mechanism. § backset tf desired 

tandard all fus 

ADDED EYE-APPEAL 

Beautiful decorative trim plat wrought brass, bronze 
or aiul enna rhe hie beauty t ere lockset 
PRECISION INSTALLATION 

Lockwood peed 2 } pe f and + 1y Make 
light work it t hard labor f nstaiiat 


LOCKWOOD HARDWARE MFG. CO. 
Fitchburg, Mase. 


New LOCKWOOD 
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WASHINGTON 











BY WASHINGTON BUREAU OF HARDWARE AGE 


Demand For Federal Fair Trade 
Law Shows Up In Senate Survey 


Repeal of Fair Trade law would pose a threat 
to many small businessmen, would result in wide 
spread price wars, and would eliminate many retailers, 
a Senate samall business subcommittee warns after 
polling thousands of manufacturers and retailers on 
their Fair Trade experiences 

Fair Trade is weaker now than it was five years 
ago, but is still operating satisfactorily, manufac 
turers and merchants agree. 

According to the survey, withdrawals from Fair 
Trade are running ahead of new entries, with 18 


manufacturers planning to drop Fair Trade in the 


next year, bringing to 167 the number who have quit. 

Manufacturers say their main problems in Fair 
Trade are the cost and difficulty of enforcement and 
lack of retailer cooperation. Retailers, however, de 
mand more enforcement by the manufacturers soth 
want a stronger law. 





Both manufacturers and retailers want a stronge 
aystem, and indicate they would favor a federal Fair 
Trade law with fines and jail terms for violators to 
replace state laws. The subcommittee indicates in- 


tercat in this proposal, but has not endorsed it. 


Trade Commission Cracking Down 
On Practice of False Prepricing 


Federal Trade Commission officials, already engaged 
in a drive against discrimination in the granting of 
promotion allowances to merchants, are cracking 
down on false preticketing by manufacturers and dis- 
tributors. 

FTC attorneys say they are convinced that the use 
of inflated price tickets supplied by manufacturers and 
jobbers is growing. They have already filed com- 
plaints in the jewelry and food fields and plan moves 


10 





————— ce 








in other industries. Appliances and textiles may be 
early targets. 

Manufacturers have told the FTC that the practice 
has grown because of the increasing demand by con- 
sumers for hot bargains, real or fancied. FTC will 
move against the most flagrant violators first, hoping 
that will stop fictitious preticketing 





Manufacturers have told the agency that some retati 
huyers demand fictitious prepricing. FTC warns that 
those who do are guilty of aiding and abetting an ille- 
gal practice. Knowingly selling goods with false tick- 
ets 1a illegal, they point out. 


Social Security Will Cost More 
Next Year When Rates Go Up 


Social Security taxes paid by both employers and 
employees will go up next year as a result of Con- 
gressional passage of an expanded Social Security pro 
gram. 

The new program, a compromise from an even 
broader proposal, will raise the tax on Jan. 1 for 
both employer and employee by '4 of 1 percent on the 
first $4200 of an employee's earnings each year or a 
maximum of $10.50. 

Taxes paid by self employed persons will go up by 
‘2 of 1 percent or a maximum of $15.25 a yea 

The new tax hikes are designed to meet increased 
costs of the new benefits. 


The new law is not popular with most retaiu spokes- 
men in Washington. They complain that the system 
is still not on a pay-as-you-go basis, and that in some 
future years, taxes will have to go up drastically to 
meet the costs. 


(Continued on page 134) 
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THE MOST 


HUSH-HUSH SECRET 


IN THE 
| HARDWARE BUSINESS! 


THE NEW “ELECTRONIC SHOWCASE" BY PET 
IS THE ANSWER TO WHAT DISTRIBUTORS 
AND RETAILERS OF HARDWARE 


HAVE BEEN ASKING FOR! 


We went to 937 retailers of hardware and ticket, high profit power tools. And, in addi 
over 200 distributor and a ked them what tion provides a big pe rmanent in-store di play 
their biggest problem was for any and all hot item 

The most frequent answer wa omething Relieve 


us, it pectacular; the one way a 
like this Di stributors ul Re dealer ; fo hee p fhe iy 


distributor can make sure dealers always have 


epular eS », The he distributor mes 
repuia fock uj / lé@ ri the 1 f d } CO mvt room for hj top values And if " the one Way 


» with a terrific value something dealer 
: | ‘ é a dealer can make sure of those whopping vol 
can really clean upon ata sale price But 
ume sales and profits without tearing up 
they have no place fo display it or sell it, with t hol ‘ 
Ww Whoie store 

oul rearranging their stores Result hoth dis ; 
(ributors and dealers lose out ona lot of sales Find out about Pet's terrific new Electron 
Now Pet has solved that problem with the Showcase, and find out how you can obtain 
Klectronic Showcase,” which provides an ab them ask your jobber salesman, or get the 


olute pilfer-proof place to display your big coupon in the mail today 


George Weatherby Dept. HA 8-56 
Portable Electric Tools, Inc. 


MAIL THIS COUPON NOW! 320 W. 83rd $t., Chicago 20, III 


Please send me full information about your new 


Electronic Showcase, and name of local jobber 


NAME 
jopenl POSITION 
tase Hols Pra ET am 
on te? epee, ADDRESS 
city 
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LATEST INFORMATION 





Wedgeless Axe Handle 
This 


chemical weld, called Permabond, to 


COmMmpany if NOW USBIN a 


hold the head on its axes, rather 
than a wedge, Handle strength is 
not cut down due to a split from the 
wedyve, when this bond is used 
Permabond seals the eye of the axe 
and reduces moisture 


thus 


absorption, 
minimizing swelling and 





shrinking of the wood which tends 
to loosen handles. This bond method 
will completely replace wedges in 
this axe line Fayette R. Plumb. 


Ine 


For more data circle No. | on posteard, p. 145 


Christmas Tree Stand 


Customers looking for a Christ 
mas tree stand will be interested in 
this welded steel tree holder. Three 
guy rods, attached to a circeuial 
base, hook around the tree trunk to 
hold it firmly in place. The turn 
buckles are 


tree straight. As the turnbuckles 


tightened to hold the 


are tightened a base point is set into 


12 


ON 





// 
VA 


the tree butt and a spring tension is 
developed in the base. Stands come 
in 24 in. base for home and smal! 
store use, and 48 in. base for trees 
up to IX ft. Steel-Bilt Conatruction 
(0 


For more data circle No. 2 on postcard, p. 145 


Electric Hand Saw 


Do-it-yourself customers will be 
interested in this electric hand saw 
It can be used to rip or cross cut 
and has rip guide which can be 
used on either side of the saw. Goes 


2x 4 stock. A pin circle 


guide makes circle cutting up to 14 


through 


This ‘AW Can be ij ed 
stee| blades for 


in. possible 


with high-speed 






~~ 


. Ua 
ie 


Af «| SE” 








cutting iron, steel, sheet metal and 


plastics. Fan-forced air cools the 


motor and a blower device Keeps 
This 


replaceable 


guide line clear of sawdust. 


saw uses self-aligning 
blades and has toggie switch start 


and stop. Retail $42.50. Sunbeam. 


For more data circle No. 3 on postcard, p. 145 


Plastic Kitchenwares 


our produ Ts have been added to 
the Rubbermaid line. A _ cutlery 
tray illustrated) is 12 x 14x 1% 


in. and is divided into sections for 


I 





- _ y 


o 
is 
> 


md ~ 


*. 
se 
We, . 






. , ' 
, a 
we 
* 
2 
oe 


f 


knives, forks, 


equipment. A sink liner, available 


spoons and extra 
nftwo s81Z7e and seven colors, ean 
sink. A 20 
basket 
A pail cover designed 
to fit the Busv Basket sells at about 


ey, W ooste) Peahbe r €.o0., 


ve ad) i ted Lo fit nny 
in. high rectangular waste 


in in the line 


For more data circle No. 4 on posteard, p. 145 


Box Joint Pliers 


Box oint assembly to keep the 
aws in perfect alignment is being 
duck bill 


OS31-% and 


used on WITiny pliers 


needle nose assembly 
pliers 982-8. Pliers work smoother 
without binding or loosening. Pliers 


HARDWARE AGE, AUGUST 16, 1956 














































: 


Want more information on these 
products? Then use free post 
card on page 149. 


in hardware merchandise... 


FOR THE HARDWARE DEALER TO HELP YOU 





SELL 


with modern trend (olors com 
\: copper with black trims These 


HnCes and yilttware liwminum 





. are designed and colored to blend 


(,00d Mia (0. . 
Screw Selector Aid 


You can help your customers se- 


Sliding Door Trim lect the proper screws for their 


particular needs and also show them 


For more data circle No. 6 on postcard, p. 145 


A snap-in round flush sliding 


, OW eo 4 * SCTOCWHR W 
door pull is available from thi n use the sere ith this 


a ; p {) pr Te “e ; Fives atri 
company. The No. 2900 round pull folder, | boldet wive PMS LPrue 


tions for measuring length and 





need only be pushed into a standard 


ae | ameter, shows he: tyles avi 
21% in. lock set boring. Prongs hold + diameter, shows head styles avail 


are made ol alloy stee| and have able, and vives pilot hole ‘i ZC and 
electronically hardened jaws for + drill bit sizes for various wood and 
added durability Pliers feature sheet metal screws. Southern Screu 
long thin heads for hard-to-vet-at C0 

plac eo litica Drop Forge & Tool For more data circle No. 8 on posteard, p. 145 
Corp. 


ene the 


For more data circle No. 5 on peosteard p. 145 


| Carded Hardware Rack | 


This revolving display rack helps 





Colored Aluminum Ware 


impulse sales of carded shelf hard 


— 


several items have been added to 








' ware items. Display contains six 
the Mirro line of housewares. The i 
, | an | each of brass and chrome-plated 
prices range trom 89¢4 to $5.75. The 
: items such as door stops, coat hooks, 
item illustrated are styled in 
( ontiniuwe mn ‘1 Ho) 
Alumilite colors whi ry will not me ¢ d uy page I 4 
tarnish, chip, oT pee! ‘| nese units it in place eliminating acrTreyv ‘| til 
anVe time and eliminate craven 


+ 







ing the pull. An oval three finge! 
cup, No. 2091 has a rectangulat 
, plate held in place by two acrev 
4 aa , which fit flush on the interior edie 
a? 


both pulls are solid UDruss Stan ‘ ; 





: 


Hardu are Lda hie Stanle 7 W ark 


For more data circie No. 7 on posateard, p. 145 






>» Level, Tape, Square 
This measure has incorporated 
tnree ideas into one unit First 
there is a 10 ft replaceable Wyte 
face tape with sliding end hook for 
(Continued on page 142 
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JUNE ALL RETAIL 
1966 
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MAY SALES 
1966 
JUNE (Un- 
wwe adjusted) 


(in billions) 
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For more How < the 





» Stamps Lure Few Shoppers, Survey Finds 


> June Retail Store Sales Up 4 Percent 


>» Consumers Increase Instalment Buying 


Convenience, Item, Habit Far Outstrip Trading 
Stamps as Business Lures, College Survey Shows 


habit, and 
important 


(onvenience, items, 


service are far more 
reasons why customers choose a 
store for their 


than trading stamps. 


certain shopping 

These and other important facts 
have been recently brought to light 
by a survey made in the city of 
Richmond (Va.) by the University 
of Richmond. 

Survey results should encourage 
any hardware dealer who wants to 
get off the trading stamp merry- 
go-round, 

While food stores were the pri- 
mary target of the study other re- 


o_o + . PO Oe a ae 


What happens when a deal- 
er drops stamps / Are com- 
munity stamp plans a solu- 
tion to the trading stamp 
problem? Be sure to read the 
Stamp Headache’ 
beginning on page 75, for a 
fuller 


subject. 


“Trading 
understanding of the 


ee tt ttl iil 


tail outlete 
customers’ 


were included. And 
opinions about trading 
stamps are about the same, no 


14 


matter where they get them. 

In a word, of all the important 
reasons why a customer goes to a 
specific store to shop, the very 
least is to get trading stamps. The 
University’s showed that 
less than 4 percent of shoppers 


(Continued on page 190 ) 


survey 


June Retail Store Sales 
Up 4 Percent from 1955 


Total retail store sales in June 
ran about 4 percent ahead of June 
a year ago, the Commerce Dept. an- 
nounced in a preliminary report. 

totaled $16.6 billion, 
with $15.7 billion last 
year. The figure was about $400,- 
000 higher than May, 1956. 

The hardware, lumber and build- 
ing group sales figures were un- 
changed from last year and only 
slightly ahead of May, 1956. Sales 
totaled $1.3 billion. 

(hain store and mail order 
reported June 
above last year. Increases averaged 
13.8 percent. Sales increases for 
the first six months of the year 
averaged 9.6 percent. 


June sales 


compared 


busi- 


nesses sales well 


HARDWARE AGE, 


Consumers Earn More, 
Buy More on Instalments 


Americans earned more money in 
June than in May, but they went 
deeper into debt with more credit 
pending, the government reports. 

The Commerce Dept. reports that 
personal income in June was at an 


$324 billion, $1 
than in May. For 


annual rate of 
billion higher 
the first five months of the year, 
personal income was 7 percent high- 
er than the same period in 1955. 
Instalment buying also went up 
in May. The 
Board reports 
$331 million to 
debt, the 
of the year. 


Reserve 
consumers added 
their instalment 


Federal! 


largest monthly increase 
It brought their total 
outstanding instalment debt to 
$28.6 billion, more than $4.4 billion 
higher than the year-earlier level. 

At the same time, the Bureau of 
Labor Statistics reported that the 
government's cost of living index 
in May tied the record high set in 
October, 1953 
a new high in June. 


, and went on to reach 
A further in- 
crease in July was predicted. This 
will probably be reflected in in- 
creased instalment buying. The cost 
of living index in June stood at 
116.2 of the 1947-49 base of 100. 
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How to put 


>--- -— 


More Turnoy 


(Advertisement ) 





in Vour tool sales... 


Success of P&C Jet 350 Self-Selling Tool 
Merchandiser Told by Hardware Dealers 


& About three years ago, Lou 
Bevandich, a successful west coast 
hardware dealer, looked at the tool 
department in his Philomath, Ore 
gon hardware store and decided it 
was time he received a higher profit 
per square foot. Lou talked to his 
wholesaler. After a very thorough 
study of tool merchandising, a hand 
some, blue, yellow and white P&C 
Self Selling Jet 350 Tool Merchan 
diser was placed in Lou's store in a 
high traffic location. [he results were 
sensational. 

Standing beside his colorful Jet 
350, Lou smiled and said, “The P&C 
Jet 350 has moved more tools for us 
than any rack we've ever had in our 
store!” 


Customers Love to 
Shop From It 


“Our customers like to shop fro 
the Jet,” Says Mr. Bevandich, who 
has seen his profits per square foot 
rise steadily since he put in the Jet 
350 Merchandiser. “My customers 
can stand in one spot and find any 
tool they want just by turning the 
merchandiser. And one of the nicest 
things about it is the simple restock 
ing. Lou pointed to the clearly 
marked prices, tool numbers and 
shadow outlines. “This is one of the 
easiest ways to keep proper inven 
tory of anything we've ever had.” 

“Bud” Hildenbrand, one of Lou's 
salesmen, added his approval of this 
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PROFIT PER SQUARE FOOT INCREASED immediately 
after installing Jet 350. P&C unit has poid for itselt 
many times. Mr. £. A. Hildenbrend, left, and Lev 
Bevandich show how easy it is te restock Jet 350 
Self Selling Teel Merchandiser 


Self-Selling type of tool merchan 
diser. (P&C Tool Co. pioneered and 
developed Self Selling Loo! Met 
chandisers ) We sure sell a lot of 
tools off it,” Hildenbrand said, point 


ing to several empty racks. “P&C its 
the main line of tools we carry no 
cheap tools here... this is a quality 


store 


Better Turnover 
In Maryland 


Because the P&C Jet 350 holds 
over 350 tools. it 1s a complete line 
of tools all in one compact merchan 


diser. It takes only 46 of space vet 


rand Prolit 





Jet 350 gushes tool sales 


like off well 


makes a handsome, well-organized 
display of quality tools that are na 
ionally advertised and backed by 
the P&C guarantee. Pete Dulick of 
Wharton & Barnard, Pocomoke City 
Maryland, says this: “Since putting 
the P&C Jet 350 in our store we now 
have better turnover. And the qual 
ity is there, too, according to our 
customers 


New Dealer Speaks 


Jim Griffith, who has just opened 
his modern hardware store in Al 
bany, Oregon. a town that draws 
from some 35,000 city people and 
farmers, says During the four 
months I've been in business, the 
Jet 350 has turned its original cost 
at least once a month. | don't know 
Of a better tool display or a betters 
tool than P&C. My customers say 
this is the best display they've ever 
seen, any where 


Want to Increase Your 
Tool Profits? 


Yes, there’s a Jet 350 in your fu 
ture plus lots of turnover and profit 
lf your hand tool sales need a boost 
vet the facts now about P&C’s ter 
rific Jet 350' Ask your hardware 
wholesaler salesman Ol writs lor 
free literature. P&E 
Dept. A2; Box 5926, Portland 22 
Oregon. Write today to P&C and 
watch your tool sak 


Loo! ¢ ompany 


; go up! 
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Permanently Bonded 
by Exclusive Process 


Made with Exclusive 
New Closed Cell Vinyl Foam... 
completely Water-and-Weather Proof. 
— Unequalled for Absolute Durability! 





It’s the First Completely New Weatherstrip 





For Doors In a Quarter of a Century! 


MORTELL, makers of world famous 
Mortite weatherstripping for windows, 
now brings you an amazingly simple 
and practical airtight seal for doors. 
It’s Mortell FOAMFLEX Doorstrip, 
the result of four years of cold-weather 
research and testing. 

New Mortell FOAMFLEX Doorstrip of- 
fers uncqualled weathertight sealing... 
sells for much lessthan ordinary door seals 


++. easily installs in fen minutes or less! 


Mortell FOAMFLEX Doorstrip consists 
ofaspecially-developed cushioning foam 
material permanently bonded to the 
leading edge of 4" x %” clear beveled 
wood moulding strips. One attractively 
packaged set contains more than enough 
FOAMELEX to weatherstrip the average 
door—two seven-foot lengths and one 
three-foot length .. 
nails. Anyone can install FOAMFLEX 


with an ordinary hammer and saw. 


. plus a package of 





Mele) 
AT THESE 
ADVANTAGES 
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EASY INSTALLATION 





can weatherstrip an average door 
FOAMFLEX in ten minutes or 
»«« 0 experience necessary! 


EASY PROFITS 


You sell new Mortell FOAMFLEX Doorstrip 
for only $2.29 per set . . . you 
make a good net profit on‘every sale! 







































with a hard-hitting advertising 
campaign in best-read builder 
and consumer magazines! 








Bic Sates Anean: caer 


z LOOK 


Customers can't help 





You can count on Mortell to introduce 
























FOAMFLEX with the same powerful national 























advertising and merchandising that built Mortite 


and NoDrip Tape into best-selling brand names! seeing FOAMFLEX. 
Your big response will startin September... and Twelve handy sets are 
this solid FOAMFLEX program will continue to pre-packaged for 


dealer and customer 

: convenience in this 
winter months, easy-to-use, stand-up, 
Tie-in with Mortell’s new sales-leader— self-display carton. 
FOAMFLEX ... today’s hottest product for 


cold weather sales and profits! 


reach your customers throughout the fall and 





WATCH FOAMPFLEX 
. FOLLOW THE 


ORDER FROM YOUR JOBBER! 





WotD 





ROFIT pee 
Your jobber salesman has the facts—plus free PRO PATTERN 


counter and window displays to make your store Ger Your Suarel 
"headquarters" for Mortell FOAMFLEX Doorstrip 















rtell TECHNICAL COATINGS FOR HOME AND INDUSTRY 
COMPANY SINCE 18605 
Detroit, Mich. KANKAKEE, ILL. Lyndhurst, N. J 
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HALL LOCKERS 


There are EXTRA PROFITS for you in 
quantity sales to the schools in your 
community. Long time favorite is No. 
1525 key controlled. Contact the pad- 
lock buyer for your schools — NOW! 


GYM BASKETS 


When building “back-to-school” displays. ..assure 
yourself of easy extra sales by including Master 
No. 1500 Combination Padlocks. Remind students 
that valuable books, supplies and clothing 
need the finest padlock protection... MASTER! 
Here are some of Master’s sales making features: 


*& STAINLESS STEEL PROTECTION 
* DOUBLE WALL CONSTRUCTION 
& SOLID STEEL LOCKING LATCH 
* BUILT-IN “SOUND EFFECT” 
Order from your wholesaler. 


NO. 1525 BIKE LOCKS MEAN 
KEY-CONTROLLED “EXTRA BUSINESS’, TOO! 


Same as No. 1500, bul with key-contro!l Theyre aos much a part of “back-to 

. one school-owned control key opens schoo! as popers and pencils. 5 styles 

all locks. It's No.1 in America’s schools, to choose from combination or key 

for hall and gym lockers type. Wall display FREE with order for 
12 Bike Locks. Ask your wholesaler 


‘Master Jock Company, Milwaukee 45, Wis. © 7, 
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Soitinel Sautinel 


shock-resistant, anti- 
magnetic wrist watches 
for men and women 


Cantino 


new design, 40-hour 
miniature alarm 


accurate, dependable 
pocket watches 
















Sentinel 1OW-9 handsome chrome case, 
stainless steel back. Silvered metal dial. 
Leather strap. Retail $5.95. 





Display Deal No. 190 


INGRAHAM 





YOU SELL 
Seatiest Chentes Tied Wo 100 ii le 6 10W-9 Watches @ $5.95 each $35.70 
Sentinel Display Deal No. 190 consists o 894 36 
six Sentinel 1OW-9 wrist watches factory- YOUR COST @ $4.06 each ....... 1.36 
mounted on counter merchandiser. a tn swe becee’ $11.34 


JEWELED FOR ACCURACY 
SHOCK RESISTANT 


che 


nOn-macnerTic 







(sentinel 10W-10 chrome case with 
matching expansion band. Silvered metal! 
dial. Stainless steel back. Retail $6.95. 


cs YEAR ' sAMANTES 
Sentinel 1OW-11 golden color case with 
leather strap. Luminous silvered metal! 
dial. Stainless steel back. Retail $6.95.) 


Sentinel Display Deal No. 191 consists of 
three 1OW-10 and three 10W-11 Sentinel 
men’s wrist watches factory-mounted on 
colorful counter merchandiser. 


YOU Sé&iL 
83 10W-10 Watches @ $6.95 each $20.85 
3 10W-11 Watches @ $6.95 each 20.85 


EE a $41.70 
YOUR COST @ $4.75 each ....... $28.50 
Display Deal No. 191 2s . — 
De SD 6 echo ceneres ..+ $13.20 


Prices are plus taxes. Prices and specifications subject to change without notice 
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INGRAHAM 


LADIES’ WRIST WATCHES 


SHOCK-RESISTANT MOVEMENT e ANTI-MAGNETIC e¢ NATIONALLY ADVERTISED 


f ~ 


FOR SPORTS 


Sentinel 18-6 ladies’ 
watch has handsome 
chrome case with 
golden color hands 
and numerals. Small 
second hand. Leather 
strap. Retail $6.95 


Sentinel 18-8 ladies’ 
watch has durable 
chrome case. Lumi- 
nous dial, golden color 
minute markings. 
Sweep second hand 
Leather strap. Retail 
$7.95. 











NEN’S WRIST WA 


SHOCK-RESISTANT MOVEMENT e ANTI-MAGNETIC e NAT 







Sentinel 1OW-31 rugyged chrome case 
with matching expansion band. Lumi- 
nous silvered metal dial, small second 
hand. Stainless steel back. Retail $7.95. 


st te 
_ 4s 


Sentinel 1OW-32 handsome golden color 
case, stainless steel back. Luminous sil- 
vered metal dial, small second hand. 
Leather strap. Retail $7.95. 





YOU SELL 
Display Deal No. 193 3 10W-31 Watches @ $7.95 each $23.85 


3 10W-32 Watches @ $7.95 each 23.85 





eaenge or yd ong aa - I rc a $47.70 
three 10W-31 and three 10W-32 Sentine ane 
men’s wrist watches factory-mounted on YOUR COST @ $5.44 each ....... $32.64 


color counter card. ae apa ... $15.06 








JEWELED FOR ACCURACY 


SHOCK RESISTANT 


é Gos 


HON -MAGHETIC 





ruULi Vea Pate 4.) Uae. 


Sentinel 18-1 handsome chrome case. 
Luminous dial with golden color minute 
markings. Sweep second hand. Gray 
padded leather strap. Retail $6.95. 





Sentinel Display Deal No. 195 consists of 
six Sentinel IS-1 wrist watches mounted 
on colorful counter card. 


YOU SELL 
6 IS-1 Watches @ $6.95 each .. $41.70 
yOuR COST @ $4.75each....... $28.50 





Display Deal No. 195 your profit .......... Lesees Gee 


Prices are plus taxes. Prices and specifications subject to change without notice 


THE E. INGRAHAM COMPANY, GRISTOL, CONNECTICUT 
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ATCHES 


2k 
ADVERTISED WATERPROOF 
DUSTPROOF"* 








NATIONALLY 










| Sentinel 18-4 WATE RPROOF*-DUST- 
Foor PROOF®* wrist watch. Sturdy chrome 
ee case with stainless steel back. Luminous 


ag silvered metal dial with applied yolden 
color numerals. Sweep second hand. Gray 


padded leather strap. Retail $10.95. + 


Sentinel Display Deal No. 198 consists of 
four Sentinel IS-4 wrist watches with color 
ful counter merchandiser. Individual watch 
boxes included, 


eo YOU SELL 


1 IS-4 Watches @ $10.95 each .. $43.80 
YOUR COST @ $7.49 each ....... $29.96 
WE ET vic ccccccecceess 








Display Deal No. 198 


*Remains waterproof and dustproof if back, crystal and crown remain intact and, if removed, expertly replaced. 


INGRAHAM 


One of America’s long-time favorites! 


‘CLICK’ POCKET WATCH 


SHOCK-RESISTANT MOVEMENT «¢ UNBREAKABLE CRYSTAL « NATIONALLY ADVERTISED 





Sentinel ‘Click’ PW-200. liuywed, shock 
resistant movement, can't be overwound. 


(hrome plated case. Rotating second 
indicator. Retail $3.25. 


Sentinel Display Deal No. 114 consisis of 
six Sentinel ‘Click’ pocket watches factory- 
mounted on counter card. 








‘SB - ( al YOU S&L 

6 PW-200 Watches @ $3.25 each $19.50 
for Sports» Fr the Ks» Fora Spare» Fora Git YOUR COST © $2.20 each . .++ 913.20 - 
Display Deal No. 114 YOUR PROFIT .. (pis aneinees ae 


Prices are plus taxes. Prices and specifications subject to change without notice 
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Small in Size * Big in Value 
INGRAHAM 


‘LITTLE CHUM’ 


MINIATURE 40-HOUR BELL ALARM 


mall in d 


(dal big we value 


enn 


4 Decorator Colors! 


Sentinel ‘Little Chum’ J-701 miniature 
40-hour bell alarm. Case available in 
ivory, pastel pink, blue or green. Lumi- 
nous metal dial. Single key winds time 
and alarm. Retail $3.95." 


















Planning for Profit 


AT THE 11TH ANNUAL 


NATIONAL HARDWARE SHOW 


Including the Lawn, Garden and Outdoor Living Division 


OCTOBER 1-5 ot the new Lee in NEW YORK CITY 
2 “s 


























More than 1000 of the nation’s leading manufac- 
turers at the National Hardware Show will present 


to buyers of hardware, housewares and allied 
3 items .. . and lawn, garden and outdoor living 
equipment ... a dazzling array of new products, 


new designs, new ideas and new merchandising 
plans that spell new profits for you. 


Plan now to attend your industry's great 
merchandising event, where you can see, feel and 
compare the best the industry has to offer. 


Fill out and return the registration coupon today. 
Your admission badge, which will admit you with- 
out further registration, will be mailed to you. =< 


—- 
— 
— 
—-— 
— - 
— 
- 
——— 
= 
—-_ 


~— 


1956 
| | 
Fp N wht 


start planning for profit... register now! 





World's Newes?, 
Most Modern Showplace 


NATIONAL HARDWARE SHOW 





Suite 1103, 331 Madison Ave., New York 17, N.Y | 

Please check below if you wish us to make hotel reservations for you | 

| NAME TITLE 

1 FIRM | 

1 city STATE 

at the new COLISEUM , TYPE OF BUSINESS ' 

Please check below the classification of your business 

in NEW YORK CITY Wholesaler Retailer Dept. & Chain Store Buyer 
importer-Exporter Mfgrs Agent Manefacturer Other 

Please send us your hotel reservation biank | 

please fill out coupon and mail J a . Minors under 18 yrs. of age will not be admitted under any circumstances. | 
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NEW IMPROVED 


Sliding Door Hardware 


greater than ever! 












—— 
=> y 
NEW WIDER 
HANGERS 


We less Headroom 
% Easier Adjusting 
% Twice as strong 





NEW HANGERS 
FOR 13/4” DOORS 


Note: Two holes in heng- 
er top for additional 
strength in mevnting. 














* 





eeeeeeeoeaeneeeeeeee eee 6 
“-“ , 


med - 








WALL POCKET 







ONE TRACK 






— FOR ALL DOORS HANGER TH2 
— : By-passing or single For top mounting 
DOOR from %" to 1%” thick, on doors. 


M-D Floor Type 


Completely Packaged Hardware Sislen tone Sabdeewe 


for %, 1, 1%", 1%, and 1%" Doors 
Also Wall Pocket Hardware 


* Note: Guides No. 13 and 14 are packaged with 
M-D Sliding Door Hardware. Other accessories 
optional, May be ordered separately. 


* ACCESSORIES 








Two silently operating 
Sheaves. No. SW.-1! is 
2%, long by 1-5/16 
high. No SW . 2 - 
2," long by 1 high 



















a +. . + 

. + . . + > 

=( : sm lal: 

. > sd > - . 

. . ° & + 6 . 

: . sA\NE: ) Wie 

. . 2 \ . ° . STYLE A TRACK SHOWN 

° . ° . . . Bross, Alacrome or Stainless Steel. | wide. 

> : 4 4 ROUND 2 > ~ ‘ es avaiiodie in single U 

° > GUIDE « GUIDE & op ovat 3 GUIDE STRIP $ FACIA STRIP oe single or double 

° ; NO. 13 s NO. 12 $ DOOR PULL > NO. 15 & FM-300 1%” wide ~~ 

: : : : : : MACKLANBURG | 
oo. ANC, | 





MACKLANBURG-DUNCAN CO. = zz 


P.O. BOX 1197 @ OKLAHOMA CITY 1, OKLAHOMA heenecearies | 






Put new Ite in an old store 
ee 





Winters Hardu are, Fremont, Ohio 


.-- with a Pittsburgh Upen-Vision Store Front! 


When an already 


tail store 


we I] ( stablished rf entire brite rior one vivant show wit 


gets a sparkling new “fac dow ... displaying the merchandise 


ani increase in business usually te} to its hest advantage Pittco Store 


) 
lows, Present customers continue 


Front Metal is used for vlass support 
and a bulkhead of Car 


Structural Glass 


and often add—to thei patronage \! mg members. 


the same time. casual passers by are rara completes this 


attracted hy the bright new oper modern mstallation. 


vision front and are drawn right in Find out what a Pittsbur¢ch Open. 


lon 


business. ln out big store tron book 


side to hecome future patrons, Vision Store bront (ati do Vou! 


Ser how friendly and inviting this 


Pittsburgh Plate Glass Company 


hardware store is alter its moderniza 








tion with a Pittsburgh Open V iston 


Store bk ront. The lara par ls of Pitts 


burgh Polished Plate Glass and the 
Heorculite® Plate Glass Doors make the 
PAINTS + GLASS CHEMICALS + 


P 





PITTSBURGH 


PLATE 


let there “are dozens of example - of 
store modernization using Pittsburgh 
Produ is. Just 4 na if the Coupon and 


we I] be glad to mail You a ire copy 


ot this hooklet No obligation. 


BRUSHES + PLASTICS - 


GLaAss 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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FIBER GLASS 


COMPANY 


Room 6293, 632 Fort Duquesne Bivd 
Pittsburgh 22, Pa. 


Without obligation on my pert, 
please send me a FREE copy ef your 
modernization booklet, “How Te Give 
Your Store The Look That Sells.” 


Nome 


Address 


mmm me em mmm ee 


ee 





This cab lets you 


TAKE IT EASY 
on tough jobs! 











Modern features in new Chevrolet truck 
Flite-Ride cabs make your work easier 
and safer than ever before... give you 
the pleasure and prestige of style that 


equals many passenger cars! 


Those numbers in the picture (right) point out 
features that make business almost a pleasure 
when you work behind the wheel of a modern 
Chevrolet Task-Force truck! Here are some of 
the reasons why hauling in a Chevy is easy on you: 





@ Concealed Safety Steps—\located inside the 
doors—-stay clear of snow, mud, and ice, give 
you firmer, safer footing. @ Spacious leg room 


| windshield provides a full 1000 square inches of 
helps keep you comfortable all day long, brings 


you home fresher and more relaxed. @ Nu-Flex 
seat design means comfortable hauling! Jack- 
stringer springs give ideal body support; seat 
back adjusts easily. @ High-Level ventilation 
system keeps the cab interior clean, cool, 
comfortable. Intake is at the bottom of the 
windshield—away from road heat and dust. 
@ No-Glare instrument panel, with handsome 
two-tone finish, puts instruments and controls 
within easy sight and reach. @ Panoramic 


forward viewing area to make driving safer, 
easier. @ Full-View rear window* adds to safe, 
convenient viewing as well as truck style. 


And you'll find bright, stylish interior 
appointments that add to your sense of 
pleasure on the job. If your work calls for long 
hours on the road, you'll enjoy life more in a 
Flite-Ride cab! Check one over for yourself at 
your Chevrolet dealer's. .. . Chevrolet Division 


of General Motors, Detroit 2, Michigan. 





These fleet, nimble light- 
duty Chevies help you get 
more done more easily! 


Staying ahead of tight hauling 
schedules is a breeze in these 
modern trucks! Efficient short- 
stroke VS8's* get you where 
you re going faster—and with 
good economy Ball-Gear 
steering saves you time and 
work in traffic. And for the 
ultimate in easy going, there 
are power brakes,* power 
steering,* Hydra-Matic trans 
mission! * 


*Uptior ai at extra coat 





NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck! 
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AMER-G/15 


in only 
20” 
of floor 


or counter space! 
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Never before have you been offered an 
opportunity like this to profit on fur- 
nace filters. Check all the advantages of 
the exclusive new AAF PROFIT PAK 
—and you'll want to order yours today. 


PACKS MORE SALES APPEAL IN MINIMUM 
DISPLAY SPACE You'll be amazed at the com 


pactness of this furnace filter “department. It 
requires a scant 20° width of counter or floor 
space in your store. And its mighty attractive, 
too... planned to instantly catch the eye of 
customers remind them to change filters 


regularly. 


HANDLES OVER 85% OF ALL FILTER 
PROSPECTS PROFIT PAK conveniently holds 


26 AMER-g/ias FILTERS in eight of the fastest 





moving sizes—a wide range to handle over 85%, 
of your furnace filter replacement calls. Kach 
size 1s in plain view, ready for profitable, fast 
“take-with’ sales. You ll save time hunting up 
filters, going back and forth to your stock room 


Filters sell themselves in the PROFIT PAK 


MOVES RIGHT IN WHEN SUMMER SELLERS MOVE OUT 


When summer sellers slack off, here ts an im 
mediately available replacement for months of 
steady business. Move the space-saving unit right 
in without extensive counter or floor rearrange 
ments. PROFIT PAK suggests sales saves 
your time instantly becomes an attractive 
“self-service center youll be proud to display 
It makes your store headquarters tor AMER-glas 


FILTERS and with a minimum stock investment 


JUST ZIP CARTON OPEN AND SET IT UP 


You simply pull the tab on the shipping carton 





and presto there w= your eve stopping cu 
tomer- catching self-service display! The front of 
the shipping carton comes right off, revealin; 
this unique, orderly way of displaying filter 
The display is complete —even to a sign which 
is easily folded back to sit atop thie displa 


flagging down shoppers’ 
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AMER-G/1S 


PROFIT PAK 
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Act Now! 


AMER pia PRORTT PAK is offered exclusive } 
American Air bilter Co., makers of a complete tine 








of air filters epecified as original equipment by the 
iy I tures 
(jet ali ti 1 ro 
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PROFIT PAK 





‘AME R-Wlds 


18S ggg) 92ggK6 


IpmOteatiggtttt 


he 


i 
ee ee dub maraa & 
OM poscascoceG 





OmAlicmithinn 
= | : : 7. ~ 
— =~ cl 


...The Filter That’s FIRST in Selling Features 


. the original “‘no prickly DON'T MISS THIS OFFER! MAIL TODAY 


. Li 4 
slivers”’ filter! 
Yes, we certainly want to hear more about PROFIT 


3 the original progressive Ren | PAK, the fast, money-making way to sell replace 


able air filters. Please rush special price offer and 


pack filter! all information right away 


. the whiter white filter! AO eee 


. the first filter to trap 
dirt all the way through! 


ADORESS _ 
ciTy_. -_ 


MY DISTRIBUTOR 1S. 


(See Preceeding Pages for More Details) 
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PA. 
ssei CO. PHILADELPHIA 73, 


PHILADELPHIA 23, HALL WE 


HALL-WESSEL CO 


ODAY -get these | 
PROVEN PROFIT-BUILDERS 


self-service visible plastic COMPAK cards with merchandise 
completely sealed and protected. Card slotted to hang. 


GET FREE OF EXTRA COST REVOLVING DISPLA 


With SSORTMENT 

These all-new H-W COMPAK cards and the new 
H-W T-square* display are proven sales makers! 
For a modest investment you get the most wanted 
chrome and brass finish H-W hardware specialties 
(you can replace them from your jobber’s open 
stock!) pilus the free display that makes self 
service selection EASY for your customers, prof- 
itbale for you. 


MALL.WESSEL co., PHILADELPHIA 23. PA 


Your customers will like H-W COMPAKS. Mer 
chandise is always bright, clean, free from scuffs 
Screws and all components are safely together to 
save loss, damage, pilferage. YOU save time and 
selling expense, too You have storage and inven 
tory control together. Entire display takes only 
16” of counter space. Order from your jobber 


today. 
Available with all items 


. SAR aa! previously tissue wrapped 


H-W POLLY PAK BAGS 
SAVE TIME, SAVE MONEY 


ON EVERY JOB— WITH 


At) Te ee. ; 


. . sous evant rein ’ Ae d : 4 ae 7 
Beautifully designed for legi- , rvs , 


* Display, design copyright pending 


LETTERS 


bility. Handsome rust-proof Now 
BLACK weather-resistant fin- 
ish. Letters 2” high, drilled for 
fast, easy installation to 
boards, doors, other surfaces 
Brass pins included free. 


“OM LVENI 
117 letters 
14, dz. each, letters 


(fINTLATN® 


1’, dz. each, letters 


Packed in combination metal 
stock bin and counter display 
very handsomely designed in 
two colors, which is included 
FREE of extra cost with above 
assortment. Refillletters 
quickly available at your job- 
ber from open stock. Order 
today from your jobber. 


your professional or ama 
teur customers can take to their jobs 
the exact hardware items they re 
installing, complete with the right 
size and the right quantity of needed 
screws. All components are together 
annoyance caused by missing parts 
is forever ended. Merchandise is al 
ways clean, bright, free from scuffs 
YOU too will find H-W single-unit 


H-W POLLY PAKS a wonderful 
way to store, handle and protect 
your stock. H-W POLLY PAKS en 
able you to supply the exact quan 
tity of any wanted item without 
counting out needed screws. Lest of 
all H-W POLLY PAKS cost you no 
more than old-fashioned packing 
Your jobber has H W -OLLY 
PAKS. Order them today 


HALL-WESSEL CO. 


919- 


931 North Sth Street, 


Philadeiphia 23, Pa. 


in Cone 
Gee. 4. 


Expert: 


Hell & Reis, 


da: 
Hall Co., 25 Grenville $., Terente | 


New Closet Rod Idea 





inc.. 165 Broadway, New York 6 


New, exclusive H-W 
closet rod, with the H-W 
keyhole slot flange means 
easier, faster installation 
for anybody, anywhere, 
without assistance. Saves 
time that saves money 
Adds unmatched value to 
other H-W closet rod fea- 
tures such as the welded 
tubing that gives H-W 
rods greater strength and 
sag-resistance. Remem- 


ber too, H-W closet rods 
have spot welded flanges 
that withstand heavier 
loading; precision fitting 
of inside and outside tub 
ing to ease expansion, 
contraction, Attractive 
nickel plating that gives 
extra sales-appeal. Order 
today from your jobber 








month after month... 
1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens! 


4.250.000 DELIVERED COPIES EACH MONTH 
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After reading an average issue of BH&G, 6,950,000 readers reported 
taking over 27 million actions—clipping, buying, doing! 


*175,500,000 men and women read an average 
issue of BH&G. One-third of the 123,800,000 during the year... 
people 10 years of age and older in the U.S. 
read one or more of every 12 issues. That's 


1 ° 
44,150,000 people who read Better Homes & /3 of America reads 


Gardens — and over 40% of them are men! 


Better Homes and Gardens! 


Meredith Publishing Company, Des Moines 3, lowa 
*A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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anuorts New 


a Your NRHA-Built Island Displays 


——, 
oe 
| Oe 
een 


La -* oh 
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e 
. 
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¥, om << 
NRHA APPROVED 
DISPLAY 


THE ASSORTMENTS 


% Carriage ! 
*% Machine 8 
% Machine Bol! arge 
*% Cop 
— Sfove 





‘ 
Cre ws 


Bolts 


Each assortment comes 
Trays 
chased 


Stands for holding 


complete with a tray 
may also be pur 


empty 














Convenient? Yes! Right for your store? Absolutely! 


This 


new 


c 
Serve Yours 


if Bolt Tray and its contents 


fastest selling ifems 


four assortments are 


available. 


in the fastest-selling sizes 


Third, all products are brite-plated for clean, easy 


overcomes every objection you ever had toward handling and the nuts are on! 
har ging bolts and nuts. 

F yurth, there's no price per aity tor brite plating 
F rst, the trays fit the star dard islands and other tor all produc ‘s come in sn oll quantity cartons 
lisplays approved by NRHA. (10 to 50 pieces each) and are in stock at your 
Second, the Serve Yourself Bolt Tray contains the distributors waiting for your order. 


Ty 


\\\\r we 


HARDWARE AGE, 


AL GUsil 
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1971 West 85th Street - 
PLANTS AT CLEVELAND AND KENT, OHIO 


1956 





Je LAMSON & SESSIONS (: 


Cleveland 2, Ohio 


* BIRMINGHAM «+ CHICAGO 





























Kasver to curt 


Alter making several test-cuts on four 
well-known brands of single-streneth win- 
dow glass, identified only by letters, Mi 
H. W. Gemmel of Inglewood Hardware 
Company, Inglewood, Calif picked “*B” 
as the easiest to cut. L’‘O°-F was ‘“‘B”’ 
28 out of 3 dealers who made this now- 
famous “‘blindfold test’ picked L°O’F as 
casiest to cut! 


Kasver TO SELL 


Phis L°:OvF label identifies qualit ra 
wherever it is seen. People ky this label 
itis appearing 216 million times in 1956 ad 
vertising alone! And every time tt appeat 
it adds to the already strong prelerence for 
LO°k ela l his preference means faster, 


easier sales for vou. 





Hasver 
es eee | TO MERCHANDISE 


git S 


We 
WINDOW 


LIBBEY. OWENS FORP i. 


—=_—— : Madison Avenue, loledo (Ohio 


1 


ell his 1 “ x window banner ha iwhit 
| background with bold blue letters that re- 
| mind yeur Customers to buy window glass 
when they need it. Order WG-31 now 
from vour Libbey’QOwens‘ltord Gla 
ALITY Distributor (listed under **Glas in you! 
U 





phone Hoo Oy! write it) Dept f 50, 


Libbes (Owens Zz ra ( a ( ompanyv, OUSA 
na 


i 
% 
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MYLAR’ 


-A TOUGH FILM 
fol eleleia 


ey- lod ¢-loilale mle) oy 


et arte WEP pre 
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cw neq wine 5 . 
gost Pe 





Full line of pruning shears “sees the light” 


through sparkling windows of MYLAR 


“We were seeking an eff: selling 


prea kage for Couir «aot pi t4 tithe oft perun 
ing shears. We wanted protection and 
it the same time. wanted the shears to 


Du 
problem " reports J 
Newark, N. J Hee 
and high tear strength Mylar 
a perfect window materi 


Pont ‘Mylar xolved our 
W ise & Sons. Ine 


itime cyt its 


be meet) 


clarity 
makes 
il for an other 
wise hard-to prac kage iten 

‘The new W ias « nother ex 
ample of how Du Pont Mylar 


ATLOon is 
poly 
ester film has made ible a | irge win 


DORN 


dow where none was practical before 


(ombining high Lear resistance, impact 


nazing durability “My 


bal gives lasting 


strength. and ar 


Lransparent protection 


and improved sales ippeal to a wide 
Variety of produc ts 
HARDWARE AGE, AUGUST 16. 1956 
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Pont “‘Mylar 


intages 


Ww indow as of | pu 


all of these ad\y 


( in! + 
offer DU PONT 
@ Vivid clarity 

e High tensile and impact strength 
@ Extremely long life 


@ Stability... won't shrink or warp carton 


ror more information on the packaging a i in Pont de Nen a 
ippli ations of Mi yl if ward Your tw (in Film Dept Mourn HA. 
maker or call in your lu Pont repre Wilmington 04, Delaware 


sentative. If you prefer mail « oupon Vliease semi me information on 
M yviar polyester film tor win 
dow boxes 
» 
Satine 
birm 


Address 


BETTER THINGS F 
tate 
THRO jth 


nm ee 
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MYLAR 


POLYESTER FILM 
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Rid Jid KNEE ROOM sold America on 










Lock @ al! you get! 


tnt ee ‘707 


Pa: 


Here’s the perfectly matched combination 
for true ventilated ironing 


> 
a 
e ~ 
: e . - 
a . «2? 
ee 





















. - 
. . 
*, > 
* « ‘ 
. ,o Polyethylene Dust Cover $700 
° Eiastic-bound. Easy to put on and toke off. 
_° Keeps ironing cover clean and dust free 
; - 
= L @ Deluxe Air Flow Cover 
ie Sanforized twill . . . highly scorch resistant 
‘= gy Drawstring assures pertect fit. No elastic to 
: ; ( deteriorate, No metal accessories fo rust, 
. * 
> 
PS! © Deluxe Air Flow PACK 
= \\ 
i> 3\' Polyurethane Pad o 4% 
> @\ ts lets steam and moisture through. Con’? get 
> \h sogqgy. Provides smooth, firm ironing surface. 
=_- . r Won't mat or become brittle. 
12SSRR SUGGESTED 
Pe * o\ ah ©) Non-Skid Rubberized 
Be so \ RETAIL 
——- x . 
TEA Cotton Netting SELLING PRICE 
— > : Holds ironing pad firmly in place, 
> | = 
@® = . \- . . . 
— . © Rid-Jid Knee Room Ironing Table 
ae .< Open-mesh steel top (61% open) with motch 
2% <£ ae ing Deluxe Air Flow Pad 4& Cover Set provides $1495 _— 
os SS > trve ventilated ironing. features Knee Room 
~ Se a4 for sit-down ironing comfort. Also avoilable in 
$4 ee excivsive left-handed modei at no advance in 
i> if < 





Regular Retail Valve $70% 
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AIR FLOW 


PAD anu COVER SET 


Specially designed for MAJA VENTILATED IRONING! 


—~< 





What is ventilated ironing? W's the new cir-conditioned way 
to iron. Steam, moisture and heat flow through the Deluxe Air Flow 
Pad and Cover... through the Rid-Jid fully ventilated open-mesh 
top. Makes ironing faster, cooler, drier. No steam or heat is reflected 
in the ironer's face. lroning pad and cover never get soggy. New 
Air Flow Pad and Cover fits all ironing tables, but is especially 
recommended as a related sales item for Rid-Jid fully ventilated 


Only Rid-Jid offers true VENTILATED 
. in the super-value package for ‘56! 


open mesh top ironing fables 


IRONING .. 


> Cover 


INCLUDES: 
— Deluxe Air Flow 


wa Deluxe Air Flow 
Polyurethane Pad 


a Non-skid rubberized 


cotton netting 


gq Polyethylene Dust 
Cover 


$495 





$]00 
$595 
$495 





Regular Retail Value 


SUGGESTED RETAIL 
SELLING PRICE 





NEW RID-JID DELUXE AIR FLOW OFFERS ALL THESE BIG SELLING FEATURES 


TRUE VENTILATION ... assures faster, cooler, drier 
ironing. No steam in the ironers face ... no soggy 
ironing pad. 

PERMANENT SCORCH RESISTANCE... heavy duty 
cotton twill cover has high scorch resistance perma- 
nently bleached in. 

PERFECT FIT... easy-to-fasten drawstring cover fits 
any ironing table. No elastic to “give” or rot... no 
complicated wire accessories to attach. 


SANFORIZED... 


cotton twill cover is non-shrink, long- 


wearing, easily washed. 

POLYURETHANE PAD .. . open-cell structure of poly- 
urethane won't soak up water, mat or deteriorate. 
Provides firm, smooth, dry ironing surface. 
RUBBERIZED NETTING . . . non-skid rubberized cotton 
netting holds ironing pad firmly in place. Net and pad 
mold to table top contour. 

DUST COVER... pliable polyethylene cover keeps 


ironing surface clean. Slips easily on and off. A 
Rid-Jid bonus! 


Tie 4.R. CLARK COMPANY 


SPRING PARK, MINNESOTA 
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Send for your FREE test kit! 
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See for yourself what true ventilated 
ironing means. Send for your free 
Rid-Jid VENTILATION TEST KIT .. . light 
vp ond blow the smoke right through 
cut-out sections of; (1) Deluxe Air Flow 
Cover (2) Deluxe Air Flow Polyurethane 
Pad with rubberized cotton netting 

(3) Rid-Jid 61% open-mesh steel top. 
Write for the promotion piece that will 
be used to sell VENTILATED IRONING 
across the nation! 
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SURELY 


every hard sponge 


you ever sold 


will be replaced with open-end 


customers can 
AMAZING... NEW... FORMULA izs2 feel softness 


A completely new, exclusive material-- 
Formula 132--with so many advantages... 


®& 2 out of 3 consumers prefer Dura-soft because it stays 
solt ready for instant use. 


*% wears up to 4 times longer. 
% cleans... washes... EVEN WAXES... everything 
.» +» BETTER! 
*% “germ-proof” .. . odorless . . . will not mildew nor rot 
. excellent absorption . . . rinses really clean. 


eee eeeeeeeeeeeee *eeeeveeeveeeeeeeeneeeeeeneneeeeneeeee 
j 


Priced competitively to move 
in volume...constantly 


% five sizes... . to retail from 10¢ to 98¢. 
% four Decorator Pastel Colors 


Special introductory bonus packs... 
in self-shipping floor and counter 


displays 
Your choice of several multiple unit premium packs at special 
introductory prices... retail from 40¢ to 78¢ 

40 


wrapped so 




















Nationally 
advertised 
with ads 

like this... 
REACHING 

50 MILLION 
READERS 






Call or wire collect for name of your 
local Durasoft sales representative 
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Phone CI 7-2554, PLASTICS DIVISION, Curtiss-Wright 
Corporation, 50 Roc kefeller Plaza, New York 20 
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hefore' Handle them 


THERE’S A GOLDEN TOUCH IN 


FIBERGLAS 








i 


AIR FILTERS 


Ali-new goiden filter promises sun- 
shine clean, sunshine warm homes 
for your customers ...and the sun- 
shine of solid saies tor you! 


loday—with air filter market potential booming to 
new highs—Owens-Corning Fiberglas announces a 
sensational new kind of Fiberglas* Dust-Stop*® Au 
Filter! It's a golden beauty, made with finer, softer 


fibers than ever, that sells on sight! 


Beyond a doubt, this is clearly among the world’s 
most efficient replacement filters! It /ooks better 


EASIER TO HANDLE! New I iberglas Dust 


Stop Filters are made with finer. softer fibers than ever 


and vou ll notice the diflerence' 


feels better 
product to sell 
more heat through. 


works better! It's a better. easier 


20°, lower initial air resistance lets 


You've seen the air-filter business skyrocket 
already 8 million forced warm air furnaces are in 
operation—and a 30% increase over 1955 sales of 
such units is predicted for this year alone! Now 
with this great new golden Fiberglas Dust-Stop and 
bang-up introductory campaign—you have a fast 
selling profit-maker—for now Dust-Stop has made 


the best better than ever. 


EASIER TO SELL! New “Full Season's Sup 


ply” package sells 4 filters at once! New Filter Roll package 


vets replacement business from pad filter furnaces 
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EVE-CATCHING 
BEAUTY SELLS 
ON SIGHT! 


The sfunning red and gold color 
combination and bright new 
packaging give Fiberglas 
Uust-Stop astounding visibility 
in yvour store. More eyes see ern 
more folks buy more of em 


Made to order for imoulse sates! 





THE NEW 
JIMINY 
FILTER SAYS: 









im only part ola 


nrieht new ftiltet 












+ SELL YOUR SHARE OF NEW DUST-STOP _ 
USE THIS GOLDEN CASCADE OF 
ADVERTISING AND SALES PROMOTION 








BiG STRIKING AOS Mm two oT} Amer a ereatest PLUS ALL THE COMPLETELY NEW SALES HELPS you nee , 
ia pase Jour Customers will see and read about imciuding the sensational new Jiminy Filter d piay and the easy profit 
new golden Dust SOF Air Filters in Better Horm Reminder Service Plan ill pecially esivned to make your Dusiness 
md Csarden and | i} } tne neivnnvornose ve headquarte! . forthe new File rvla | dipat Stop } lifters 
—_— 





Change yout face ters on! es “EE 


Window Streamer 


\p 


pune 





Post Card Morer 





Reminder Service Plan 


~ 


, % 
(\) Soe 


New Utility Envelope 


8 ye 





Send for New Gummed LIFE Ad Reprints 








=— She 


Envelope Stutter 











GET YOUR FREE SALES HELPS TODAY . ’ ) 
and get in on this great new filter market. The big _— be 
advertising Campaign Starts Aow SO pet youl ' 
free sales helps at once! Just call your nearest ee pe 
biberglas Distributor. Or. for complete Kit, mail ame FTEs 
coupon direct to Owens-Corning | iberglas ( or Door Sticker Post Card Mailer 
poration Dept ‘SH. Toledo |. Ohio 
OWENS -CORNING Box 38H, Advertising Department 
hy B EF “ - Owens-Corning Fiberglas Corp., Toledo 1, Ohio 
“RGLAS 
4 J 4d . Please send mea con plete UDust-Stoop |} | 
stan and lhvet Stop are trade marke Hew | Pet. of f Name 
iiwerne ring PF ibergiee ' rath 
NEW GOLDEN — 
City . Zone State 


Attention of 


My Dust-Stop Supplier's name is 





AIR FILTERS 

















NEW |! 


America’s Fastest-Selling Line of Lighting Fixtures 


* " Se St Be) ne 
: NE ! ~ 


.-- the word for everything at... 


+ Cowen 










































Now, even bigger and better sales are yours when you promote 
the Progress line. Because wider variety, more exciting designs, 
make these lighting fixtures appealing to every taste . . . win 
greater customer satisfaction. Here everything from golden-touched 
brass and beautifully designed giass to recessed, modern, tradi- 
tional, and authentic Italian styles. Attractive, value-packed fixtures 
to give you fast turnover with 

PROGRESS! 














Power Vent Ventilating 
Fans and Range Hoods 


Every item in this sensational new line repre- 
sents more-for-the-money value! Fine styling 
and top performance by PROGRESS—o 
nome your customers recognize for quality 
in lighting fixtures — insure fast selling action. 
Why PROGRESS means better business 
for you! 
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Beautiful 
Door Chimes 

















Handsomely styled, they in- 
clude Hi Fidelity chimes in 
bone white or brass, as well 
os recessed electric chimes. 
Also repeating chimes in 
wood, copper, brass and 
other special finishes. Feature 
them — for a real sales-pivs! 








PROGRESS MANUFACTURING CO 


PHILADELPHIA 34, PA 


PROGRESS MANUFACTURING CO. 
Caster Ave. & Tulip H., Philadeiphia 34, Pa. 










Please send me information on thess Progress lines: 


Lighting Fiatures POWER VENT Ventilating 


Door Chimes Fans and Range Hoods 


AHE tL. t 
NAME | 
COMPANY 
ADORESS 
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FIRE-KING OVENWARE 


lowest priced high quality 


Ovenware on market 


Millions of housewives, many of them poten- 
tial customers of yours, will read about Fire- 
King Ovenware and its many advantages in 
the Sept. issue of Good Housekeeping. They’l! 
learn it saves time and dishwashing...is easy 
to clean and keep clean...they can’t buy finer 
ovenware at any price nor can they buy oven- 
ware, item for item, at as low a price...is 
available in sets as well as open stock...is 
guaranteed for two years against oven break- 





age...and, in addition, it carries the famous 
Good Housekeeping Seal. 

That’s the powerful Fire-King story we’re 
telling consistently in the nation’s best and 
biggest publications—and it’s paying off in 
greater traffic, faster turnover and bigger 
profits for thousands of retailers all over the 
country. If you’re not carrying the complete 
Fire-King line, get on the bandwagon and 
cash in on this fast-selling ovenware now! 








FIRE-KING OVENWARE IS AVAILABLE IN SETS AND OPEN STOCK AS FOLLOWS 


3-Piece Casserole and Server Set—H400/94 
(Each set in gift carton) 

Casserole & Knob Cover 

Table Server 


7-Piece Starter Set—H400/96 
(Each set in gift carton) 


Casserole & Knob Cover 
Pie Plate 
Desserts or Low Custards 


12-Piece Ovenware Set—H400/95 
(Each set in gift carton) 

Casserole & Knob Cover 

Pie Plate 

Deep Loaf Pan 

Utility Baking Pan 

Pudding Pan 


Desserts or Low Custards 





a ——————————————————————— 





Open Stock Doz. Ctn. Wr. Crn. Open Stock Doz. Ctn. Wr. Ctn. 
5 ot. Standard Custard 6 18 Ibs. 8B oz. Individual Casserole & Cover 3 28 Ibs. 
6 oz. Egg Cup or Deep Custard 6 22 Ibs. 1 Pt. Casserole—Knob Cover 2 31 Ibs. 
6 ot. Dessert or Low Custard 6 22 Ibs 1 Qt. Casserole—Knob Cover 1 27 Ibs. 
10 oz. Deep Pie Dish 4 22 Ibs. 1Y¥2 Qt. Casserole—Knob Cover 1 34 Ibs. 
15 oz. Deep Pie Dish 4 28 Ibs. 2 Qt. Casserole—Knob Cover 1 42 Ibs. 
8 oz. Individual Boker 4 23 Ibs 1/2 Qt. Casserole—Utility Cover 1 36 Ibs. 
8 ot. Measuring Cup—Red Graduation 2 16 Ibs. 1 Qt. Boker—No Cover } 16 Ibs. 
16 oz. Measuring Pitcher—Red Graduation | 13 Ibs. 12 Qt. Baker—No Cover 1 22 Ibs. 
1 Qt. Measuring Pitcher—Red Graduation 1 22 Ibs. 2 Qt. Baker—No Cover 1 24 Ibs. 
2'%" Percolator Top 6 12 Ibs. 8” Round Cake Pan 1 22 Ibs 
8” Pie Plate 2 23 Ibs. 8” Square Cake Pan 1 33 Ibs. 
9” Pie Plate 2 29 Ibs. 5” x 9 Deep Loaf Pan 1 21 Ibs. 
9” Deep “Juice Saver” Pie Plate 1 20 Ibs. 62" x 10Ve" Utility Baking Pan 1 27 \bs. 
1 Qt. Pudding Pan 2 29 Ibs. 8” x 122" Utility Baking Pan 1 40 Ibs. 











To order, contact your buyer, 
your jobber, or write direct to: 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO... The most famous name in glass 
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FIRE-KING ovenware 


goes from oven...to table...to refrigerator... 











1. 5° « 9 deep loat pen 49¢. 2. 8 mre olete 250. 3. 2 at. conserole, knob cover 79¢ 6 | 


: )}or deep oe dieh 10¢. 6. 6 of. dessert cue 2 tor 1 5¢. 6. 8" 66. coke oan S50 
7. 1662. meas @ ovtcher 39¢.6.56 


round cake gen 39¢. 9. Sof. custerd cup Sv. 16. Bor. ind. covered casserole 19¢. 11. 6 « 12:1/2" utility Baking fan 69% 


Crystal clear Fire-King Ovenware is as beautiful as it's practical. You bake 
serve, and store in the same dish. It's the emoothest on the market. And, that 
means it’s easier for you to clean. Also, it's guaranteed for two years against 


. oven breakage ... carries the Good Housekeeping seal. Compare the price of 
Gm) every size you need, and you'll see that item for item, Fire-King gives you 
more for less. Fire-King Ovenware is available in 7 
Look for the names ’ ” , é . 


and 12 piece sets, and 


. open stock at most chain stores and other stores where glaseware is sold 
AND ANCHORLLASS 


raopuctrs oF THe Ancnoa Hocnine Gisee Conroration © Lancasren, Ono 











| This exciting four-color, full-page ad 
Will sell 


for you in ( > 
Bool 









Ui September! 
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UNIVERSAL presents the 


a sensational merchandising plan with 


$25,000 


_— IN PRIZES 
““EX\TO BRING IN CUSTOMERS! 


od aN 














= THe & Point PLAN 


You'll get a hundred and fifty of these 
four-page, four-color, full line folders 
with the complete story of the contest, 


If one of your customers wins... you 
win too! Put your name on the entry 
blank before you hand it out, and the 


1 





2 


the prizes and Universal's Christmas selection more come in, the bigger chance you have to 
of products. Hand ‘em out, or mail ‘em to win one of the hundreds of valuable prizes 
customers. It's a sure-fire system for prospects. offered. It could be a new Chevrolet sedan! 


Your Customers and YOU CAN WIN any of 901 
VALUABLE PRIZES WORTH *25,000! 
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SANTA CLAUS CLU 


Gets om Shopping Early! 


Here's the one you've been waiting for! An easy 

contest plan to get customers buying early with the millions 
of dollars in Christmas Club money they have available. Extra 
profits for you and a chance to win a big prize yourself. It’s all 





here ... all you have to do is stock up and watch it roll! 






* ELECTRI 


C HOUSEWARES }. 


7 
7~ 





ALL YOU DO .. « is buy a selection of 


Universal Electric Housewares. See your distributor and ~ 


“MS. 2 
uta : 
ANY UB 


S 4 
















pick out what you want. You'll get the complete kit 
for this sensational selling plan with your order... and 


then watch those profits come in. See him today! 





This big banner marks Bigger profit for you, with 
your store as Santa Claus an extra Coffeematic that Il 
Club headquarters. Ic'll 


4 


pull in customers to see your dis- dollar bill when you sell it for 





make you a bonus twenty 


play, get their entry blank and the regular price. You start right 
give you a real selling chance. out winning the first day! 


YOU GET THIS FULL-COLOR DISPLAY 


In full color, this walk-around counter display will stop ‘em 
from any place in the store. Has plenty of room for a big 
selection of fast-moving Universal Electric Housewares. And 
it's FREE with your initial stock order! 


AND UNIVERSAL IS BACKING IT UP 
with BIG ALL-OUT ADVERTISING 


’ 8 
eA 
rt 
vwa.va@it 
reires 
H 
4 } 
























: oY 
é Lae . 
p : 
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New Dimensions for 1957... 
six modern patterns for her to choose... 


Libbey Sakedge Classwane, 


G 


) B 
v. y) 


oy. 












styled in the 
Continontal manner 


for Young America 





‘Tue Lancest FALu advertising 
program in glassware history is 
showing Young America the lovely 
grace and beauty of Libbey’s New 
Dimensions for 1957 . . . showing 
how to use this exciting glassware 
at every meal . . . every-day crystal 
for every-day use. 

Young America is seeing the 
story of New Dimensions for 1957 
in glowing color pages in Better 
Homes and Gardens, Life, Satur- 
day Evening Post, Living for Young 
Homemakers, and House and Gar- 


Fach 
2 ; nai , — pattern is 
Take advantage of this exciting Libbey advertising pro- sttwastively 
gram, For information on the complete Libbey Safedge gift-boxed in sets 
Line, see your Libbey distributor, or write Libbey Glass of S. Tumbters are priced 
ae : , ’ to retail at about $3.95 for a set of 8 
Division of Owens-Illinois, Toledo 1, Ohio. ... Pilsners, at about $5.95. 





den... advertising reaching the 
heart of Young America... build- ) 
ing desire for this touch of ele- 
gance in every-day living. _ 

This effective advertising pro- A pecestine Maw 
gram is backed by merchandising Dimensions easel inter- 
aids, too... part of Libbey’s plan locks with boxed set for effective 

| | : counter or window display. 

to help dealers move merchandise all 
quickly. Exciting, new display ma- we 


terial available to all dealers... 
. — 


dealer advertising mats are also 
available . . . all designed to help 
dealers benefit from the new 
theme, New Dimensions for 1957. 





LIBBEY SAFEDGE GLASSWARE Owens-ILuINoIs 


AN (1) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 
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— Save 
*" FEDERAL 


VOGUE 
01010),8'. 131 = 


Ps 













SAVE 


FEDERAL 


VOGUE 

































KiTChe NWARes 
oGoU cooker in 
po rn snonaa trim hates , 
COMBINATION soon se NO dI8n pan ic . 
/ COOKER IN Special Sale Price OY! Regular *1.29 
WHITE-RED TRIM neouam 
a Specia/ C9 


SPECIAL 
SALE PRICE 







77¢ 


SPECIAL Sa 
SALE PRICE 

















GET READY FOR eae i 


POWERFUL: PRE-SOLD PROMOTION! 


a 


“Featuring Fede?ral’s 


twe. fastest-selling, 


items » 


, 
\ 


Federal’s smashing Fall sale 


‘on the Vogue combination 


cooker and on the Vogue oval 
dish pan will bring an extra 
heavy volume of sales traffic 
into your store. The 5-way 
cooker featuring new sure- 
grip handles and evercool 


¢ * ae \ 
1.19 C= Al a bakelite knob is a wonderful 
‘on in itself. W; 
Regular *1.89 pana DISHMAN Id sales attraction in itself.With 
























Federal promoting two sen- 
sational values at the same 
time, you will enjoy a really strong upsurge 
in Fall buying. 

Federal’s twin-powered special sale is 
nationally advertised to give you the great- 
est possible support during the promotion. 
Tap the heavy profit in handling Federal. . . 
orld’s largest manufacturer of porcelain en- 
ameled kitchenware. 


BE READY FOR PROFITABLE 
SALES PRESSURE WAVES 
AS THE ADVERTISING BREAKS 
ON THESE DATES: 


¢ | Pp HITE-RED TRIM 





ta 
on @ther Pasges: .. 
‘eo 


in Aft - 


@in FARM JOURNAL 
September 72nd 
@ in TOWN JOURNAL f 


© Silqhtiy higher of 
4 “ distant points 


PITTSBURGH 30, PENNSYLVANIA 


— 4 
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~ October lith / 
m EBONY - October 2nd/ 


f 





/ 


FEDERAL ENAMELING & STAMPING COMPANY / 





) 


TOCA 





GOLD STRAND 








The best way to find out why Gold Strand is the world's 
largest selling insect wire screening is to compare it with 
other screenings. 


QUALITY You'll find that Gold Strand Screening 
has a neat, uniform mesh throughout. No holes filled in by 
plating. No snaky wires. Always an attractive, even surface. 
What's more, Gold Strand rolls out flat and stays flat. That's 
because Gold Strand is woven to the industry's most rigid 
specifications. 


SELVAGES Gold Strandis available with special 


ten-wire selvage or, for even greater strength, a special 
twelve-wire selvage (five flat and seven round wires), Both of 
these strong, dependable selvages provide a good body for 
tacking and will not pull away from the molding . .. and Gold 
Strand will not distort or pucker even when it’s "grooved into’’ 
the molding. Gold Strand is woven to the industry's most rigid 
specifications. 

















\@ALVANOID| 





SPECIAL SELVAGE 


———— 





4230 » Quick 





Casper» Danve «El 


WicKWIRE SPENCER STEEL DIVISION Atarts eo Detiate » ar Seaseap « Galt tee Octems 
York - Philadelphia 


INS ECT WIRE SCREENING 


with the other 


screenings 





on the 


market 


DURABILITY Ali Gold Strand Screenings pro- 


vide superior wear and weather resistance for longer life. 
For instance, the galvanizing on Gold Strand Galvanoid 
Screening is far heavier than industry standards. Gold Strand 
is woven fo the industry's most rigid specifications. 


There are many other advantages you and your customers 
will gain if you stock Gold Strand Screenings. Your customers, 
for example, get the screening they want because Gold 
Strand comes in Galvanoid, Aluminum and Bronze (both 
bright and antique finishes) and in a wide variety of widths. 
And you don’t have to carry large inventories of Gold Strand 
Screening —it’s always quickly available from these 18 CF&! 
warehouses which are conveniently located all over America: 


ATLANTA .+‘BUFFALO + CHICAGO + CLINTON, MASS. + DENVER 

HOUSTON + LOS ANGELES « MT. WOLF, PA. + NEW ORLEANS - NEW 

YORK + OAKLAND + PHILADELPHIA + PHOENIX + PORTLAND, ORE. 
PUEBLO, COLO. + SALT LAKE CITY + SEATTLE + WICHITA 


GOLD STRAND 


INSECT WIRE SCREENING 
THE COLORADO FUEL AND IRON CORPORATION 





OTWtK Cr WICKMTRE NARDWARC PRODUCTS Chan Caner Welded Wire Fabric « Wissco TV 
we + Wisseo Wire Clothes Line - Clinton Hardware Cloth - Hex Mesh Netting - Mechanic’s 
Gate Springs - Perfection Door Springs 
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The WINGFOOT “175” 
Combines the best features of 
lightweight and balioon tires 

Will streamline any stond- 
ord bike. Populor price 


GOo0O0oDy 


The growing popularity of semi-lightweight 
bicycles means a growing market for all the 
features the Wingfoot 1.75 cross-section tire 
can offer: 


The sturdiness of a balloon tire 
The pedaling ease of a lightweight 
Extra long wear 


The streamlining of any balloon tire bike 
without rim changes. 
Push the Wingfoot “175”—and cash in on 
the big swing to the new American bicycle. 
Goodyear, Cycle Tire Dept., Akron 16, Ohio. 








TOPS IN TUBES 


All Goodyear heavy- 
duty tubes are specially 
molded to assure perfect 
fit in the casing. 











EAR 


Wingfoot ~T. M. The Goodyear Tire & Rubber Company, Akron, Obie 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 
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one is not enough... 


for- FAST ACTION: | 
YOU NEED 










iALBRONZ: 


Ae 
we = =. 


SELL 


prau-0:Namel . 


AMERICA’S LARGEST SELLING BRUSHLESS PAINTS 











~_ 


‘= 


in BOTH POPULAR SIZES 


NEW 16 OZ. SPRAY-O-NAMEL’ 


FOR LARGE SURFACES 


You'll make money quick as a bunny with the 
new economy, king-size 16 ounce can of Spray-O- 
Namel Brushless Paint! A real value for customers 
with large areas to paint. Gives 35% greater coverage 
.. 35% more Spray-O-Name! 35% more of the 
finest alkyd aerosol enamel on the market today. Non- 
toxic. Quick drying. Won't run, sag or bubble. Improves 
your customer service by extending your line 

to a broader range of sizes for specific uses 


ILLINOIS BRONZE POWDER COMPANY, INC. 


2023 S$. Clark Street 





THERE ARE MANY SPRAY ENAMELS there is only one Spray-O-Namel,® the original seroso! 
enamel. Registered trade-mark of the lilinonm Bronze Powder Company. Formulated and filled 
by !llinois Gronze to the highest specifications in the seroso! paint industry 


Ever Popular 12 Oz. SPRAY-O-NAMEL" 
ot o@ NEW LOW PRICE 

Regular Spray-O-Namel is the real jack-rabbit among 
areoso! paints . a hop, skip and a jump ahead of all 
other brands in quality, sales and dealer profit. Now, 
a new low price makes this 12 ounce best seller more 
attractive than ever. No change in the famous award- 
winning 12 ounce dispenser . light, just right for 
your customer's hand .. . best for average size painting 
jobs. No waste. No mess. The perfect selling mate to 
the 16 ounce size of Spray-O-Namel 

Together they will multiply your sales 


Chicago 16, Ill. 





os 
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There’s a big market and a good profit in selling 
the new Dempster Prime-o-jet! Compare its ex- 
clusive features with any other pump of 

type or price... note the self-priming advan- 
tage...many models to choose from... the 
high capacity and full 25 ft. suction lift. Here’s 
a water system that opens the door to many 
sales where price has been a factor... yet of 


such high quality that you can sell it with con- 


fidence. Remember—Prime-o-jet, like all Demp- 


ster water systems, is backed by Dempster! 


At Your Service... 77 years of 
water system experience 


VEMPSIE EMPSTER 


WATER SUPPLY — SUPPLY EQUIPMENT | 


,) 









HARDWARE AGE, 





AUGUST 16, 





1956 





the SELF-PRIMING, 


low-cost Shallow Well 


WATER SYSTEM 





Only Dempster Prime-o-jet 
offers all these features 

ina low-priced water system: 
e Self-Priming 


e Maximum Lift 
’ Mallels Capacity 


. Nationally "Ealeh BAM aleliel 


e Renewable Rotary Seal 


e Corrosion-Proof 


e insert Type Venturi 


e One Moving Part 


. Meavy Brass wear na 


Write for illustrated Prime-o-jet folder 
and details on the valuable Dempster 
Dealer Franchise 


DEMPSTER MILL MFG. CO, 
Factory and Home Office: Beatrice, Nebraska 


Branches end Warehouses; Omaha, Nebr.; Kansas City, Mo.: 
Des Moines, la.; Sioux Falls, $. O.; Denver, Cole.: Oklchome 
City, Okle.; Ameriiio, Tex.; Sen Antonio, Tex. 











ALCOA BUILDS NEW MARKET FOR 


AND HARDWARE DEALERS TO HELP 
ALCOA ALUMINUM SCREWS AND NAILS 





National network of local dealers now being set up 
to handle Alcoa Aluminum Nails and Screws 





New dealer program is Alcoa’s 
answer to need created by 
fast expansion of aluminum 
applications in construction 


Alcoa’s years of effort to have more aluminum 
used in construction is paying off. As a result, 
there is a great need for local availability of 
Alcoa Aluminum Nails and Fasteners. To 
meet this need, Alcoa has arranged with 







<< 
ad » 


| 
, 


Better Homes & Gardens. 
September 


Better Homes & Gardens, 


September 


Macklanburg-Duncan Co. and leading whole 
salers to distribute these products through 
lumber, hardware and building supply dealers 
throughout the U. S. 


Now you can sell builders and homeowners 
the aluminum nails they need for siding and 
other uses. Now you can sell the fasteners 
needed for extensive installations of aluminum 
duct work, gutters and downspouts, hardware, 
sills, and many more applications. 


This Alcoa advertising 
will help you sell 


It runs in Better Homes and Gardens, Practical 
Builder, American Builder. 


It tells homeowners and buyers about 
nailpox ... shows them how to avoid this 
ugliness caused by rusty nails. 


It tells builders that home buyers know 
about nailpox and want their homes protected 
against it... with Alcoa Aluminum Nails. 


It tells homeowners and builders alike that 
no aluminum installation is a good one unless 
the aluminum has been fastened with Alcoa 
Aluminum Fasteners. 


Alcoa even has a special fastener message 
that is included in many other advertisements 
on other Alcoa products. It is shown below. 

This is powerful advertising... 
convincing .. . action getting. It 
tells everybody to buy their alumi- 
num nails and fastenersfrom YOU. 








HARDWARE AGE, AUGUST 16, 1956 













HARDWARE AGE, ALCUST 16, 1956 


BUILDING SUPPLY 
THEM SELL 


| 
tev i 


- a 
i 


yuein” 


GENERAL pyRPOSE SHINGLE 
NAILS 


wif 
eevee met 


2,600 


ummeuw 


; 


New packaging to 
help you sell 


Alcoa Aluminum Nails and Fasteners are now 
being packaged as a service to you and a con- 
venience for your customers. 


You get 10 different types of Alcoa Alumi- 
num Nails in the standard sizes used in the 
building industry. They are packaged in 
cartons that hold specified quantities to com- 
plete a given amount of work. Your customers 
and you can sell... Alcoa 
Aluminum Nails by the job! 


can order... 


You get a complete range of types in 
aluminum fasteners from Alcoa: machine 
screws, wood screws, sheet metal screws, bolts, 
.. everything a good aluminum installa- 
tion requires. These are packaged in cartons 
containing a full gross...to make it easier 
for your customers to buy what they need. 


nuts. 













Stock up now 


Now is the time to tie in with the pace-setting 
Alcoa Nail and Fastener program. Alcoa 
Aluminum Nails and Fasteners are available 
nationally through Macklanburg-Duncan Co. 
and leading wholesalers of other Alcoa products. 


Your Guide 
to the Best 
in Aluminum 
Value 






paAits < 
EASTEMER? | none’ 





= THE ALCOA HOUR 


By gop 








Your 








best buy 





in rat bait! 


PACKAGED TO SELL! 
PRICED TO SELL! 
PROMOTED TO SELL! 












Retail price 
One-pound package 


98¢ 





Carry the fast-moving, ready-mixed, ready-to-use 
rat bait with the famous name— Black Leaf. Every 
pellet is crammed with genuine Warfarin. Rats and 


mice like it, eat it—but it kills ’em! 

Made with first-quality oat base. Just what rats 
love to eat. They never know what kills them. 
Other rats don’t get bait shy. 

Black Leaf Warfarin is so effective, when used 
as directed, that we will refund the purchase price 
if your customer is not completely satisfied with 
results. 

A big autumn advertising program boosts Black 
Leaf Rat Bait. Magazines. Store displays. Mats. 
Order today from your distributor or write, DIAMOND 
BLACK LEAF COMPANY, 300 Union Commerce 
Bldg., Cleveland 14, Ohio. 


















, 

N 

a 

0 

ae 
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; 
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Big Sales Feature 


Your customers avoid messy measuring, mixing or handling. 
Just cut a hole in the package, and use it as a bait station. 
Simply place in protected area where rats feed. 


Diamond 
Black Leaf 


co nm PAN V 
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HODELL CHAIN 9 jee 
for every farm use | 














Chains of all types and sizes are needed on the a ‘Sere | 

farm. That means good, year-around profit possi- . Pes cae cast | 
bilities for you when you stock the full line of é —_ | 
Hodell welded and weldless chains... high-quality | 
chains for your farm customers. Display Hodell Hodell Pailettes are strong, all-steel, re-usable con- | 


, tainers. Each holds 100 Ibs. of Proof Coil or 8686 
animal and farm chains in your store, and Hodell 


| chain in the four most popular sizes: “As, ‘4, “Ye, oF 
Pailettes to sell Proof Coil and BBB Coil chain, to % inch. 600 or 1000-ib. barrels, Proof Coil, 888 Coll 
make steady profits from sales for the farm. or High Test chains, also available in these and 
larger sizes 





Ask your distributor about the full line of Hodell 


Chains or write today for your Hodell Chain catalog. bk j 


HODELL CHAIN COMPANY « Cleveland 3, Ohio 


Division of The National Screw & Mfg. Co. 
~ Y lional 


a Pasteners d / Hodeli Chains Chester Hoists 
iy 
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Packaged Right! Smart Looking, _..< 


Compact... ..2.— | 


Pertect for fall outdoor- 
indoor painting 


It's a complete paint brush set, with a brush for 
every household use. No matter whether the job 
is painting storm windows, varnishing floors or 
painting wall surfaces, there’s a brush to handle 
it. Brush handles are styled in approved House 
& Garden decorator colors. Kit contains: 


e |-inch sash brush 
e 2-inch varnish brush 
e 3-inch wall brush 


AVAILABLE FROM DISTRIBUTORS OF 


WOOSTER 


Exploded Tip. 


BRUSHES 








new! 


PROMOTIONAL PAINT KIT 
















Priced Right! 


————  «  — —-—— —_Suggested Retail, Under $4.00 


Timed right for the big fall- 
winter gift-buying season 


Here's your opportunity to move paint brushes 
in volume during the big gift-buying season. It’s 
a practical, low-cost gift for Dad’s birthday, 
Christmas other special occasions. Every time 
you make a sale, you sell 3 brushes instead of 
just |—-and you make your fu// profit on each 
brush ! 

See your distributor salesman now—be sure 
you order enough for window and counter 
display and back-up stock. 






OOSTER 


BRUSH CO. 
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Asssold in ndrdteare 
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and paint stores 


Shettield 
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NEW, RUBBER-BASED PRIMER! 


ACME QUALITY 
CEMENT FLOOR 
RIMER ic 


Ly It's alkali-resistant 


——es 

























ke It's moisture-resistant 
LY It provides a better bond for the finish coat 


Now, another outstanding product has been added to the 
Acme Quality Floor and Porch Enamel line—new Cement 
Floor Primer in gray. 


Because of its exceptional resistance to alkali and moisture, 
it’s the perfect primer for new or uncoated cement and con- 
crete floors. And it’s your perfect—and profitable—answer to 
the many requests for an easy, foolproof way to condition 
unpainted cement and concrete floors before applying Acme 
Floor and Porch Enamel. 


Order, stock, and sell this Cement Floor Primer. And, for the 
finish coat, recommend and sell Acme Quality Floor and 
Porch Enamel. 


ACME FLOOR AND PORCH ENAMEL 


For all Interior and Exterior Floors 


Acme Quality Floor and Porch Enamel is the perfect finish 
coat for wood or cement floors. It is extra-tough, rugged, 
durable, and gives a rich gloss surface in attractive colors. 
Easy to apply and clean, it preserves, protects and renews 
old floors adds years of life and beauty to them—makes 
new floors sparkle. 


Acme Quality Floor and Porch Enamel withstands hard wear 
and abrasion, helps prevent warping and wood rot. It is now 
available in 9 popular floor colors. Order them now from your 
Acme jobber. 





Sales-Bullding Coler Card Just right to mail or hand out. Has space 
for your imprint. Contains chips of the 9 Aeme Quality Floor and 
Porch Enamel colors. Also sella Acme Cement Floor Primer. Get your 


carda now from your Acme jobber. 
ACME QUALITY PAINTS, INC. 
DETROIT 11, MICHIGAN 
Makers of Acme Quality Paints, Spee-D-Dry, Fashion Right, Super Kem-Tone, Kem-Glo, Kem Tinting Colors, and Insecticides 
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TRUE TEMPER AXES HAVE 
ALL THESE FEATURES! 






@ Heads forged from solid steel — 
no welds or seams. 











say dealers and customers alike! @ Precision tempered in auto- 





matically controlled furnaces. 





The minute a man who knows axes takes a True Temper axe 


in hand, he'll know he’s holding the finest axe made! Whatever ®@ Power centered for accuracy. 





the pattern or weight . . . single or double bit . . . this is the 


. axe that leads the field in design, construction, balance. 





@ Fire-hardened hickory handles 





You can stock and display True Temper axes with complete to resist weather and wear, 








confidence that with every sale you'll gain a satisfied customer 


the indispensable man—to your business and ours! True © Power-driven for perfect fit. 









‘Temper Corporation, 1623 Euclid Ave., Cleveland 15, Ohio. 


TRUE JEMPER You Can Look to GW) « beedersi 
PER a axes, hammers, hatchets. Garden, lewn end 
tects. Shovels « Shear 


s + Fishing tackle « Goll-club shafts 
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in the RED- 


oleman oil and gas 


*“Peak-Season’” 


SPACE HEATER SALE 


You'll get MORE SALES and get them early! 
Your customers get the MOST for their money! 


Unbelievable but true! Your customers can save $20 on 
a Coleman Directionair Blower during this big Coleman 
promotion! It’s the “big deal” that will pull real traffic 
to your store—then you can close sales fast by selling 
all the EXTRA Coleman features. New fuel savings. 
New console styling to please the ladies. New and 
beautiful Golden Glow and shadowed mahogany fin- 
ishes. Get set-—get details from your distributor sales- 
man or mail coupon today! 


Coleman Oil Heaters 


can give buyers 
“WEEK’S FREE HEAT each month!” 


Most powerful selling story for any oil heater! The 
secret is Coleman's automatic Oil Saver that balances 
air-fuel mixture at every setting. Simple to demon- 
strate... show customers exactly how Coleman saves 
one gallon of oil out of four. 


Gas Heaters with 
exclusive “Blue-Ribbon” 
Burner and Safe-Cool Cabinet 


The touch test proves it: Coleman's super - circulation 
moves freshly-warmed air through heat chamber so 
fast that cabinet stays comfortable to touch. Buyers 
get all the heat inside their homes——not wasted in the 
cabinet or up chimney. And Blue-Ribbon Burner is 
guaranteed for life! 
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reg. $24, 95 DIRECTIONAIR BLOWER 


G22 GS with purchase of 
Coleman Oil Heater... 

| reg. $27.95 DIRECTIONAIR BLOWER 

7 7 $795 with Coleman 


Gas Heater 


* 
ya 
- 
~ ° 
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; ™, 
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Gives “Central Heating’ Comfort 


OMT 


Sayer PROVE IT with this Demonstrator: 
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(Coleman helps you sell with 
special promotion materials 


BANNERS! BROADSIDES! 
FREE Ad Mats! RADIO! 


EASY TO SELL 
PLENTY of rust-free HOT WATER on tap... 
COLEMAN VIT-ROCK Gas Water Heaters. 


Can't rust because “patented” rock wall separates 
water from metal. Backed by 10-year warranty 
and exclusive $500 Bond. 


The Coleman Company, Inc. 


Wichita, Kansas 


since 1900—makers of the famous Coleman lamps, 


lanterns, camp stoves, home heating and air conditioning 
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a DISTRIBUTORS 


ALABAMA 
Ala j 


ARKANSAS 


CALIFORNIA 


COLORADO 


CONNECTICUT 


FLORIDA 


GEORGIA 
A 


ILLINOIS 


INDIANA 


KANSAS 


KENTUCKY 


LOUISIANA 


MASSACHUSETTS 


MICHIGAN 


MINNESOTA 


MISSOURI 


MONTANA 
NEBRASKA 
NEW MEXICO 


NEW YORK 


NORTH CAROLINA 


OKLAHOMA 
OREGON 


PENNSYLVANIA 


RHODE ISLAND 
SOUTH DAKOTA 


TENNESSEE 


VIRGINIA 
WASHINGTON 


WEST VIRGINIA 


, A ve 


WISCONSIN 


The Coleman Company, Dept. HA-352-2 
2nd & St. Francis Street 
Wichita, Kansas 


Yes, | would like to know more about your $20 
PREMIUM promotion for space heaters. Please have 


your distributor's salesman call. 
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When it comes to Lawn Foods... WEW/ 
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Complete Lawn Food 




















V 


is your best bet for repeat sales 























and profits! | t 


Top-selier in only one year! The product advantages of 

Golden Vigoro didn’t happen ‘‘overnight.’’ It took years 

CZ, 4 of research to introduce the one complete lawn food that 
why offered everything you and your customers could count on. 

Now, in only one year, Golden Vigoro has become a top- 

seller... already proved on 2% billion square feet of lawn. 
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Comptete lawn feed 
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Recommend it with confidence! Golden Vigoro has the Unmatched Advertising Support! Colorful, hard-selling 
“Big 3"" advantages that mean repeat sales: (1) Won't Burn ads are appearing in LIFE, POST, American Home, Better 
Grass when applied in recommended amounts. (2) Eco. Homes & Gardens, etc... . telling and selling ‘em on 
nomical.,.one feeding supplies steady, continuous nourish- Golden Vigoro during 1956. Big newspaper ads, too. It will 
ment months after application. (3) Ali Nutrients are pro- pay you to promote the product that’s going places... 
vided to develop the finest deep-rooted grass. Golden Vigoro! 


SWIFT & COMPANY The VIGORO family of gardening aids 


Golden Vigore® End-o-Pest Garden Dust End-o-Pest Ant & 
. te Vigoro End-o-Pest Rose Dust Lown lasect Sprey 
Pet. Nos 26185466, 2618547 and others pending lnstent Vigore fnd-o-Ped Aat & 
Vigoro eo registered trademark of Swift & Company Vigore Rese Food Lown lasect Dust tnd 0 Weed 
Copyright 1086, Bwift @ Company Vigore Comeliie-Azales food —End-o-Pest Gorden Spray End-o-Weed Crebgrass 
Vigoro Plus (alerdane End-o-Pest Tree Spray end (hikweed Killer 


Additiond Specialties Available in Certain Martets 
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*94.96 PROFIT IS PACKED IN THIS 
GOLD BOND DISPLAY KIT! 





Make your store “Basement Moisture Control Headquarters” for Fall ! 


Fall’s the time people start thinking about fixing up base- 
ment game rooms and workshops 


and the time they start 
worrying about wet cellars, roo! An investment of just 
$151.53 makes your store" Basement Moisture Control Head- 
quarters’, with this attractive, self-service metal display rack, 
designed to catch the eye and make ‘em buy. 

The Gold Bond Moisture Control Cenrer Rack holds 
a convenient supply of Craftco Cement Paint, Craftire Plug 
Putty, Craftire Sealer, Craftire Coater and new Craftite 
Masonry Patch. 

The initial stock assortment includes 17 cases of these five 


PAINT AND TEXTURES 
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products (a $247.40 retail value) plus a $24.50 promotional 
pa kage including: the metal rack, window streamers, color 
cards, newspaper mats, a complete supply of Masonry 
Painting Handbooks, and of “How To Control Moisture in 
Basements’’—a new booklet designed specifically tor the 
“do-it yourself market. 

All this material shipped for less than our regular price of 
the paint alone. You make 40% profit on the paint products! 
This special ofter available for a limited time only! Call your 
Gold Bond representative for more information 


National Gypsum Company, Buffalo 2, New York. 


“Or write 








Gold Bond 


BUILDING PRODUCTS 


Crescent ls our trode merk, registered in the United Srete: and ebroed, tor wrenches ond other tools 





“CRESTOGRIP” 
The NEW Utility Plier 


ig we BY CRESCENT 



























307% THINNER 
TWICE AS STRONG 
GRIPS LIKE A Pipe WRENCH 


CLEAN, SHARP 
TEETH 


BOK JOINT ADJUSTABLE TO 
4 POSITIONS UP TO 114" CAPACITY 





ee EXTRA THIN—ONLY 19” 
AT THICKEST POINT 


FLUSH RIVET \ 
NO PROJECTIONS 


NON-SLIP CHECKERDOT 
KNURLING 


Crescent’s No. P210 Utility Pliex 
is completely new... scar Babes 
ary! It's nota “slip-joint” plier 
and not to be confused with 
conventional lap-joint “pump” 
pliers. Its dowble-strong box joint 
design is absolutely unique and 
assures a powerful grip like that 
of a pipe wrench without side- 
ways twist or strain. Ie wall grip 
flat, square, hex or round objects 
with powerful leverage. 


QUICK, POSITIVE ADJUSTMENT 


This cut-away view shows 
joint construction with 
its extra generous bear- 
ing surtace at the arrow 
point. Adjustment is 
made by simply “walk. 
ing the rivet recess over 
the bearing point with a 
sumping action of the 
ee ey Easy, positive, 
capable of heavy loads. 


Handsomely finished in rust-resistant 
zinc plate. Overall length 9% inches. 


Sold by hardware dealers and 


industrial distributors everywhere. 
Sign 0 Ly, SKM 


Z 4 
Sig peeled ¥ 7 eakla van 
4 


Sold by leeding distributors ond reteilers everywhere ond mede only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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NEW *159 


DIRECT DRIVE 
CHAINSAW 


COMPLETE WITH 16-INCH GUIDEBAR AND CHAIN 






MODEL D028 





© Quick Starting... Fast Cutting 
© Full 30 Day Warranty... Service Everywhere 
© Full Discount... Outstanding Profits 
* Complete Line of Direct and Belt Driven Models 
H ore's the lowest cost chainsaw on the market... @ powerful, easy handling 


chainsaw with terrific cutting speed. It's quick starting and cool running 
with dependable Clinton engine. Has remarkable balance and operoti 
vision . . . cuts close to the ground. Full control of power both on or off. 
Entire guidebor surface chrome hardened—sharp chipper type chain. Eye- 
catching with hammerloid gold painted finish. You con't sell a better sow 
of neor the money. There's also the Chief Direct Drive Model D3B with 
cutting capacity from 16" to 26"°—prices start at only $189.50, F. O. B., 
Clinton, Mich. 


Clinton is the only manufacturer offering complete line of chainsews. If 
prospects are looking for a belt drive chainsaw, you con sell Chief Belt Tor- 
sion Drive Chainsows. There are two models—prices start at only $199.50, 
F. ©. B., Clinton, Mich. 


Remember, you need not service Chief Chainsaws . . . there ore authorized 
Clinton engine and chainsaw specialists waiting to help out your customers. 
More than 3.500,000 Clinton engines are now serving on forms, homes ond 
in industry. Clip coupon and get complete facts. 


HARDWARE AGE, AUGUST 16, 1956 


BOY, how they're selling... 
















New CHIEF CHAINSAW 


(Also Model 038 availabie) 


NO OTHER CHAINSAW HAS SO MANY 
BIG SELLING FEATURES FOR THE MONEY! 


y") . 
Pe FF 
CLINTON 





























"WOW IS THE PERFECT TIME TO FEATURE THESE 
COLUMBIAN’S DISPLAYS FOR BOATING ENTHUSIASTS 


oe : ol pian’ Exclusive ‘Stabilizing’ Process Prevent 
Conyplote CORDAGE LINE | j twistin ea sl Shope or. “Filing” of Syuthetic Flores. 
MYC TCM CSTs CCUM YACHT ROP 


‘ pla connected coils. Sizes: 4”, %” and 4”. Also 
| i ay si on reels of 4007 and 1200’. 


aps 


- WATER-SKI ROPE 

- Always floats. Easy to re- 

__ trieve. Stays clear of pro- 

__ pellers. Resilience absorbs 
CLC ATU Biya tye starting shocks. Breaking 


Hundreds of Uses in Industry, on the Farm, in the Home a strength a 900 Ibs. 
' 75 of %" diameter 
MVILACICRe inti = Polyethylene rope, in- 
Bestest wey te aanuedh cluding single or double handles, in individual dis- 
oe end sc cee _ play boxes. (Six boxes in master shipping carton). 


"STABILIZED" NYLON 
“MOTOR STARTER ROPES 
Strong, dependable rope 
ap shorting outboards, in- 
board air-cooled motors, 
power mowers ond saws, 
chain saws ond farm 
equipment. Columbian 
“Stabilized” Nylon starter 
rope is 42” long, %" diameter, complete with round 
_ hardwood handles attached. Packed in individual 
Bi i, eeBophone bags. (12 to each display card). 


age 


THE ROPE WITH THE RED WHIIE AND BLUE MARKERS 


COLUMBIAN ROPE COMPANY ; CRP ere aN 
Auburn The Cordage City,'' N.Y. ve a oF -_ \ 


ge ROPE 


ener 2 


‘ TWINES 2 


ani 


‘< ae 
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Holds back 











This demonstrator does 


der block, finished with Devoe 
Wonder-Pruf, except for an area in 
front. Water is held back every- 
where except for the unprotected 
area which really leaks! Display it 
and watch it make sales for you. 





your selling for you! It's a cin- 








202 years of paint leadership 


WONDER-PRUF Iie also distributed under these famous names: 
BAY STATE «¢ Wadeworth Howland &4 Co., Boston, Mase. 
PEE GEE + Peasice-Gauibert Paint & Varnish Co., Louilevilie, Ky. 
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water like a da 
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Entirely new formula 
This cement base finish (Patent Pend- 
ing) is like no other you've ever seen. 
It does not depend upon water for 
mixing or curing. It hardens into an 
impervious film overnight, and seals 
leaky masonry walls to your customers’ 
complete satisfaction. 


Beautiful colors 
Not just a waterproofing material— 
Wonder-Pruf beautifies too! Available 
in 8 lovely tints and white. 


DEVOE 





Terrific ready market 
That extra room is only a dream to 
many homeowners, Show them the 
Devoe Wonder-Pruf Silent Salesman 
and watch them perk up. Ask your 
Devoe representative — or mail this 
convenient coupon today. 


GAPE Gl GE a aD GD eee a eee ewan ew ane 


| De voe & Raynolds ( 0., Inc 
| Dept HARGI1. Louisville, Kentucky 


[) Please send full details on Devoe 
W onder-Pruf 


| 
: [] I am interested in the Devoe 
j Dealership Plan 


Name 





Store Name 





Address 











Bring Power Tool Fame and 
with this dramatic 


Your customers will 
see it illustrated in SKIL 
national advertising! 
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Fortune to Your Store 









Kin. ready to tie-in 


your store as power tool 
headquarters! 


| promoted in 


dealer ad mats available 
to you! 


H.. features the four 


most popular Buliders 
Tools in the entire SKIL 
line! 


Best —~* Genuine SKIL Power Tools Featured in Display! 


6” Model 
526 Saw 
Price, $49.95 





Famous SKIL professional fea- 

tures! Cuts 2” dressed lumber, rips 

lL” lumber, bevel-cutse 1-7/16" at 45° 
- 


10-Piece Model 
587 Drill Kit 
Price, $29.95 





Contains popular SKIL \” Drill 
with geared chuck, set of 3 twist 
drills, and other accessories 


MAIL 





Products of SKIL Corporation 
formerly SHILSAW., inc 
Factory Branches in ALL Leoding Cities 














SKIL offers you the strongest dealer tie-in promotion ever offered in the 
power tool industry! It’s designed to help you sell famous-name SKIL 
Power Tools, faster than ever before! This new, compact 20° wide, 28" 
high display is offered to you free! Just one low-cost inventory of 4SKIL 
Tools identifies your store as power tool headquarters in your community. 

National SKIL ads tell your customers to look for the ‘Tool Center 
Display ...SKIL helps you tie-in your store with /ree dealer ad allowances 


... plus many other free selling helps 


Now, during this great SKIL 


promotion, is the time to sell finest-quality, best-known SKIL Power 
‘Tools — backed by the famous manufacturer who is doing something for 
you to protect your profits! Take advantage of this opportunity now! 


6." Model 
552 Sew 
Price, $64.95 


Versatile, powerful, easy to han- 
die. Cuts dreased 2 x 4's—even at 
45° bevel Weighs only 11 Ibs.! 


Model 592 
Orbital Sander 
Price, $49.95 





Takes the work out of sanding! 
Gives faster, smoother work with- 
out ewirl or gouge marks! 


YOUR PROFIT—‘*61.09 
YOUR COST—ONLY ‘133.71 


PLUS big dealer ad allowances for each ‘Tool 
Center’ order. 


PLUS additional dealer ad allowances for each 
order of SKIL back-up stock! Tools only—at 
dealer cost. 


FREE! Newspaper ad mats in a variety of 
sizes, with Fall and Christmas themes! 


FREE! Window streamers and suggested radio 
and television announcements! 


FREE! Six 32-page do-it-yourself booklets! 


PLUS powerful SKIL national advertising that 
pre-sells hobbyists, homeshoppers, beginners and 
professionals for youl 











ee ee 
7 Let this power-packed SKIL promotion build your profits! : 
COUPON, OR CONTACT YOUR WHOLESALER SALESMAN — TODAY! ! 
SKIL Corporation, Dept. HA-86 } 

5033 Elston Avenue, Chicage 30, Iilinols | 

In Canada: 3601 Dundas S$. West, Terente 9, Ontarie 7 

[] Rush me SKIL Tool Center Disploy No. 18190, together with complete selling helps, | 
immediately! Bill me through wholesaler indicated below. | 

[] Please have salesman call on me. 

My wholescler's name . o=_ 
| My name 7 - 
| 
| Street _— 
| | 
- ae Zone... State | 
Po ee RELI ieceeetcoteeetlllllmeallliteemeteteeeetllietianale ISD ONS EIEN A Ae Ee 
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19,500,000 CANDIDATES FOR 
SCHOOL LUNCH KITS BY “THERMOS” 


That’s your vast market—19,500,000 children, school lunch kits by “Thermos”’...the largest 
aged 5 to 11 (the lunch-kit-carrying age) selling lunch kits year after year. Start sell- 
who'll be going back to school this fall. Smart, ing early ! Stock and display your school lunch 
early promotion can have them carrying kits by “Thermos” now! 


#6500 Line Flat School Lunch Kit. 
Metal kit with blue, red or 
green center section, silver- 
gray top and bottom. Holds 
any 10 oz. size “Thermos” 
brand vacuum bottle or food 
jar. Shipped 10 per case...as- 
sorted color center sections. 

6534 contains 2034 bottle 

6584 contains 2084 bottle 


6553 contains 3053 bottle 
6554 contains 5054 food jar 


#497 Roy Rogers-Dale Evans Kit. 
Full color “round up’ scene 
on front and on 10 oz. ‘Hol- 
temp’ vacuum bottle. Roy, 
Daie, Trigger and Bullet in 
8 color scenes on back. 
Shipped 10 per case... as- 
sorted color center sections. 
#497 Complete Kit #490 Empty Kit 
#2097 Bottle only 





#459 Tweed-Plaid Kit. Five-col- 
or tweed-plaid front and 
back panels; red, green, blue 
center sections. Matching 
plaid 10 oz. “Holtemp” vac- 
uum bottle. Shipped 10 per 
case...kits with center sec- 
tions in assorted colors. assorted colors 


#459 Complete Kit #450 Empty Kit #483 Complete Kit #480 Empty Kit 
#2059 Bottle only #2083 Bottle only 


#483 Brave Eagle Kit. Full color 
action scenes...tomahawk 
contest on front...buffalo 
hunt on back panel and on 
10 oz. ‘Holtemp’ vacuum bot- 
tle. Shipped 10 per case... 
kits with center sections in 





Stated capacities approximate 


Replacement Fillers; 10 oz. Bottle Replacement Fillers #20F; 10 oz. Food Jar Replacement Fillers #50F 
THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


formerly The American Thermos Bottle Company , Canedian Thermos Products Ltd., Toronto . Thermos (025) Ltd., Londen 
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The trading stamp 


HEBDACH 








How can dealers fight trading stamps ? 


Can you successfully drop them? Do you want to fight stamp plans with 


legislation? Are there stamp plans that cost less than the national programs? 


Here are answers to these timely questions 


The shower of multi-colored trading stamps pelting down on every commu. 
nity across the nation is giving hardware dealers headaches that aspirin alone 
won't cure. 

These red, yellow, green, and pink stickers are diverting housewives’ atten- 
tion from the normal! shopping standards of brand names, store services, etc., 
to the new and unhealthy criterion of “How many stamps do I get?” 

How to get the nation’s housewives back on the track and to end the new 
national pastime of pasting stamps in a little book, is the problem faced by 
thousands of retailers. 

From an inauspicious start with some hotly competing food chains, the 
stamp craze has grown to a nation-wide mania costing retailers some $225, 
000,000 a year. 

The volume of merchandise purchased by stamp houses as premiums has 
put them up among the largest outlets for many kinds of merchandise. This 
buying power, concentrated in a relatively few hands, has put them in com. 
mand of most of the better known national brands. 

All this has been very profitable to the stamp companies (many of which are 
owned by food store chains) and to the printers of the stamps and books. 

But to the average hardware dealer it has been a sharp blow where it hurts 
most—the sale of hard line staples. 

Not only have trading stamps diverted large volumes of regular hardware 
items to the redemption outlets, the stamps have also added another 2 to 6 
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The trading stamp 





(Continued) 


percent to the operating costs of stores that felt it 
necessary to join the stamp plans for self protection. 

Unquestionably much of the success of stamp 
plans has been due to the high pressure salesman- 
ship and aggressive promotion of the stamp spon- 
sorers. By preying on the fears of retailers in a 
very competitive era, they have succeeded beyond 
any of their dreams. 

But now, more and more retailers are taking a 
second look at this stamp picture. Here and there 
are stores that have discarded stamps and have dis- 
covered that this action doesn’t hurt their sales. 

Other dealers are realizing that to meet the 2 to 3 
percent cost of a stamp program, they need a 15 to 20 
percent increase in sales volume. And they aren't 
getting it. 

As a less expensive alternative to a national stamp 
plan, where a retailer feels that stamps are abso- 
lutely necessary, many dealers are starting their 
own plans, are sponsoring community stamp plans. 
Others are developing give-away programs based on 
cash register receipts. 

Generally, however, there is a growing realization 
that the original promotional value of the trading 
stamps is being lost by the fact that almost every 
store has them. Too, the growth of the plans is 
tending to create confusion and annoyance among 
consumers faced with a bewildering assortment of 
different colors, each of which must be collected 
individually. 

While there is no inclination to belittle the influ. 
ence of trading stamps, there is a strong feeling in 
the trade that they are near, if not at their peak, 
and will sooner or later, pass away. There is no 
likelihood of a long life to these programs at pres- 
ent levels, for the stamps contribute nothing to the 
improvement of product or better distribution effi- 
clency. 

Revolts against stamps are popping up with in- 
creased frequency, especially at the grass roots level. 

Despite these hopeful signs, the fact remains that 
dealers have to live with them for the time being. 
What steps can be taken to meet this problem, and 
at the lowest expense? Here are some steps that 


can be taken, as developed by HARDWARE AGE in 


field studies. 


>Start a community stamp plan 


A group of stores located within a community can 
frequently run its own stamp program quite suc. 
cessfully. 

The stamps and stamp books can be purchased 
from several commercial sources. The name of the 
community can be printed on the stamp. Cost of 
these stamps and books runs about $12.50 for 5000. 
The promotional material is additional, as is the 
value of the stamp when it is issued. 

The value of the stamp, to the consumer, must be 
equal to that of the national programs, if at all 
possible. 

In many plans of this type the stamps will be re- 
deemed by participating merchants either for cash, 
at the rate of 44,¢ retail value per stamp, or as par- 
tial payment of the full retail value of merchandise. 

One stamp is issued with each 10¢ purchase. 

One version of this plan is that used by a group 
of Wisconsin stores. These stores, all in the same 
town, have arranged with a bank to handle the de- 
tails of buying the stamps and books, etc. The stores 
buy the stamps at the rate of $9 for 5000. A certain 
percentage of these stamps, in some cases 20 per- 
cent or more, are never redeemed. Of the quantity 
actually turned in for redemption, about two-thirds 
are redeemed in stores against regular merchandise, 
the hardware dealer in this group reports. 

Total cost of this program, not counting normal! 
margin realized on the redeemable merchandise, is 
about 1% percent. But in this case, the premiums 
come from the stores themselves and not from dis- 
tant premium houses. 

Warning: If you attempt this type of program, be 
sure to include several high traffic stores, or you 
will run into trouble. Without such high traffic units 
as food and drug stores, customers will not be able 
to collect enough stamps to keep them interested. 


PCash register tape plan 

A somewhat simpler type of premium program is 
one in which the customer is encouraged to save 
cash register receipts. A specified percentage of 
the total value of these receipts is allowed as cash 
or for merchandise at the regular retail price. 

This type of program has the added advantage for 
larger stores of encouraging customers to ask for 


How can we fight trading stamps ? 


What are your suggestions for fighting stamps? What has been your experi 


ence in dropping stamps? Has your community attempted to pass laws against 


stamps? 


HARDWARE AGE will act as a clearing house for the trade in publishing all 


available information of this type, just as soon as possible. 


Send your experiences to HARDWARE AGE, Chestnut & 56th Streets, Phila. 


delphia 39, Pa. 
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a register receipt. This minimizes cheating by clerks 
at the register. 

Another version of this plan is to arrange special 
premiums, which are not regular stock items, and 
make them available for a specified value of register 
receipts. A premium of this type is usually good 
for four to six weeks. 

One dealer using this plan arranges a series of 
related premiums. For example, during one period, 
the premium may be a picnic basket. In the next 
period it will be a vacuum jug, then a grill, ete. 

All these plans cost a dealer money, but they are 
not as expens ive to operate as membership in a Na- 
tional stamp plan. They also require intelligent pro- 
motion to make them appealing. 


>Work for anti-stamp legislation 

Various types of anti-trading stamp legislation 
has been proposed in several communities. However, 
the effectiveness of these laws has not been deter 
mined, 

Several hardware groups, joining with other re- 
tailers, are planning to tackle this problem from 
the viewpoint of state laws 

One proposal would force stamp companies to turn 
over to the state all funds equal in value to the 
amount of unredeemed stamps. 

An especially vocal and active opposition to 
stamps has been developed in Cincinnati by Don 
Wimmer of the National Federation of Independent 
businesses. 


>Drop the stamps completely 

The final alternative, and the most drastic, is to 
drop trading stamps completely. Some dealers have 
done this and have discovered that they didn’t lose 
business. An editorial in HARDWARE AGE on June 2] 
discussed this possibility. A number of dealers have 
written us of their experiences, Some typical letters 
are printed herewith. 


We dropped stamps; sales are up 26 percent 
by a Michigan dealer 

We have used stamps for three years. We dropped 
them May 1, 1955. It has not hurt our business one 
bit. We took the money we were paying for stamps and 
put it into newspaper advertising. Here are the re- 
sults to June 1, 1956: 

Sales from Jan. 1 to May 1, 1955, were 21 per- 
cent ahead of same period in 1954. We dropped 
stamps at this point. 

Sales for calendar year of 1955 were 57 percent 
ahead of calendar year of 1954. 

Sales from Jan. 1 to June 1, 1956, are 26 per- 
cent ahead of same period in 1954 and this is in 
spite of general business being behind last year 
in this area, due to cutbacks in the automobile 
industry. We have, as of June 1, a 9.7 percent 
layoff in Monroe County. 

I can only say this to anyone who has trading 


HARDWARE AGE, AUGUST 





16. 





1956 





ATTENTION 
TAMP COLLECTORS! 


WE DON'T GIVE PREMIUM STAMPS! OUR GIFTS TO YOU IS QUALITY FOODS 
AT THE LOWEST POSSIBLE PRICES! 


LOOK AT OUR SPECIALS... 


Here is how a store in Newport News tackles the stamp 
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stamps and would like to discontinue them: “Don't be 
afraid to discontinue the use of stamps. Your business 
won't stand on trading stamps alone. It is other things, 
such as service—friendliness—quality of merchan- 
dise, that have built your business and that will build 


it in the future 


Dropped them Jan. 1; gross 1s 20% ahead 
by a South Carolina dealer 

We are one of those small retailers you spoke of in 
the June 21 issue who is getting squeezed by the 
“squirrel craze.” 

We gave away a local trading stamp in the years 
1954-55. 


we found a slight gross increase due to the stamp 


After checking over sales for those years 


but on the other hand the ratio of expense to gross 
was considerably higher. 

On Jan. 1 of this year we gave up stamps and put 
in a direct mail advertising campaign at about the 
ame cost as the stamp plan of the previous year 

This year’s gross to date is running about 20 per- 
cent higher than the last two years, proving to us that 
stamps are not t he answer to the present s mall busi- 
nessman plight. Rather, the best answer is the older 
and more stable plan of having the goods and telling 
the trading area about it. 

As far as the after effects of giving up stamps after 
two years of giving them, we found little or no Ill 
effects from it. 

When asked why did we give them up, we answered 
that we would rather quit giving stamps than raise our 


prices on our merchandise. Enough said about stamps? 


We took a stand against stamps 
by a New Jersey dealer 

| was glad to see your editorial entitled “Something 
for Nothing,” in the June 21 issue. It was clear and 
forceful. 

You might be interested in our experience. We did 
not take any stamp plans on, and when they flooded the 


area, we decided to take a strong stand against them 









The trading stamp headache 





(Continued) 


In our direct mail pieces we make public statements 
against stamp plans. 

As far as we can determine, this public stand has 
resulted only in good for us. It is very rare that some 
one will ask us for stamps, and we are more confident 
than ever that we and our customers are better off 
without the stamp plans. 

Incidentally, this June was the best June we have 
ever had, and we did it without stamps. 


You can end the stamp habit—we did 


by a California dealer 

I would like to tell you of our experience with trad- 
ing stamps. 

We gave trading stamps for 10 years in our rural 
community of 15,000 people, but dropped them two 
months ago. 

Originally, when this town had 1,000 people, we 
thought, like probably many other dealers, that trad- 
ing stamps would assure us of more customers, or at 
least would be an added incentive to buy from us. We 
kept strictly to the rules by keeping our prices as low 
as no-stamp stores. We gave stamps to all our cus- 
tomers, without their asking, and paid for the stamps 
out of our own profits. 

What made us change our minds on stamps was the 
advent of the discount house and the irresponsible 


price cutting stores. Customers nowadays are so 


A New Jersey dealer fie ludes this forthright sfofemenft 
about stamps in his direct mail pieces. 





ba No Stamp Plans 
= at Peter Bakker! 


We have never given treading stamps to our customers, and it 
Likely that we ever will, 








ien't 





yhen we serve you, we try 'O give the best merchandise at the beet 
: poesivie price, We ere in SOueiness to sell you Paint and Hardware, 
not te aettrect you with Little “free* etickers, 


We Gisilize @tampe becouse they are an expensive giamick which 
raises the price of what the @eerchant selle. Lf « etore gives 
ewey stamps, it inereases ite operating expense from LO8 to 1M, 
ene this @uset be edded to the price of ite merchencise. These 
"free" steppe are not free, They are expensive to the serchant, 
ene the Oost Suet inevitadiy be eéced to the customer's purchase. 


If we were to give stamps, we would hewe to ralee our prices, de 
ewey with @any of cur sales, and cut down on the sumber of epeciais. 
in the veriows eteep plane, Ue promit goes chiefly te the et any 
company iteelf. They de extremely well, 


Peter Bakker te firmly committed te buying in large qantities, 
keeping gaye et 6 @ini@ue, and eel ling at the lowest poesibie 
prices with @ email fair profit. We give you whet you want, ai 
the price you went, without stanpe.---Peter Bakker treate you right! 


; 











ce enn 
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+ «» START A NEW BOOK os 


Baa aaa Ms 


An inevitable evil of gi! trading stamp plans: “double 
stamp day.” They double the cost and have no real 


lasting promotion value. 


bombarded by full page ads and give away gimmicks 
by these stores that we thought it good policy to dis- 
associate ourselves from that kind of merchandising. 

We also felt that issuing of stamps was not ap- 
preciated enough by our customers. Many were sur- 
prised to learn that we were actually paying money for 
the stamps. Others suspected us of adding the price 
of the stamp to the price of our merchandise. Stamps, 
which we paid hundreds of dollars for, were given to 
children or were openly discarded. 

In short, stamps were not only not good adve rtising, 
but added tremendously to our overhead. 

When we decided to drop our stamps, we naturally 
wondered if we would lose customers by doing so. We 
are happy to report that our customers acted very 
graciously, never complaining, even telling us that 
collecting of stamps was becoming a nuisance. Our 
gross-sales, coincidentally, have risen since this period, 
indicating to us that discontinuance of stamps has not 
hurt us. 

The decision to discontinue stamps is a hard one to 
make, since the merchant has been led to believe that 
without stamps he will lose business. Like dope, it 
becomes a mental crutch. But with a little self-con- 
fidence the stamp-crutch can be thrown away. 

We know. We did it. We should have done it sooner. 


Lse your own stamp plan 
by a wholesaler’s salesman, Indiana 


I can not understand why hardware dealers do not 
adopt stamp plans of their own. Each store could 
have its own stamps with their names on them, each 
store also having their own stamp books to place them 
in which also carries the store’s own name and ad- 
vertising. The premiums can be arranged from their 
own stocks. 

I have been using this plan with several of my cus- 
tomers for three years. It works very well for them. 

My reason for putting them in the position of being 
able to have their own plan was because of just what 
you said in your editorial, that the stamp folks are 
giving away a lot of items that | formerly sold. Now 
dealers who feel they have to have stamps can operate 
on their own plan if they so desire. 
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State laws against stamps? 
Dear Editor: 


1 understand that some states have passed laws 
abolishing trading stamps. I would like to get more 
information from these areas to be used in an effort 
to encourage anti-trading stamp legislation in our 
state. Can you help me? 

Yours very truly, 
(a West Virginia dealer) 


Editor's note: If readers will send us any in- 
formation available on this subject, we will forward 
to the dealer who wrote the letter above. There 
have been some attempts at local legislation and 
some efforts to appropriate for the state the value 
of unredeemed stamps. However, can any reader 
supply us with a copy of an ordinance or state law 
that is of this type that is actually working and un- 
contested ? 











5,000 stamps from a stamp company costs the mer- 
chant $12.50. For this he also receives books to stick 
the stamps in. But the big let down of the whole thing 
is the beginning, because it is a proven fact that 35 
percent of the $12.50 will be thrown away at the start 
because the consumer will lose or forget about that 
many stamps. This happens when the customer leaves 
them in a drawer, in the pocket of his car, or just 
tosses them away. 

This is not only a net loss in hard cash to the re- 





tailer, but is also a loss of time in handling the stamps 
when he could have been selling something else. 

On a merchant’s own plan, the stamps in quantity 
would cost him 22¢ per thousand, or $1.10 per 5,000, 
The books to put them in will cost him 2¢ each. Thus, 
a book that has 500 stamps in same, say covering a 
$50.00 sale, would cost him 12¢. He could provide the 
premiums from his own stock. He can figure this give 
away on the retail price, which will require more 
stamps to redeem and at the same time he can give his 
customer a lot better premium than they would receive 
from a stamp company. 

The merchant can give away whatever he desires for 
his stamps, 1 percent or 2 percent on a sale. 

Should his customers lose the stamps, the most it 
would cost him would be 12¢ for his stamps, for ex- 
ample, on a $50.00 sale. 

It is my belief that if a dealer feels he must give 
stamps, he should have his own which will carry his 
store name on each stamp. 


It is economic insanity 
by a Minnesota dealer 


Read your article “Something for Nothing.” I am 
in 100 percent agreement with you. We have never 
used stamps, but one other hardware store in town 
does, but we have never weakened because we think 
it is economic insanity. 

Many customers look at a small appliance and re- 
mark, “we will get one from the stamp company when 
we get our books filled.”” There is your real competition. 


liow Peoria Merchants Solve Parking Problem 


Kighty-five downtown merchants in Peoria, IIl., 
now cooperate in a downtown parking plan in that 
city with operators of 18 parking lots. 

The plan provides for parking refunds to customers 
who patronize stores of member merchants. Both 
merchants and parking lot operators display window 
cards on which are printed the official downtown 
parking lot seal. 

Shoppers who park at a member lot receive a park- 
ing ticket. In each member store a 5¢ parking stamp 
is given free for the first $2 worth of merchandise 
purchased. For each additional $1 purchase in any 
member store, an additional 5¢ stamp is attached 
to the parking lot ticket. The ticket is filled after 
purchases total $11. 

A ticket filled with 10 stamps is honored for 50¢ 
worth of parking time at any participating parking 
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lot. 

Any partially filled ticket is honored for parking 
fees which equal the value of the stamps attached 

Shoppers receive but one ticket at a time from any 
individual parking lot. However if the car is moved 
to another member lot, another ticket is issued 

Merchants pay for the stamps in advance so they 
do not have to be marked with the member's name. 
This is a time-saver in all stores. Customers are 
pleased by all phases of the parking stamp system 
currently used in Peoria. 

articipating merchants generally report that this 
plan is an effective traffic puller for them 

At member stores the stamps must be attached by 
a member of the staff. 

Use of this plan is attracting more shoppers to 
Johnson Hardware Co. 
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Store management 








Depth of stock 





attracts farm trade 


Key to increasing store traffic and sales from farmer customers 
is to carry complete stocks of hardware lines needed on farms 


Farm mechanization has increased so rapidly 
in recent years that hardware dealers must have 
depth of stock to satisfy farmers’ needs. 

The Thiede-Mueller Hardware Co. in Fort 
Dodge, lowa, is geared to attract farmers with 
inventories valued as high as $60,000. 

The firm pulls traffic from places 50 miles 
away. Some of the farmer-customers operate 
360-acre farms, and own several tractors plus 
other machinery. They have 250 feeder cattle 
herds and as many as 400 hogs. 

To attract and serve this trade the firm gives 
particular attention to large and small chain, 
heavy tools, steel cable, fasteners, galvanized 
ware and other types of containers. 

Chain is displayed on a wall in the rear of 
the store. Each type of heavy chain hangs on 
metal hooks with price tag fastened to the wall. 

The firm carries 4% and *“s-in. chains in 14-ft 
lengths, the types most farmers in the area use 
for tractors, plows, trailers and other mech- 
anized equipment. Twenty-foot lengths of chain 
are stocked in 3/16 and %-in. sizes. These sell at 
30¢ per running foot. 


For housemovers the firm stocks %.-in. chains 
in 14-ft lengths. 

Smaller size chain is displayed near the heavy 
chain stock. These sizes are on rolls mounted on 
Y4-in. pipe uprights. Small sizes are easily un- 
rolled for removal of the quantity needed. 

Another good traffic-puller for Thiede-Mueller 
is its stock of steel cable in sizes from ‘% in. up. 

This firm sells power equipment and hoists 
to farmers, housemovers and some building con- 
tractors. In its heavy equipment department 
pulleys are shown in varied sizes. 


Encourages Self-Selection 


The firm has a large bolt section near the 
chain display. Neat bins bear tags giving size 
and price data. Marking of these bins induces 
many customers to serve themselves. 

Sledges, mauls, wedges, pickaxes, handles and 
replacement handles for garden and work tools 
are displayed and stored in a unit made of 1-in. 
lumber. The unit is a 3x6x3-ft display. 


At the spot where this unit faces a cross aisle 
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A clerk shows a customer heavy chain displayed on How small chain and related items are shown atop 


rear wal a pulley display 
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A tarmer. riaht. select 1 sledae hammer Display of metalware builds store traffic 

there are two step-up display levels where meta! a large stock of power tools to farmers for their 

items are shown. The tool handles are displayed homeworkshops. 

in deep bins to keep stock straight and orderly. The firm sells both woodworking tools and 
Many farmer-customers maintain their own welding 6quipment to farmer-customers 

repair snops to handle minor and some major (onstant demand for galvanized ware and 

repairs on farm equipment, feeders and house other types of metal containers is stimulated by 

hold equipment. a five-shelf wall unit filled with milk and cream 
Thiede-Mueller Hardware displays and sells utensils, galvanized pails 
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Sell the quality idea, if you want to do a more 
profitable volume in paints, wallpaper, and re- 
lated lines. 

Cronan’s of E. Providence, R. I|., does this. 
John J, Cronan, secretary of the corporation and 
store manager, says, “We trade up to sell qual- 
ity. People are interested first in price, but they 
can be sold better quality if they can be made to 
see that a certain product will last longer, and 
in the case of paint that it will cover a greater 
arena, 

“One type of customer who can be traded up 
is the home handyman. He does not want to 
waste his time, only to find that he must do the 
job over in another year or so. 


eer 


This type of customer can be sold on quality 
paints if you remind him that the job will last 
much longer with their use. 

“We have had success with a paint which sells 
at $9.45 per gallon. When it is first mentioned, 
people react unfavorably. When we proceed to 
tell them all the facts, and outline the experi- 
ences of other customers, they are interested. Of 
those who have tried this paint, the majority 
have returned for more of it for other projects.” 
Paint and wallpaper departments are in ad- 
joining 15x45-ft buildings each connected with 
other parts of the store. Each has its own en- 
trance to the street. 

The firm handles three major lines of paint, 
and maintains an $8000 inventory. Paint now 
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Up-grading customers to higher lines 


Increases paint sales 


Key to higher priced lines is personal selling to convince 
customer that he gains by using higher quality products 


accounts for approximately 40 percent of the 
firm’s volume. One paint line stock turns four 
times a year, the other makes at least three 
turns annually. 

At least one full case of quarts and gallons in 
all stocked numbers of paint is kept in the store 
at all times. 

Mr. Cronan says of the firm’s paint stocks, 
“Variety is especially important today because 
all home planning and decorating centers around 
the color theme. We emphasize color at all times. 
If the customer is uncertain as to her choice after 
seeing one color guide, we show her a second 
one. Sometimes it may be necessary to show her 
three guides, although we try not to confuse her 
by showing her more than one if possible.” 

Wallpaper volume has been tripled since the 
department's removal to its own separate section. 
This section accounts for 15 percent of the com- 
pany’s volume, has a good turnover rate. Its 
average inventory at cost ranges from $1500 to 
$1800, 

Wallpapers are stored in individual compar- 
ments to impress customers with the large stock 
on hand at all times. Slow moving patterns and 
odd rolls are cleared by making up room lots of 
10 rolls and 18 yards of border. Although these 
room lots are promoted once or twice a year, 
many customers ask to see them in other seasons 

This firm puts on two l-cent wallpaper sales a 
year, and usually announces them in a three- 

(Continued on page 126) 
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How to do a better job advertisin 


Harold M. Baum is the account manager 


advertising agency. Mr. Baum teels 


rnat?t (J lot 


ot a large 
ot dollars 


spent on hardware store advertising are going down the 


drain per ouse many gqeoiers Cor entrate TOO mu< r on Part T 


merchandise. Mr. Baum feels they tail to build 
prestige ond Oc eptanc e tor their stores. 


This is the first of two articles 


on how hardware dea! 


su table 


ers con get more out of their advertising expend Tures. 


in part two, Aug. 30 issue, the author will show how to go 


about getting people to associate certain types of ad 


vertising and merchandise with a particular store. He 


will show just how important this "Ass: 


tising 1s. 


Is your advertising doing all it 
should? 

You advertise your store and 
your merchandise. Advertising 
your store and advertising your 
merchandise can be the same, or it 
can be different. 











WHEN YOU NEEO 








CLARKS 


(8° MAIN 





You would be advertising your 











Emphasis here is on store 
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iation in adver- 


store, not your merchandise, if you 
ran this advertisement in 
newspaper. 
When You Need Hardware 
Be Sure To Come To 
Clark’s 
Srd & Main 
You would be advertising a par- 
ticular piece of merchandise if you 
put this ad in the paper: 


your 


Big Sale of Roasters 
Price Cut From $44.95 
To Just $34.50 
While Quantities Last! 
Come In To 
Schmidt’s Hardware 
Elm St. at Central Rd. 

Here you are advertising the 
store as well. You could do a 
Simon-pure job of merchandise 
presentation alone if you forgot to 
put your store’s name in the ad- 
vertisement. The “where to buy” 
is obviously essential to the product 
promotion. You don’t get a pros- 
pect interested in goods and in a 
price that has him 
action, and then not tell him where 


itching for 


by Harold M. Baum 


Forming the habit 


the goods he wants can be bought. 

Mr. Schmidt should be a consis- 
tent advertiser. He has cut the 
price of roasters from $44.95 to 
$34.50, and he runs his advertise- 
ment in the Friday Gazette. The 
ad appears on page four. 


On page five, six or even page 
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three of the same newspaper is a 
big advertisement for Burke’s Em- 
porium down the street. A picture 
of the same roaster is in its ad. 
Mr. Burke has had the same idea, 
Or maybe it’s a nationwide event. 
He, too, has cut the price from 
$44.95 to $34.50. Both store owners 
have told Gazette readers where to 
go if they wish to buy a roaster. 
In other words, both have adver- 
tised merchandise and store. 

Has Mr. Schmidt 
ficiently consistent 


suf- 


advertiser, so 


been a 


that his store stacks up as well as 
the Emporium, when both feature 
the same deal? 

Have you done as good a job of 
advertising your 
should have done? Have your ads 
created enough appeal to 
bring you customers for an item 
that other stores currently adver- 


store as you 


store 


tise at the same price? 
Advertising’s purpose is to arouse 
enough curiosity to bring custom- 
ers to your store. After that, it 
takes a pleasant, well-displayed 
store with satisfactory policies to 
clinch sales and build an attractive 
reputation. 
Well-kept 
make 


stores are going to 
impression on 
those who pass by, or come in as a 
result of advertising. But to build 
up a customer-habit of shopping in 
your store, you have to make fre- 
quent impressions. 


a favorable 


A well-kept store is bound to get 
a favorable reaction the first time 
a customer shops in it. But you've 
got to bring in those same custom- 
ers again and 
enough favorable 
make 
habit. 


again to create 


impressions to 


shopping in your store a 


Qur most successful businesses 





How’s your advertising? 


HARDWARE AGES Hardware 


Dealers’ Advertising Manual, 
written by William A. McKay 
and published in 1955, will be 


given to every dealer who sub- 
mits example s of consistent ad- 
vertising which helped promote 
his store and merchandise. Send 
examples of advertising to Edi- 
tor, HARDWARE AGE, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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ltem ond price get prominent e 


owe the largest part of their daily 
and yearly volume to the steady 
clientele that comes to them out of 
habit. A woman who has had many 
favorable impressions of a super 
market will soon buy all of her 
cooking needs there because grad- 
ually, out of a slowly building 
habit, it has become a part of her 
weekly routine. Routine is habit. 

What are some of the useful 
things we know about habit? 

You always put on a certain shoe 
first, say your left, without think- 
ing about it. Day after day, since 
childhood, you’ve been putting on 
the same shoe first. That is habit. 

Or, since you were 17 years old, 
you've shaved the right side of 
your chin first. You never give it a 
thought. It’s automatic. 
formed a habit that 
grained with continual use. 


You have 
becomes in- 


It takes good impression made 
frequently to cause Mrs. A from 
the south of town to think of your 
store automatically when she needs 
a dustpan. And it takes both to 
force Mr. B from out on Route | to 
think of you automatically when he 
needs fence-mending staples, or a 
new lock for his tool shed. 

They will only think of you auto- 
matically if you have built up a 
habit in them. We hesitate to use 
the word “repetition.” Everybody 
says, “Yes sir, it takes repetition 
to get your name across.” Many 
have heard it so often, that they 
utter it without pausing to think 
what it means, 

Stop to ask yourself: “Do I make 


use of the principle of repetition, 


or am I just a living demonstration 
of the power of repetition? Have I 
been subjected to hearing it so 
that now [| repeat it 
matically, without thought, only by 
force of habit?” Instead of letting 
repetition work on you, put it to 
work for you! 

Getting your prospects’ attention 
regularly and frequently is the first 
point. It’s primary in doing a good 
job of advertising your store. 


often auto- 


Point two in getting attention 
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ltem and sfore get qual billing 


for your store, consider what is in- 
teresting to the public. What will 
the public 

Let’s begin by 
selves. We are 


notice? 

looking at our- 
hardware men. 
We buy 
yoods to sell. We sell to make a 
profit. 


We're hardware buyers. 


Customers’ interest in hardware 
is something else. They aren't hard- 
ware men. In a manner of speak- 
ing, they don’t buy hardware at all. 
They use hardware. Hardware 
means utility to them, even if such 
use means profit to you. 

What is may 
mean enjoyment of a hobby to a 


hardware to us 


customer. 

plenty of old- 
fashioned girls who, come canning 
They 
scrub jars. 


There are still 


season, begin to see visions, 
dust off shelves, and 

Where will they buy their can- 
ning supplies? Will they buy it, 
out of habit, in your store? 


Part two of “How to do a better 
advertising job” will appear in the 
Aug. 30 issue of HARDWARE AGE. 
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Store trottic is improved 


by angled windows under 
wedged shaped canopy 
that spotlights store en 


trance. 


> 


Giftwares department has 
specialty shop atmos 
phere with three-level dis 
plays and greeting card 


section 





Key to getting customers to accept self 


service is to let pubic realize trained 


salesmen are availabie when aid is needed 


How would you go about selling 
your customers on the self service 
idea? 

Many consumers expect self-ser 
vice in the purchase of groceries, 
but do not as yet think of the idea 
in a hardware store. In some sec- 
tions of this country, the publi 
must be sold on self service hard. 
ware store merchandising 

One southwestern firm operating 
eight retail hardware stores in dif 


ferent communities in the state, 
features the self selection designa- 
tion wherever practical. It is now 
planning to convert, over a period 
of years, each of its other branches 
for self selection. 

When the Mesa, Ariz., branch of 
O. 5S. Stapley Co. was converted to 
self service late in 1954, newspaper 
advertising referred to the change- 
over as a “self selection” plan. The 
motive behind use of this terminol- 





Bliss, 


ogy, according to George F. 


assistant manager in charge of 
hardware sales at that unit, was to 
make the public realize that ex- 
perienced sales personnel is al- 
Ways available for needed assistance 
or information. 

Mr. Bliss says, “Some of our cus- 
tomers still do not like the self ser- 
vice idea. Others, who first objected 
to it, have become staunch sup- 
porters for the new system. I think 
that it is safe to say that about the 
only present-day objectors to self 
selection are a few of our older cus- 
tomers who enjoy having a sales 
clerk wait on them so they can talk 
and thus make the trip to the store 
a sort of a social visit.” 

The new type of operation called 
for much retraining of personnel. 
Even management had to make cer- 








your store to self service operation 











tain adjustments, Mr. Bliss reports 

Instead of asking the customer, 
“May I help you?” as they formerly, 
did, floor personnel are trained to 
ask, “Have you 
wanted?” 


found what you 
or “Can I help you locate 
something ?”’ 

The store is divided into six de 
partments, five of which have de- 
partment managers, who are the 


sole salesmen for these section 
Only the apphlance department man 
ager has sales personne! assisting 
him. 

Department managers receive 
monthly salaries, plus an end-of-the- 
month commission based upon sales 
volume for their departments. This 
plan works satisfactorily for the 
firm and for the branch store’s em- 
ployees. 


Salesmen in the appliance depart- 
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ment work on a straight commis 


sion. 

Department managers keep their 
own stock records, do the buying 
for their sections and arrange dis- 
plays for their units. 

With their unit stock-control sys- 
tem, department managers take 


Floor demonstration promot 
part of program ft 
tool sales, such as George Bliss, lett 


increase power 


showing uses of drill press 


lwo ‘ he: be i? ounters ore if? .errvii a 
yt front of store, one for requiar use 


and the other for sfan 1by service, 


while C) third counter is ct rec yt 
the store. 
- 





their unit control books and make 
a daily physical count of a small 
part of their sections. 

Each section is counted once each 
month. In this way a month-to- 
month count is kept in the unit con- 
trol book. 

With this system, it is unneces- 
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How to change to self service operation 





sary to keep a record on the stock 
bins. All necessary information is 
in the unit control book. 

Whenever stock of an item falls 
below the basic 60-day level it is 
reordered. 

Display shelves are restocked 
during regular working hours. 

Once a year, in September, a 
complete inventory is taken. The 
1955 inventory was the fastest and 
most accurate of any the staff of 
the Mesa taken, Mr. 
Bliss says. 


branch has 


We take inventory fast 


Last year a dictation machine 
was used on the inventory job for 
the first time. A time was set aside 
for each department during which 
the manager counted all of the mer- 
chandise in his department, and 
dictated the inventory into the ma- 
chine. It took one or two days for 
each department, with other em- 
ployees seeing to it that the man 
working on inventory was not dis- 
turbed by anyone. This procedure 
kept errors at a minimum. 

Girla at the checkout counters 
transcribed the inventory records 
in slack periods. 

Each item sold singly and every 
package has its price plainly in- 
dicated. A self-inked band stamp 
is used for pricing all merchandise 
excepting those items with porous 
surfaces, or those on which a last- 
ing price mark would be undesira- 
ble. For the latter types of mer- 
chandise small 
are used. 

Larger size price tags are used on 
appliances, power tools and other 
big-ticket items. 

Mr. Bliss says that one of the 
headaches of self service selling has 
been the difficulty of obtaining pre- 
packaged small items. He com- 
ments that, “hardware manufac- 
turers have not caught up with us 
in packaging enough small 
for self service selling. 

“So far, we have had to do most 
of our own packaging, but we are 
finding more sources for many 
kinds of prepackaged items. When 
we can buy more prepackaged small 
hardware items it will mean a big 
saving for us.” 


adhesive stickers 


items 









(Continued } 


Most of the packaging is now 
done by two part-time employees. 
Small plastic bags are used, and 
when filled a fold-over Stapley’s tag, 
showing price and naming the con- 
tents, is stapled over the top. A 
punch hole in the tag permits hang- 
ing the packages on display hooks 
inserted in the perforated 
panels. 


boa rd 


Although the store is geared to 
do approximately 75 percent of its 
business on a self service basis, Mr. 
Bliss estimates that about 40 per- 
cent of its transactions are now be- 
ing done without the help of sales- 
people. 

The appliance department is on 
a service basis. It has its own ser- 
vice and delivery system and writes 
its own contracts which have to be 
approved by the store manager. 

A complete line of radio, TV and 
large and small appliances are sold. 
The appliance department has a 
fully equipped model kitchen, with 
samples of all appliances being con- 
nected for in-store demonstration. 

There are always salesmen on the 
big-ticket section floor, their ac- 
tivity being supplemented by two 
outside salesmen. Many demonstra- 
tions are made in the homes of 
prospects. 


Checkers handle charges 


Stapley’s Mesa branch has two 
checkout lanes at the front of the 
store, but only one is used, except 
during rush hours and at Christ- 
mas time. Another checkout coun- 
ter at the rear of the store serves 
occasional customers using that en- 
trance. The rear-of-the-store check- 
out is served by the store’s book- 
keeper, whose desk is nearby. 

Any of the girls at the checkout 
counters can handle regular charge 
account transactions, now approxi- 
mating 40 percent 
store’s volume. 


of the branch 


Deferred payments on contracts 
are made at the store manager's 
office. 

The store is open from 8 a.m. to 
5.30 p.m. excepting on Thursdays 
and Saturdays. On Thursdays, this 
store, along with other retail opera- 
tions in Mesa is open until 9 p.m. 


Saturday 
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closing hour is 6 p.m. 


There are no Sunday hours. 


Peak business hours at the store 
are between 10 a.m. and 1 p.m., and 
from 4 p.m. to 5.30 p.m. 

Prior to remodeling the 82x150-ft 
Mesa branch for self selection sell- 
ing, members of the entire organiz- 
ation gathered and studied ideas for 
the changeover. From the best of 
these ideas, Glenn Stapley, opera- 
of the company, 
made the general store layout and 
planned its fixtures. Fixtures were 
constructed at the company’s main- 
tenance shop in Phoenix. 


tions manager 


In addition to first-floor displays, 
part of the basement is occupied by 
merchandise showings. 


Color directs traffic 


A visual-front helps to make the 
entire main floor of the store a large 
showcase visible to pedestrians and 
motorists. A gradual slant of the 
front toward the entrance doors 
serves to pull traffic into the store. 

An unusual display unit in the 
store is a 10-ft long case, most of 
which is inside the display room, 
but with one foot of it jutting 
beyond the store front. Lighted with 
a battery of spotlights, this case is 
an attention-getter and features 
items from the gift and housewares 
departments. 

In the appliance side of the store 
are four specially designed small 
framed display The in- 
terior of the store is illuminated 
with fluorescent and spot-lighting 
units. 

A white ceiling 
adds to the appearance of the dis- 
play room and minimizes noise. 


windows. 


acoustical tile 


Each of the departments has its 
own color scheme. Aqua is used in 
the farm and garden section, gray 
and charcoal for housewares, a dif- 
ferent shade of gray plus rose for 
hardware, and light blue for the ap- 
pliance section. Yellow is the color 
for both the paint and basement 
sporting goods department. 

Toys and sporting goods occupy 
basement display space. 

Wall perforated 
board panels for flexibility of dis- 


fixtures have 
plays, and are seven feet from the 
building walls and provide space for 
lighted 
cutout signs atop wall fixtures iden- 
tify the various departments. 

All floor 
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overstock storage. Large, 


fixtures have promi- 
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Radio sells hardware for us 


Radio advertising sells hardware. 

After only one season of radio 
advertising in 1955 here is what we 
have done: 

We have 


year's time. 


nearly doubled last 


Manufacturers’ participation in- 
creased from one product to 11. 

Qur dealers are enthused with 
the idea. 

We started our program in 1955 
with a contract with one Philadel- 
phia radio station for about 600 
spots on lawn mowers. Based on 
surveys, we bought the best avail- 
able times of day for our coverage. 
We promoted mowers for 
about three months in the peak of 


pow eT 


the lawn and garden season. 
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by Blakeley Chandlee, 


Vice-president 


The results were so encouraging 


that we decided to just about 
double the program this year, and 
to urge more manufacturers to 
participate. 

The somewhat neglected use of 
radio as a major advertising 
medium has thus far proved to be 
a sales gold mine for us and the 
2000 dealers who are within ear- 
shot of our spot announcements. 

Since television has become so 
advertising me- 


dium, | think that radio has been 


dominant as an 


forgotten by many as a personal 


contact with work, at 


play, in their homes and cars. And 


people at 


a lot of advertisers have overlooked 


the relative cheapness of radio 


... our 1955 experiment in increasing 
sales through radio spot announcements 
has led to greater volume and twice 


the original investment for 1956” 


versus TV and newspaper adver- 
tising. 

For 1956 we contracted for the 
best time on radio 
Philadelphia, Camden, (N. J.) and 
Reading and Pottsville (Pa.) Up- 
wards of 2 million families, and 7'4% 
million total listeners from 
10 to 15 spots per day. The mes- 


stations in 


hear 


sages go into four states. 

What does our 
Who pays the bill’ 

Gross cost this year for approxi- 
mately 1000 one-minute 
$15,000. 
would buy less than 10 pages of 
advertising in a major Philadel- 
phia newspaper at contract rates. 

Tryon 
Eleven manufacturers pay for the 
other half. So for $7500 at our 


cost this year, we wili sell 11 lines 


program cost? 


spots 1s 


This amount of money 


pays one-half the bill. 


of housewares, hardware, and lawn 
and garden through four 
radio stations to nearly 5 percent 
of the total population of the U. 8. 

Housewives cooking and ironing, 


needs 


husbands loafing or mending the 
screens, people traveling in their 
cars, hear our dynamic merchan 
dising messages. 

How important is radio” 

There are 78% million sets cur- 
rently in operation. Over 6'% mil- 
lion new radios will be sold this 


year. The figure breaks down to 
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1.6 seta per family, or more than 
double the number of TV sets per 
family (35 million, total). 

Radios are at 98 
saturation. In 


percent of 
brief, only two 
American homes per hundred are 
without radio. Few advertising 
media can offer a potential of 9% 
percent, 

Dealers like the plan. 

It is easy for them to tie-in with 
our commercials and increase their 
volume. Their have 
been pre-sold on price, size, guar- 
antee, and desirability. 

One month 


customers 


before a series of 
spots, our salesmen advise al] deal- 
ers of products to be used. This 


is ample lead time for dealers to 
stock up, trim windows and set up 
interior displays that tie in with 
radio advertising. 

Individual dealers are not men- 
tioned in our radio spots. 

Manufacturers like the plan too. 
They get relatively inexpensive ad- 
vertising that is now proven to be 
They like the 
novelty that radio offers as an ad- 
vertising medium. 


a sales booster. 


Many 
been 


manu- 
shopping 
around for an unusual way to pro- 
mote their lines. Here it is. 

The types of merchandise ad- 
vertised fall into two classes. 


facturers have 


Staple goods, especially seasonal 


lines, are offered at peak sales sea- 
sons. Should a cold spring, as this 
year in the East, delay the sea- 
son, radio time on power mowers, 
for instance, is decreased until the 
weather gets back to normal. Con- 
versely, if it is unusually hot early 
in the year, radio time on mowers 
can be stepped-up. 
Introductory - offer 
is the second type. 


merchandise 
Where a man- 
ufacturer has a new low price, a 
new item or 
sales gimmick, 


other introductory 
ideal 
means of letting customers know. 

How does a dealer fee] about all 


this? 


radio 18 an 


(Continued on page 108 ) 





how to get 


Training retail salesmen 


Better salesmanship in your store 





Here is a simple method for improving the selling skills of your store personnel. 
Just put the poster shown on the facing page on a bulletin board in the back of the 
store, in a stock area, or wherever store people will see it frequently. 


This constant 


reminder of the qualities of good salesmanship will help any seri- 


ous member of your store staff to improve his selling. The poster on the facing page is 
the fifteenth in a series of sales training posters that will appear in HARDWARE AGE. 
These posters were prepared by a hardwareman with extensive experience in the 
training of retail hardware salespeople. 
ent selling subject. 


Each poster in the series will cover a differ- 
The technique of presentation will be the same as that used so 
effectively by the armed services during the war to train military personnel in a 
wide variety of subjects. Each poster in this series is full page in size 


Previously published posters in this series are: “How to go places in hardware 
retailing,” issue of Sept. 1, p. 70; “How do you look this morning?” Sept. 15, p. 108; 
“When you wait on a customer... ,” Sept. 29, p. 157; “Did that last check bounce?” 
Oct. 13, p. 112; “The eyes of the shoplifter are the tip off,” Nov. 10, p. 104; “Lean 
over backwards to please your boss, the customer,” Nov. 24, p. 66; “Sell toys to 
grownups for the small fry,” Dec. 8, p. 51; “Don’t sell paint, sell color,” Dec. 22 


p. 25; “How to avoid mistakes when making change,” Jan. 19, p. 97; “How to answer 
the telephone,” Feb. 2, p. 77; “In case of accident to a customer,” Mar. 1, p. 67; “Never 
say we're out of this,” April 12, p. 90; “How to discourage shoplifting,” May 10, p. 73; 
“Lift carefully, avoid an aching back,” June 21, p. 45. 

Reprints of six of the most popular Capsule Counsels, suitable for posting, are 
available at 25¢ per set. 
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Let her blow off steam 


When a customer is mad, let her blow 
off steam. Be a good listener. If you argue 
the customer will just get more angry. 


The more you invite her to talk, the sooner 


her anger will subside—and allow the real 
complaint to be expressed. 


Even if you are sure the customer is 
wrong, try to find an area of agreement. 
This is the first step in reaching a peaceful 
settlement and helps to distract the cus- 
tomer from her primary grievance. 


Complaint time is not the time to try to save the store’s money. 


Do not be evasive or stall an angry cus- 
tomer. If you have made a mistake, admit 
it promptly. Say frankly, “We don’t like 
to make mistakes, but this time it appears 
we are wrong.” Your frankness will gain 


respect. 


At this point, try to present your ex- 
planation in a brief, factual manner. Do 
not try to wear her down with facts, logic, 
and justification. Keep in mind that an 
angry customer is not logical. 


Offer a generous 


settlement. Future good will, and the customer’s patronage, depend upon your making 
a fair and satisfactory settlement. If you leave the adjustment up to the customer, she 
frequently will suggest a more reasonable settlement than you might expect. 


Regardless of your feelings end 
the discussion by thanking her for 


calling the trouble to your atten- 


tion. The customer will be am- 
bassador of good will for your 
store. 


a Hardware Age Editorial Feature 


Series No. copyright 19564 —Mardwore Age 











If we do not follow the business practices 


of our era and use credit as a sales tool 


our competitors will dig our graves for us 


Open end credit opens a new 





(This address was delivered at the 
Annual Congress of the National 
Retail Hardware Association, To- 
ronto, Canada, July 25) 


One major basic change in the 
thinking of the American con- 
sumer has done more than any 
other single influence in the ex- 
pansion of our prosperity and 
standard of living. 

A generation ago, consumers 
purchased an item only when de- 
sire, need, and ready cash were 
all three at hand. 

Today, desire of ownership, 
alone, is responsible for a huge 
percentage of our total purchases. 

Need has become a less and 
less important factor. We now 
shell out for an ever increasing 
list of items that we refuse to cal] 
luxuries, but certainly can’t clas- 
sify as necessities with a straight 
face. 

Is television a necessity? How 
about outboard motors? I'd like 
to meet someone who actually 
needs whitewall tires. No, neces- 
sity plays a very minor role in 
our spending. 

And, as far as cash-on-hand is 


concerned, that’s for the birds, 


and a small minority of the older 


generation that still cling to the 
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by Reynolds Allen, owner 


~eorae t 


Allen Hardware 
f ; 


Tie rT} iT eg 


old fashioned, Deal, 


can't 


pre-New 
teachings that a _ person 
spend himself rich. 

The young couples who are 
forming America’s new homes in 
1956 buy what they want, when 
they want it, and think they need 
it, on a budget plan whose future 
payments worry them not one bit. 

This is not exactly irresponsi. 
ble buying, for they soon learn 
that they can’t exist without a 
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credit record that is acceptable to 
retailers and lenders, so in one 
way or another they manage to 
keep up their payments. 

The store that doesn’t have a 
budget selling arrangement is au- 
tomatically out of their plans and 
out of their lives. 

To fully appreciate the impact 
on such thinking on our business, 
we need only to probe the genera! 
living pattern of Mr. & Mrs. Joe 
Average Citizen: 

First and most important, Joe 
has to have an automobile: the 
best and newest that he can pos- 
sibly afford, and if the first one 
comes easily, it Is soon compli- 
cated by Mrs. Joe’s desire for a 
“second car.” 

We all know how easy it is to 
buy an automobile on time, and 
that Joe Citizen had better keep 
his defenses up or he will be the 
owner of some Detroit iron, at no 
money down, just a few modest 
payments for the next two or three 
years. 

Joe is a home owner, as more 
and more Americans are classified 
each year. It would be more accu- 
rate to say that he owns a small 
equity in the home in which he 
lives, the balance being paid in 
sizable monthly instalments. 
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customers in this tinancial position they buy their nee 


dise trom stores that offer budget payment and revolving credit. 


world of sales 





There is no sense in having a 
nice home that is not comfortably 
furnished, because home and fam.- 
ily are the essence of American 
society. That accounts for several] 
sizable instalments that fall due 
each month at furniture and ap- 
pliance stores. 
good 
works hard and Cer- 


Joe is a 
father. He 
tainly deserved that vacation he 


husband and 


took when school was out, even if 
he did have to finance it on the 
fly now, pay later plan of one of 
This will all 


another nine 


the major air lines. 
be paid up in 
months. 

When time came to leave on the 
trip, Mrs. Joe became alert to a 
not uncommon emergency: she 
just didn’t have a thing to wear 

Since they were not members of 
a sun bathing society, Joe knew 
exactly what this called for, but 
he didn’t know the means of fi- 
nancing it until his wife discov- 
ered a wonderful new way of life 
at her local department store. 
With their convenient revolving 
budget account she could stretch 
Joe’s dollars enough to get 
clothes she needed for the trip 
and still take care of the kids’ 
summer needs. 

Joe later discovered that his 


Father's Day gift also came out 
of this new fangled 
gimmick which kept going round 
and round so fast that he couldn't 


revolving 


get off. But it wasn’t really so 
bad, for he only had to pay 1/10 
of his bill each month. 

Don’t sell the 
short, for they are respected and 


Citizen family 


substantial people—the kind we 
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What is 
revolving credit? 


Revolving credit, or open end 
credit, is the newest of credit 
plans, and it lets customers buy 
more merchandise as they make 
each monthly payment. 

The customer chooses the 
amount of money he can pay on 
account each month. The credi* 
limit is set by you, at 6, 8, or 10 
times the amount of the monthly 
payment. Each month a carry- 
ing charge is added to the un- 
paid balance, usually 1 percent. 

After each payment is made 
the customer can make added 
purchases up to the amount of 
the repayment, without chang- 
ing the payment arrangement. 











your sTfore their Dig f ket hey, han 


like for customers in our hard 
ware stores, 

grocery bill, 
their milk bill and their utility 
bills every month, and are rea- 


They pay their 


sonably prompt with medical and 
dental bills. 

The Joe Average Citizen family, 
and millions more like them, have 
developed a fiscal pattern that we 
might call the consumer credit 
way. 

They are pretty much in hock, 
but as long as the income holds, 
they meet the three basic require 
ments that most credit men use to 
evaluate a prospective customer: 

Can he pay? Yes, Joe is getting 
by pretty good. 

Will he pay t Again, yes, Joe has 
a good record, 

Can he be forced to pay? Yeas, 
Joe has substantia! equities; some 
worldly goods that are clear, and 
a steady job. In short: Joe is a 
desirable customer 

As a home owner, he will from 
time to time need big ticket mer 
chandise that is sold by the hard 
ware store to whom Joe has taken 
most of his trivial problems for 
many years; the store where he 
makes the small cash purchases 
and gets the good do-it-yourself 
advice and the friendly helpful 
service. 
good dinner 

tools, 
tractors 


Major appliances, 


ware, homeshop 


power 
garden 
and many other of the larger items 


power mowers, 
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that we sell are right down Joe’s 
alley, and Joe would like to give 
us the business, but he can’t. 

Though his hands aren’t tied. 
his purse strings are. He will con 
tinue to patronize his favorite 
hardware store for the two-bit 
items, but his finances are so far 
committed that he can’t possibly 
purchase major items from a hard- 
ware store that doesn’t offer him 
an @asy pay plan. 

The sad part of this 
story is that 


whole 
many otherwise 
progressive hardware dealers re- 
fuse to recognize Joe's unfortu- 
nate predicament, or to do any- 
thing to meet his needs. 

I believe that our hardware 
dealers in the Pacific Northwest 
are as progressive as any in North 
America, but in this age of credit 


ene eres ne ne 


Open end credit opens new world of sales 
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(Continued ) 


selling, | can take you to at least 
two stores in our area, who dis- 


play that time honored sign, “In 
God we trust, all others cash.” 

So where does Joe go when his 
cash is low? 

Though he would like to buy 
the big ticket items from that 
friendly, helpful 
up the street, shortage of cash in 


hardware man 


the fist forces him to Sears with 
their budget plan, to the depart- 
ment store’s revolving account, or 
to the credit jeweler with his ap 
pealing nothing down and a dol. 
lar per week pitch, or to some 
other type of time payment out 
let. 

For, try as he might, cash on 
the barrelhead in any quantity 
just doesn’t fall 
reach. 


within Joe’s 





But maybe Joe is the exception 


to the rule. 

Let's suppose that, contrary to 
his usual pattern, he has accumu- 
lated a few hundred bucks all at 
one time, with no 
tached. 


First of all, Joe finds himself 


strings at- 


in a new and powerful position, to 
which he is not accustomed: He’s 
got dough. 

He's a cash 


money talks. 


customer, and 
Therefore, since he 
doesn’t need credit, he is in a 
better bargaining position and 
starts off on the price concession 
angle, promptly forgetting all of 
those favors and helps that his 
local hardware store has given 
him for years. 

If the poor hardware dealer 
doesn’t sharpen his pencil and 
sacrifice his margin, Joe winds up 
making his purchase from a dlis- 
count house, at a substantial sav- 
ing, and though his favorite hard- 
ware store now seems high priced 
to him. it still gets the dubious 
pleasure of taking care of the ser- 





The trail of a hardware store credit sale 


How a revolving credit plan enables a hardware dealer to get an exclusive customer and to 
sell the family more than $2100 worth of merchandise at full margin of profit, plus interest, 
plus extra benefits of store traffic and many cash and monthly charge sales 


This is merchandise Total Hardware Plus 
sold out of stock retail dealer interest 
in 12 transactions: price: received: of: 
Dishes, kitchen utensils 

Steam iron 

Hand tools 

(amping equipment Full 

Refrigerator, stove, washer margin 

h ireplace equipment S? 166.54 of $200 


Automatic washer 
Dryer 

(hristmas merchandise 
Power mower 
Christmas merchandise 


Television set 


profit 


Total xtra 


dealer benefits 


received: to dealer: 


Store 
traffic 
from more 
than 60 
Visits to 
make 
payments 
(redit 


sales, 


." ‘ 


~ 
~~ 


566.54 
open account 
of $423.46 
Many 


cash sales 
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3 ways to get money 
to finance your revolving credit 


If you don’t have money to put into a revolving credit program here is 


where 


teynolds Allen, hardware dealer in Salem, Oregon, suggests you 


can get the money to finance consumer credit paper: 


l. Arrange bank borrowing to cover your accounts and contracts receiv- 


ables. 


») 


2. Arrange to discount your contracts receivables at a bank or through 


one of the recognized finance companies. 


"2 


3. Sell your receivables to a finance company without recourse if you 
write them on finance company terms. 


For Hardware Dealer Allen’s choice of the best source, read this accom- 


panying article. 





Vice provbiems On Nis new equlp- 
ment. 
When I refer to our two-bit cus- 


don’t intend to do so 
lightly, for it is a serious and pain- 
ful problem of the 
taller. 

More 


sales are 


tomers, |! 
hardware re- 


big ticket 
easy pay 
while 
dealers are 
getting only the table scraps. 
Take a look at what Sears alone 
have done to us in some of our most 
important big ticket items: 
According to Consolidated Con- 
reputable sur- 


and more, the 
going to the 
or department 
our cash on the 


chain store, 


line 


sumer Analysis, a 
vey, covering the marketing areas 
of 21 leading from 
Portland, Maine, to Portland, Ore., 
here are some of the shockers for 
1955. 


1. Automatic 


newspapers 


Kenmore 
leads all makes in sales in 16 out 


washers: 
of the 21 areas, Bendix in 3, West- 
inghouse and Whirlpool, 1 each. 
2. Home freezers: Coldspot leads 
in 15 of the 21 markets, GE in 2, 


Wards, Amana, Phileo and Inter- 
national Harvester in 1 each. 
3. Power lawn mowers: Sears 


has a comfortable margin in 17 of 
the 21 market areas, Reo leads 2, 
Montgomery-Ward 1, one tie. 

1. Also, we are all aware that 
workshop 
than their several near- 


Sears sells more home 
power tools 
est competitors combined. 

On the other side of the picture, 
fields in which 
we unavoidably specialize and out- 
sell all competition: 


1. We cut 


there are certain 


more poultry 


netting 
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and thread more water pipe than 
Sears ever will. 

2. We replace more lost bolts on 
Junior's coaster wagon (which was 
and 
more leaky faucets that customers 


than all the 


purchased elsewhere) repair 


tote in, chains com- 
bined. 

3. We have a corner on dispens 
ing free do-it-yourself advice and 
do a wonderful business on hose-to 
pipe couplings for hooking up Ken- 
more automatic washers. 


Yes, the creed of the handy 


helpful hardware man is “Service 
Smile,”’ but he should add 
in parantheses, at a loss, unless 
r get customers big 
ticket business along with my two- 


with a 
some of my 


bit service business. 

When one of your salesmen sells 
a power mower, he has made about 
$30 gross profit for your store. 

| ask 
does he have to repair, how many 


you, how many tricycles 
stove bolts must he count out, and 
how many 1 |b sacks of nails must 
he weigh up to make the same $350 
gross profit? 

No, we aren't going to live very 
high on the hog if we continue to 
take only the crumbs that are left 
competition has 
skimmed the off the hard- 
ware market by their very effective 
budget selling. 


over a f ter our 


cream 


Happily, not all hardware re 


tailers take a dim view of credit 


selling, and a small minority of 
them are doing a wonderful job 
of it. 


So far, these stores are definitely 
the exception to the rule, but let 
us hope that under the leadership 
of the association, credit selling 
will become the pattern, rather 
than the exception, for independent 


(Continued on page 113) 





Why hardware dealers need to 
promote credit selling 


Time payment plans are attract- 
ing customers for big ticket items 


to chain and department stores, 
llardware Dealer Reynolds Allen 
contends, while hardware stores 


elling for cash get the odds and 
Here is Mr 


analysis of the 


business. 
pointed 


ends of 
Allen’s 
areas in which Sears and hardware 
stores excell: 

sig ticket sales of Sears in 2) 
major consumer markets: 
Kenmore 
leads all makes in sales in 16 out 


“Automatic washers: 


of 21 areas.” 

“Home freezers: Coldspot leads 

in 15 of the 21 areas.” 
“Power lawn mowers: Sears leads 

leads in 17 of the 21 areas.”’ 


“Home workshop tools 


we are all aware 


power 
that Sears sells 
more than their several nearest 
competitors combined.” 
Where hardware stores specialize 
and outsell all competition: 
“We cut poultry 


thread pipe than 


more netting 


and more water 


Sears ever will,” 

“We replace more lost bolts on 
Junior's coaster wagon (which was 
elsewhere) and 


purchased repalil 


more leaky faucets that customer 


tote in, than all the chains com 
bined.” 

“We have a corner on dispensing 
and do a 


free do-it-yourself advice 


wonderful busines on hose Lo-pipe 
couplings for hooking up Kenmore 


automatic washers.’ 
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NRHA Congress 


in pictures 


For other pictures and 
reports of 57th Congress 
held in Toronto, July 22 to 
26, see HA, Aug. 2 issue, 


beginning on page 29. 





Harry H. Meyer, retiring NRHA president, in his cap as a Commodore at the 
Minne apolis Aquatennial C. J. Christopher, Minnesota as: wion secreTary 
has just mode the presentation 








Hoyt P Steele president Reniamin 
Flectric Co., addressed the Congress 
on government interterence with 


small business 


> 


Delegates fook time off trom Dusi 


ness to attend the annual banquet 
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President 
L. A. Luedtke 


Fairmont, Minn. 


) ice-president 
*Carl E. Graeff 


Dayton, Ohio 


Managing director 
Russell R. Mueller 


Indianapolis, Ind. 


G. W. Aspinwall 


Hawkeye, lowa 


Joe B. Baker 
MeCehee, Ark. 


K.O. Cayee, Jr. 


D. Leo Dolan. director of the Cana Hopkinsville, Ky. 
dian Government Travel Bureau, who 





f Cc ( Conver hi—ONn hun haan about Newly eleeted 


Canadian United States relations 





Officers of the 


National Retail Hardware Association 


Elected at Toronto, Ont., Canada, July 26, 1956 


Fred J. Gartner 


Wyandotte, Mich. 


Melvin Kraemer. 


Marveville, Kan. 


Anthony KR. Manno 
Medford, Ore. 


*Russell Selkirk 
Cobleskill, N. Y. 


George M. Silcox 


Ridgetown, Ont., Canada 


Directors Advisory committee 


A. B. Hill 


Portsmouth, Va. 


H. H. Mever 


Shawano, Wis. 


Robert H. Westbrook 


Riverside, Calif. 











We need better trained store personnel 








by Jack Lacy 
President 
Lacy Sales Institute 


Boston, Mass. 
“'.. you compete with everybody 
that sells anything to a consumer. 
There are so many dollars to be 


spent. Everybody is after them.. .” 


We live in an unusual economy, our pockets and in banks, build 

with the greatest gross national! ing and loan association and 

product any nation has ever en- other liquid money, all of this 

joyed, a staggering total of close could be spent tomorrow if the Jack Lacy 

to $400 billion a year. There is owners decided to do so. 

every indication that it is yoing We are in the midst of the most Kivery sign indicates 

to continue to grow. competitive situation that we have competition is going 
With $300 billion in reserve in ever known. heavier 
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You compete with every- 

















that this 
to get 
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body that sells anything to a con- 
sumer. There are so many dollars 
to be spent. Everybody 
those dollars. 

When into debt 
for an automobile or a fur coat, 
he is not as good a prospect for 
what you sell as before he took on 
that additional debt. 

Many of your competitors, 
among them some of the largest 
companies in 


is after 


someone goes 


America, are 





launched on training programs to 
make more powerful salesmen out 
of the men and women who repre- 
sent them. 

A good example of this is the 
gigantic program in the electrical 
field. Its slogan is, “Live better 
electrically.” The purpose is to 
sell as many housewives and men 
as possible on the idea of buying 
as many electrical appliances as 
possible. 


Operation Home 
is another example. 

You will get some benefits from 
them, but you are also going to 
get some stiff competition from 
other retailers who sell electrical 
and home improvement products. 
You will get tremendous competi- 
tion from 


Improvement 


everybody who sells 

anything else that can be bought 

and used by a consumer. 
(Continued on page 128) 


Who wants money? 





by John D. Bell 
Promotion Manager 
Chevrolet Motor Division 
Detroit, Mich. 


* .. be basic. Fix the fundamentals, 


because if you keep your customers 
they will keep you. It costs less to 


keep customers than find them .. .” 


Editor's note: This is a summary 
of material presented in highly 
animated and graphic manner by 


Mr. Bell, 


Who wants money? 

If you want money, all you have 
to do is to ask for it. 

Attitude is the most important 
thing in business. What is your 
attitude toward your business and 
the people who work for you? 

How high is your ceiling? 
high should you aim” 


How 
I want to be 
the best sales promotion manager 
in my business. It pays off. If I 
do a better job than someone else 
it pays off, 

Remember that a $5 bar of steel 
worked into horseshoes is worth 
$10.50. If made into needles it is 
worth $3,275. Made into watch 
springs it is worth $250,000. 
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Where do you want to go? 

Let's do something to raise our 
ceiling by taking better 
our customers. 

A person who can’t be bothered 
is a chump instead of a champ. 
How can you be a champ? Be 
Fix the fundamentals. Be- 
cause if you keep your customers, 
then they will keep you. It costs 
keep 
find them. 

If you apply the golden rule to 
your business it pays off. You can 
solve any customer problem you 
have ever had with the golden 
rule. 


care of 


basic, 


less to customers than to 


We are in a salesmanship mar. 
ket. All of us must get back to 
good old fashioned salesmanship. 
Here are the fundamentals of 
salesmanship in this market: 

Know your product, know your 





know 


market, and 


your compet! 
tion. 

To sell people you must: 

See ’em, tell ’em, show 'em, and 
sell ’em. 

Many of us do not run our busi- 
nesses today half as well as we 
know how. You cannot continue 
in business without 


fundamentals. 


good selling 


Be willing to go back to a pros- 
pect again and again. If you do 
not, you won’t know when an ob- 
lection has been removed. To be 


successful in business today, be 


willing to bump your nose over 
and over again. 

Remember that two-thirds of the 
word promotion is motion. 

Have a fighting faith in your 
organization and in 


Have faith in our land. 


yourself. 
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GET YOUR SHARE 


of these 3 big markets for Weldwood” 


CONTACT 
CEMENT 


FOR INSTALLING PLYwoon wiTHOUT wis 
‘OL tonping ate peconarive amin \ 

















For applying plastic laminates like 
Micarta to table tops, kitchen counters, 
etc.! No more clamps or presses 

your do-it-yourself trade will love it! 








For heautifying walls with plywood 
panels! Before Weldwood Contact 
Cement, a man had to use nails, then 
putty and finish the nail holes. Sell him 


BONDS INSTANTLT Weldwood Contact Cement — show 

him how eas s to bond plywood 

~— ON CONTACT a panels to a this aa at —- 

r-——=*—— Be | WITHOUT CLAMPS 
OR PRESSES 





For making and mending 1,001 things 








° : e" ith in home, hobby, garage such as 
| Fast Selling ATES Plywood COnrU™ putting down stair treads, model build 
ait 7 ing, leather crafts, applying felt bases 
Si | vad | ax 36 to lamps and vases, etc., etc. Bonds 
izes - instantly, on contact, any combination 
| of wood, leather, rubber, canvas of 
a | any other porous surface 
| CANS BOTTLES TUBES | Ss rem, 
Pints 4% ounce bottle 14 ounce tube : 
Quarts with brush | 
| Galion 3 ounce bottle 
5 Gallons with brush 


It's sheer wizardy! 
... the way it draws new business! 


Nationally 
Advertised 


in 14 Magazines! 


Gle, 
Proe 
Ale *to 
'Proof "tines 
CCopr 
n 


Free Displays! 
Order from your jobber! 











UNITED STATES PLYWOOD CORPORATIO 
55 West 44th Street, New York 36, N. Y. Dept. HA8-6G6 
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STRIKE IT RICH WITH 













BISSELL 
GRAND RAPIDS 


$2 reduction on America’s best-known sweeper 
housecleaning push! Order plenty 


Qh of other three Bissell models — 


Stock up on GRAND RAPIDS from 

now through October | —at spe- 

cial prices to you. Cash in on fall 

(reg. $11.95”* retail) Sweepmaster, Breeze, Sweep Easy. 
*30¢ higher You'll sell more of them, too, with 

in the West. this colorful, sales-stimulating 





-— promotion! 


. NS 





a 


FOR LIMITED TIME ONLY — 
SEPT. 17 THROUGH OCT. 31 


100 
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GOLD RUSH SALE! 


FIRST PRICE REDUCTION IN BISSELL HISTORY! 


TODAY — pilus TV spots in 52 major markets. 


Bissell All selling this GOLD RUSH SALE hard 
consumer advertising! all directing homemakers to your store! 






Terrific national TV programs—Arlene 





. . : i. ae PA Av? o = 3 ve .. , » _? i? °# . . , — , - - 
1 ed . ‘nw ¥ “ ee ee oe Oe . ee" a ' s » Yi ' ’ (+) mo, 
%, hte ine) 81 Es sar ane ATE A ds Bet ETE sae, once o Ae 3 oe + ee 2 ee a! 
nN aE ty Sat aby ‘ ey , af 4 dak , id f } Ke Oy - .” wl 7 ess, me Hi ~ . Fy . ) s ) ~ pty } e em . 2? ; %* ,* 4 ’ 


TIE IN 


and put this exciting point-of-sale material 
to work for sales. Group related items 
with Bissell Sweepers in a GOLD RUSH 
VALUES SALE and really strike pay dirt! 


63 
- — wFK Fs \ 
‘ | ~ 





C’mon—hit the gold-dust trail to profits with Bissell’s big GOLD RUSH SALE! 


Phone, wire or write your regular supplier or Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 





HARDWARE AGE, ALGUST 16, 1956 101 





102 


Bartlett Hardware Co. in Las Vegas, Nev., has 
sponsored a deer hunting contest for many years. 
Last year the firm added a new twist. 

Now the firm offers awards for the hunters 
who bag the largest deer in five different classi- 
fications. Classifications and awards are as 
follows: 

|——-Heaviest deer, revardiess of the number of 
points, an automatic shotgun 

2——Deer, which weighs over 200 |b and with 
the greatest number of points, a rifle. 

3-——Deer, weight between 150-200 |b, with the 
most points, binoculars. 

4.-Deer which weighs between 100 and 150 
lb, and has the greatest number of points, an 
umbrella tent. 
5—Lightest weight deer with forked horns, a 
pienic table. 

All hunters who purchase a resident hunter's 
license from Bartlett Hardware are eligible to 
participate in the competition. Any hunter over 
60 years of age who has obtained a Nevada ex- 
empt hunting license from Bartlett’s is also 
eligible. 

H. S. Bartlett says, “The deer must be brought 


Mow window Gis 
pia y ombines 
mere handise and 
1tmosphere to 


attract hunters 





Hunters’ contest boosts traffic 


Offers awards for five 
different classifications 

of deer bagged during season 
adds to interest of annual 
hunters’ contest 


to the scales in front of our store, where it is 
weighed by one of our 2mployees. The weight of 
the deer and hunter’s name are entered in our 
records. 

“This weighing always attracts attention to 
our store and particularly to our sports depart- 
ment, 

A red and black-type circular advertises the 
annual contest before the season starts. The cir- 
cular lists rules, awards and the value of prizes. 

A window display tie-in shows deer heads and 
usually a large stump into which a knife and an 
axe have been thrust. A gun is across the top 
of the stump 

Awards are displayed in a front-of-the-store 
section durine the fall hunting season together 
with tents and camp stoves. Other items include 
lanterns, boots, hunter’s caps, guns and ammu- 
nition. 

Prior to the deer hunting season the firm in- 
vites hunters to make lay-away purchases on 
rifles and shot guns 

Because fishing is practically a 12-month sport 
in that part of the country, complete supplies for 


anglers are displayed next to the gun section 
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@ You get regular discounts and profit! 
@ You discard customer's coupon . . 


@ This ad will reach 68,050,000 people in Fall issues of LIFE, BETTER HOMES & GARDENS, 
MC CALL’S, AMERICAN HOME, HOUSE BEAUTIFUL, LIVING for Young Homemakers! 


--» AND MAKE FULL PROFIT! 


@ ‘Free Gift’ factory packed with companion set! 





. no need to return for credit! 


SELL A GIFT... GIVE A GIFT FREE 





New Stamless Steel 
FLINT-WARE 
SET 


coeb@wore wth Box 
Meet ere ere" (Oh 
ewey fever Flint 

wan ' terms epee «leer 
witheet poliemhng def 
imetwdes | at covered 
sevceper. 4 G&! Geubie 
beter, 7 shiftet (Deetle 
boiler cower Tite sh let 
Get vbeszed 


omy $19.95 





New Stormles: See! 
FLINT 
HOLDSTER*SET 


The five bnives you coed 
aed we the most Beaty: 
Pettewood™ hendies 
newer ose bend rubbed 
wetre Mendsome hard 
wad Moldeer Set cides 
ss verre ; porng, 
4 > witty 


omy 413.95 





Stemless Weel 
FLINT KITCHEN 
TOOL SET 


The worlds most popvter 


Yartes: eet «= wert 
Beeet Permctteg Set we woes 
hemberger turne:. fort 
seeer epOtete master 
tedle, tipeteia, hag ve 
‘ect ow bored 


omy $14.95 


| hand 





THe 


GREATEST 





FU 
Ve 


The coupons on this poge ore like money in your pocket. Clip them out, 
/ take them to the store, ond get a free gift with each purchase of the Flint Wore Set, 

/ Flint Holdster Set, or Flint Kitchen Tool Set shown below. Do your Christmos shopping now 

// ond get two gifts for the price of ane! Offer good through December 24, | 956 only! 


iN 


NT GIFTS 





J Ct 


7 COE 
A °7.95 GIFT FREE & cm 


when yew bey this 

FLINT-WARE SET 
This coupon entities bearer 
to regular $7 95 etain\leas 
steel Flint Miaing Bow! Set 
FREE with purchase of 
Neo 7695 Flint.Ware set at 
the regular price of $19 65 


“late 


WORTH (7 08 at TOUR Btaita. 
Fi « 


53.95 GIFT FREE 
whea you buy this 
FLINT HOLDSTER SET 


This cow lee hearer 
te regular 63.95 stainless 
etee! 15%" Plint Proeen 
Peed Baw FREE with 

hase of wlar $15.96 
ti 7006 Fliat Heldeter Set 


Name 


Addrena 


( woes elt «§ | ® 


woetw (i 06 at reee Ofalte we 


woeth 1406 a) TOUR Otalee 


4.95 GIFT FREE 
when you buy this 

FLINT KITCHEN 
TOOL SET 


This coupon entities 
bearer to regular $4 95 
Piiat Cutlery Set: 3’ ing, 0 Preneh Cook's 
5" etility) with purchase of Nae 1900 Flint 
Kitchen Tool Set at the regular price of $14.66 





Name 
Address 
( wy 


MOVUGEWARE SS 





JUST CLIP THESE COUPONS TO 
GET FREE EXTRA FLINT GIFTS! 


906 | PT seQwan)] YPnay] POO) 22—O 


Pe smqenarag] YProsy | PO) srg) 
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a CASH IN ON THIS LIVE WIRE PROMOTION!...SEE YOUR DISTRIBUTOR OR EKCO SALESMAN TODAY! 


EKCO PRODUCTS CO., CHICAGO 39, ILLINOIS 




















STARTING SEPTEMBER 18th § - 


BEAT \. 
THE |, 


Bigger G-E 
when you tie 



























aon Tig 
* 


ee \ yi 


a ie 


Names 


TUNE IN G-E BULB’S TV SHOW a 
WARNER BROS. PRESENTS a. — 
“CHEYENNE” eae 


Starring 


CLINT WALKER 
on ABC-TV 


~ 


16, 1956 
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GENERAL ELECTRIC TELLS YOUR CUSTOMERS: 


|BULBSNATCHERS 








|DRAW 


WITH 









Bulb volume than ever 
in with this big new 


}* [, starts the busy season for bulbsnatchers. Longet 
nights mean bulbs work longer hours. burn out 
SOonCc! ( 5 neral Lele tri . byualtys nate rhe I promotion is timed 


Starting September 1&th 


to take advantage Oo} this lact 


your customers will be hearing about bulbsnatching on 
television and reading about it in magazines. Better have 


plenty of G-k Bulbs on hand to take care of the stampede 


BULBSNATCHER PROMOTION 





heading your Way 
of G-E Bulbs, display the 60- 


watt and 100-watt sizes in the handy 4-bulb package ft 


ol cu taorme;rs 

lo pick tip) “plus: eal . 
makes bulbs easv to buy. easy to store and easy to use, 
It’s the best Way it) help Vour custome;rs heat hulb- 
snatchers to the draw. Plan your displays now tor extra 


hulb volume 


BE SURE YOU GET THE DROP ON BULBSNATCHERS... ORDER NOW. 








HOUR TV SHOWS 
Here's the iWcinar Bran’ Presees® 
ammunition to make one of the 3 most popula 
G.E.’s bulbsnatcher 
promotion 
pay off for you: 





hour dramatic shows on 
television, a G-k Bulb com- 
mercial will be brought to 
2/ million viewers. Bulb- 
snatcher commercials will 
run Sept. 25, Oct. 2 and 9 











FULL PAGE ADS FREE DISPLAY PIECES 


bull page ads will run in Lot of exciting display 
LOOkR, Oct. 2 and LIFI material, all built around 
Oct, 22, Others will appeas the colortul ti@ure of 
in C(Jctober rsues of WOM ( hevyvenne big cis 
AN’S DAY, EVERY plays, little displays, 


WOMAN'Sand FAMILY 
(CIRCLE. A total reader 
hip of 40 millon people ! 


streamers, Carton tuck-ines 
bulb holders 


assortrments for your store 


ti prt cape i 

















0 


GENERAL @@ ELECTRIC 
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How to perk up appliance sales 


A Texas dealer relates his successful formula 


for raising small appliance volume 


Are you wondering how to perk up small 
appliance volume and profit? 

“With just a little effort, the average hard- 
ware dealer can increase his small appliance 
volume by one-third or more, as I have,” re- 
ports M. M. DuRard, owner of Jasper Hard- 
ware, Jasper, Texas. 

“My secret has been in displaying traffic ap- 
pliances next to electrical parts and supplies. 
Kvery customer for electrical supplies is urged 
to see and handle these appliances,” he points 
out. 

Facing the front entrance, but located at the 
rear of the store, the smal! electric appliance 
display wall may be seen the moment a cus- 
tomer enters the door. Vari-colored light bulbs 
light up the display all day. They catch the 
eye of customers and beckon them to the bright 
array of goods. 

The six-foot long wall of assorted appliances 
its share of from 
tomer, even though an appliance is sometimes 
the last thing in their minds. 

Few the appeal of ua 
neatly-kept electrical! Few have all 
the appliances they want. And newer, brighter, 
and better small electric servants are steadily 
being produced by ingenious manufacturers. 

“There are many people who are smal] ap- 
pliance prospects,” explains Mr. DuRard, “who 
may not ever realize it without being prompted. 
But when they visit your store for a light bulb, 
for example, and you show an appliance by 
demonstrating what it can do 
can get on-the-spot sales. 

“Many others who don’t buy right away are 
favorably impressed, and will come back later 
to buy. It is important to plant the seed,” he 
said. “Those same people might wait a long 


yets attention every cus 


customers can resist 


section. 


for them, you 
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time, normally, before going to any store for 
the purpose of looking at small appliances.” 

One of the firm’s most 
of getting customers interested in small ap- 
pliances, is to offer free cups of coffee. A pip 
ing hot coffee maker is almost always perking 
in the appliance section. 

When a customer comes in to buy an ironing 
cord, light bulb, or other small electric need, 
she is offered a cup of coffee. Few ever decline. 

Such customers naturally look over the much- 
wanted appliances while enjoying this uncom- 
mon service. Coffee will often relax customer 
108 


successful methods 


(Continued on page 


A customer who came in to buy 


the 


ght OU OS } ‘ 


she yeorns tor in small appliance section 


electric supplies. 
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New Yale 516 


WITH 


Key Control 


designed to 
unlock ready-made 
multiple sales for you 


Finest combination 
padlock made for 
lockers in factories, 
schools, clubs 


Brand new item, finest value and a sure-fire 
seller—the New No. 516 Yale Combination 
Padlock comes with convenient key control 
Combination of each lock is set at the fac tory 
Master record charts are supplied for 

listing each combination, for your ¢ ustomers 
who buy in quantity. Control key for the 

pin turnbler lock permits locker attendant to 
service any locker. This New Yale No. 516 

is quality throughout—steel bolt, rustproof 
case and mechanism, and guaranteed against 


detects Display No. 516 and watch sales rise 


No. 515 Where economy is desirable—and 
where key control is not essential 

this precision made combination padlo« k 
is an ideal choice. Has bank vault type 
dial, rustproof Cuse and rree hanism 


YALE & TOWNE 


"vwaLe ae@a. u @& Pat. orf 


Tee VAL &€ TOMSHE Benuraectueiaeg CO Loce aao waeeowaeeet Orv weirte P.Laree a@ ¥ 
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How to perk up appliance 


sales 





and make them pause, wen nor- 
mally they would be in too big a 
hurry to notice your display. 
Active demonstration is another 
lure used to bring traffic to the 
back of the store. All 
salespeople have been thoroughly 


Jasper 


trained in the use of each ap- 
effective 
Demonstrations 


pliance. They are all 
demonstrators. 
may last from minutes to a half- 
hour. They 


y wuarantee attracting 
more prospects, 


They help close 
gaies which otherwise would not 
have started. 


Light bulbs big seller 


The “just looking” browser is 


often converted into a purchaser 
by way of informed product 


knowledge and demonstration 


The just-looking shoppers have 
some inclination to buy or they 
wouldn't be looking 

“It's very important to carry 


a large, complete stock of light 
bulbs,”’ DuRard. “We 
find that most of the chain stores 
carry at least a selection of them 
We would lose many sales, 


says Mr. 


not to 
mention the step-up sales in ap 
pliances, if we failed to keep up 
our big assortment.” 

“To keep customers coming 
back,” he continued, “we are strict 
about checking stock twice a week 
for ‘lows’ and ‘outs,’ and keeping 
our light bulb displays piled high 
Bulb buyers can and do buy many 
other items when sales people are 
on the job with sugyestive sel! 
ing.” 

Another helpful sales device in 
the electric supplies department is 
advice given to customers when 
buying an ironing cord, light 
bulbs, or smal! light fixtures. Tips, 
such as how to remove a cord 
from an iron to increase its life; 
the safety value in turning off the 
light switch before instaljing 
bulbs: and methods of installing 
light fixtures to give better light 
keeps shoppers coming back. 

“We find that a layaway system 
is a must in promoting small ap- 
pliances for higher volume,” Mr. 
DuRard went on. “Most women 
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(Continued from page 106) 
want the appliances that have 
been suggested to them in con- 
tut they often 
credit account or 


sumer advertising. 
don’t have a 
cash for an immediate purchase.” 
A small deposit on a layaway is 
the means of putting an appliance 
in the hands of a consumer who 
could not otherwise afford it. 
‘By combining layaway, demon- 
strations, free coffee, and a traffic 
location, in only two months our 
sales increased more than 55 per 
cent,” Mr. DuRard said. 
Scores of customers are daily 
shoppers for light bulbs, ironing 
other such electrical 
Many of 


prospects for 


cords, and 
sundries. them are ex- 
cellent small ap- 
pliances if they can readily see 
and handle them. For those on a 
budget, sales can often be clinch- 
ed with a credit or layaway pro 


vrarm., 


Radio Sells Hardware 


(Continued from page 0) ) 


The dealers we serve are natu- 
rally in favor of the plan. At no 
cost to them, there are nearly a 
dozen major lines of wanted, staple, 
almost 


seasonal receiving 


daily promotion in the peak of their 


goods 


season. The advertising messages 
reach home wherever a_ set is 
turned on. Surveys have shown 


that radio messages heard are re- 
membered by the subconscious 
mind, even if a person is working 
on, or thinking about, something 
else. 

In radio commercials, important 
home through 

presentation. 


facts are punched 


repetition and clear 

We look for lower costs in our 
future radio program. More spots 
would lower the cost per spot. As 
manufacturers realize the 
sales value of low cost radio cover- 
age, it is possible that they will be 
willing to contract for time at a 
rate that will be better for us than 
our present 50/50 co-op arrange- 
ment. 


more 


More manufacturers, more spots, 
and a lower rate for us could make 
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our radio plan even more SUCCESS: 
ful than it presently is. 

By contracting for time a year 
in advance, we assure ourselves of 
key times for sales messages to 
Should 


any competitor want to buy radio 


get maximum reception. 
time for a similar promotional pro- 
vyram, we would not be in danger 
of losing preferred hours. A long- 
range contract saves money, Loo, 
a saving of nearly 20 percent over 
regular rates. 

We're 
creases in volume in the lines ad- 
vertised on radio, and it looks like 
we'll make it 

A chemical 
tested the selling strength of radio 


shooting for one-third in- 


manufacturer who 


pots in April, 1956, was so pleased 
with immediate results that he 
doubled his space for May and 


7 uric, 


How To Change Over To 
Self Service Operation 
(‘ontinued trom page ate 


nently displayed numbers so that 


employees may easily direct cus- 


tomers to any section of the store. 
Wide aisles and easy access to all 
departments make it possible for 
most shoppers to locate merchandise 
with little or no assistance. 
established in 1895 in Mesa, the 
firm has its main offices and one 
store in Phoenix. Branch stores are 
(handler, 
Buckeye, Casa Grande and Coolidge, 


operated in Glendale, 
all in Arizona. 

Since converting the Mesa store 
to self service, the Chandler branch 
has been changed to that type of 
operation. Plans call for changing 
the other six stores to self service 
in future years. 

In addition to the hardware store 
the Stapley operation in Mesa in- 
cludes a bulk storage building across 
the alley and a nearby farm equip- 
ment store. All activities in Mesa 
are in charge of D. Thomas Stapley, 
a grandson of the firm’s founder. 
The hardware and farm equipment 
sections are each headed by an as- 
sistant manager. 

Personnel of the retail hardware 
store in Mesa includes the assistant 
manager, nine three 
women office workers. two of them 
work as cashiers at the checkouts, a 


salespeople, 


stock clerk and two college men 
working on a part-time basis. 


1956 


































We’re telling 
MORE MILLIONS 
this year.... 








Yes 


millions this year 


Flexscreen national advertising will reach more 
in magazines like Better Homes 
& Gardens, American Home, House Beautiful, House 
& Garden, Living and Holiday! Highlighted by full 
color pages, Flexscreen advertising will influence more 
people than ever before to “Picture their fireplace 


with Flexscreen”’... 


And to 
complete your profit picture— 


SELL THESE COMPLETE 
Cevscerveen: ENSEMBLES! 


Flexscreen offers 20 new promotional ensembles to 





sell in every price range. Flexscreens, andirons, firesets 


and other matching accessories — carefully selected 


ensembles backed by a complete promotional “pack- 
age’ to help you sell. Just 3 of the many fast-selling 


Flexscreen ensembles are shown here — you're sure 


to find the right ensembles at the right prices to 


sell and satisfy every customer! Why should you ac- 


cept /ess than Flexscreen quality? 


See your FLEXSCREEN MAN... 


pet the full stor on how you can parte pate in our 


SOrtht Anniversary Promotion! Or write us for details 


BENNETT-IRELAND, INC 85464 North S$? NORWICH, WN. Y. 


The name your customers look for.. 
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... the products you can trust 


Pre assembied attached tlexscreen wi! 


ar i) 4) Me CL cast-iron wood grate 


AL et a) BAL ee oe ee 


with fender panel. andirons and 


ny 


oo”... 
‘oe? y 





66 COLORFUL, RELATED 


bring new eye appeal and prestige to your 





( 











More and more G-E electrical supplies are COOTTLITLR’ dising that says to your customers ti is the 
rc you in these attractive new blue and yellow place to buy electrical supplied } it catches their 
packages packages (oti which che famous (, | Cve. Wits che if contice Tic vcts che ri ta) hy 
trade-mark is prominently displayed, packages Store tests have proved that sales increase sub 
with striking color and design, package s with stantially when customers are offered a complete 
hard selling COP) assortment ot G-k electrical suppl \ the st ipl 
See how an int yrated display of G-E elee trical steady sellers pilus the tast-mov igre Speci iit ItCcms 
supplies in these colortul, re lated package s as that bring extra protits trom impulse pure hases 
shown at right will add to the eve appeal ot So check your stock and order a compl fe assort 


vour electrical counter. It's the kind of merchan ment of G-E electrical supplies now trom the G-] 


PACKAGES 


electrical counter! 


‘es 


Rated Catalog hut don't fap there! Plan 


rearriatige our electri COUnNtCT iround iti 


mite ited di play () rems! Let che se nie|ewW 


CVC} inching packagi i rand CUuSsStTOmMmet iftte nr) 
fron and stimulate increased les. Wiring Device 
Department (,eneral 


dence R hoc Island 


Company, Prov 


Progress /s Our Most /mportant Product 


GENERAL 











NOW... six 


models retailing to $14.95 


Arvin 


plus top value promotional models! 


Me BA 


Style 2900 © Lady Arvin Deluxe. Finger-tip 
adjustability to any height from 22" to 46" 
‘Turquoise enamel top, chrome-plated legs 
and feet 

Style 2800 @ Lady Arvin. Sar 


except turquoise enamel throughout 


as above, 





Style 2200 © Arvin Standard 
abl Largest 
tweed all-metal 
enamel finish. 


non-ad just 


nationally adver 


table 


selling 


ironing ‘Turquow 


Also, two non-adjustahle promotional model 
priced for volume sales 


See Arvin lroning Tables, 


NEW YORK: SPACE 721 


One Park Avenue 


112 





12-height adjustable. Style 2520 « Arvin Economy Adjustable. 


instant adjustment to 12 different heights Top-flight promotional model. Easy ad 
from 24 to 36. ‘Turquoime enamel finish justment to 11 different heights between 
throughout ind 45 (‘olortul display appeal with 
Style 2635 © Delux model of above bright yellow top, turquoise legs and feet 
( hrome plated legs and feet Lurquoi 


cname!l 


Lop 







LADY ARVIN 
PADS AND COVERS 


EXCLUSIVE FEATURES! 












e (overs are silicone treated and aluminized to 
resist scorch reflect heat speed ironing ind 
wipe clean or Sanforized for complet 
ahrink-prooft w ishability Color gold alu 
minum, whit 
















® Hiold-Faat clastic cinch trap ind elastic bind 
ing all around, anchor cover firmly in plac 
won't bulge or bunch, slip or slid fite right 
d stays tight 
SPECIFICALLY DESIGNED a 
®*keltray or cotton waffle-wea pada have tat 










TO CUSTOM-FIT ALL ARVIN 


lored pox kete at cach end to hold them m ire | 
if) position Deluxe models ire cusi rmoned 
IRONING TABLES! with Foam Plastic or Croodvear Foam Kubber 


ind WNootln hess 


and a baecortn iM 


. assuring extra resilenc 


superior porosit . 
Hjimsion «6 


} lrniture A blown “warts 


rive pads ind ive Cyveore Thee id j ails 
° 1 a hh : / kaged in &eLa or Covers Llome priced i 
Vin INDUS KS, In Ler ; 
A} l! | | KI . < retail from $1.9 to $ Yh for seta. YR cent to 
(C‘olumbus. Indiana $2 98 for covers only 


Dining Furniture, Outdoor Furniture in our permanent showrooms 


CHICAGO: SPACE 522 LOS ANGELES: SPACE 51-52 


American Furniture Mart 


Furniture Manufacturers Mart 
533 S. Los Angeles Street 
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Open end credit 


(‘ontinu d from page 95 ) 


retail hardware stores. 

Before going further, let's agree 
that budget selling can be carried 
to extremes. 


Sure, many things can be car- 
ried to an extreme at which re- 
action develops. 

Some firms have done it with 
credit selling, but the record 


clearly indicated that hardware re- 


tailers who have used credit sell- 


ing, dictated by good business 


as 


practices, doing considerably 


better 


are 


than t h e | r brothers W ho 


stick to cash only. 

We need only take a look at the 
1955 Retail Hardware Survey that 
ran in the June issue of Hardware 


Retailer to see that regardless of 
the size of the community, each 
volume group also had a definite 


percent of credit sales relationship. 


Low volume cash sellers 


Based 


depending 


the 


business 


on averages, stores 


on cash for 


most of their volume, were in the 
very low volume bracket, and in 
most cases, operating at a_ loss, 


while those who depended on credit 
50 
their volume, were in the top vol- 
bracket, 
making the most 


selling for percent or more of 
generally, 
both 
centage wise and dollar wise 


At Northern Wholesale 


ware, we made a 


ume and were 


money, pel 
Hard- 
survey 
of our more than 300 dealers, and 


recently 


tound that the same trend was fol- 
lowed. 

Kach of these surveys certainly 
upholds the findings of the other, 
though one group is restricted 


geographically. 
In its 
selling has had only a 


years of building, credit 
really 


effected 


few 

important steps that have 

the hardgoods business 
Cash 


mented by a charge account to tide 


business was first supple 
the farmer over until his crop was 
sold. Next the city people wanted 
to get on the cuff, so the 30 day 
account was devised. Then as peo- 
ple wanted to go further 
sold 


SOOT) 


in debt, 
chattel 


Way 


items were 


These 


convenient 


major on 
mortgages. 


to the 


vyave 


more conditional 
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A STAR 







Red Breast 


Oxco 


Nationally Advertised 
Ti) 


post 


This top quality whisk has proven 
itself to be a consistent volume seller 


for dealers all over the country 


HERE'S WHY... 


.. » Oxco’s Red Breast is 
the whisk of a 101 uses-—-in the 
home, car, workshop or office 
It’s perfect for dusting off 
clothing and upholstery, 
cleaning out the car or brush- 
ing off the work-bench. 


©. .-. Tough, long lasting 
Florida palmetto fibres are 
springy and resilient to flick 
dirt and dust away in a 
jiffy. Double stitching helps 
whisk keep its shape 


3] .. Bright wire wrapped handle gives user a firm grip 
Metal cap with hanging ring makes storage casy 





















QUICK, EASY SALES — 2 COLORFUL 
SELF-SERVICE DISPLAYS... & 


The Red Breast is available in either of 
2 space-saving counter displays — perfect for 
boosting impulse sales. Either makes brushes 
easily for 





accessible customer self service 





DISPLAY RACK PACK — One 
dozen whisks plus 4-armed metal 


rack with top sign; all in one box 


whisks in colorfully printed set-up 
counter display box 
MAKE THE RED BREAST YOUR STAR PROFIT MAKER. OROGR YOUR 
SUPPLY OF EITHER TYPE PACK FROM YOUR JOBBER TODAY, 


The Oxco Red Breast is only one 
of hundreds of quality Oxco brushes 
bearing the brand name r 
by customers everywhere. Stock the 


complete line for greatest volume 


r _ , 
B8@reus "Es 





OX FIBRE BRUSH COMPANY, INC. 
secorcerta Loletheahad /444 waeriane 












Cash in NOW on the coming cold weather | Open end credit 


(continued ) 


with hot, new 










































sales contract. Then, the condi- 


@ HEAT TAPE KITS tional sales contract went open end, 





for pipes nes allowing the debtor to add other 

4 | purchases, and now, the soft goods 

| people, whose merchandise is more 

' = | or less unrepossessable, are going 

' <£ | » > re -hargea 

‘ me ’ S a hog wild over the revolving chargé 
= 7 tn account, 

Heat Tape Kits A Sell winter - long Z G VARANT E = D a This parade of progess, if you 

come in 5 sizes. . protection against < ees Ca Spee was wish to call it that, leaves the 

freeze-ups in a ZB SSISWISSSS MSHS average hardware merchant, with 

single package! @ HEAT CABLE KITS his mostly cash, plus a few 30 day 


KASY-HEAT Tape Kit wraps quick- 
ly around pipes—plugs into any A.C. 
or D.C, 110-volt outlet. Includes pre- 
spaced, sewn-on Heat Cable, plus two 
coverings of Insulating Outer Wrap 
and friction tape. 

KASY-HEAT Cable Kits melt roof 
ice; protect eaves, downspouts. All 
wire by Welcraft — leading heater 
wire manufacturer for appliance in 
dustry. Kits come in colorful individ. 
ual cartons, Line up now with EASY.- 
HEAT. Kasy profits! 


for eaves, downspouts, etc. 


charge accounts, still in the start- 
ing gate as the race for sales goes 
full speed down the back stretch. 

| would like to briefly outline for 
you, what two dealer friends of 


mine have done to stay in the race. 





‘olu Shows fear rise 
Heat Cable Kits come in 8 sizes. Volume shor dy 


One is working it very nicely 
with open end conditional sales 
contracts. This method, we might 
consider a little more difficult and 





Wholetaiers: Write or phone 
for Tull sales pian 






Free eaves, 
gutters and 
downspouts 


ZERAPTY Products Co.. of teat 


New Carlisle, indiana 


eeecruere ar 


complicated, but it is also more 
conservative. 





The other has gone all out for 
the revolving credit account and 
is getting the volume boost that 
its advocates promise. 


Be ready for the 
BIG 

VIL,GAS 
HEATER 


HEAT WAVE 





Schneider Bros. Hardware, an 
old established retailer in the mill 





town of Longview, Wash., has done 
one of the better selling jobs on 
conditional sales contracts, in the 
| Pacific Northwest. 








They work these contracts for all 





| 
| that they are worth, and have done 
| so for years. 

| Just let your mouths water ove 
| this rather typical case history, 


from among their 1100 active con- 















e if “ tracts, of a customer to whom they 
iis | granted credit more than six years 
' bw ts ago: 

Vented Space Heaters | Jones and his bride arrived in 

ey se en Fyeer OO wy | Longview without much of a nest 7 

good old Vented Floor Furnaces | | , 

selling time } mode 15 000 BTU te 7 p | egg with which to set up house- 
Stock and sell Vented Wall Heaters’ | keeping. His job at the mill paid 
the complete line bels——-29,000 BIU to ¢ ) BTU | $260 and there were many needs. 
a wm ay poy maenous BTL Since hardware, housewares, and 


Every Martin Gas Heater is AGA approved for appliances were foremost among 


natural, liquefied and manufactured gases. 


Send for complete cata! 9 


these needs. Jones chose a credit 


granting hardware store to do 





Manutactured by << = business with. It lead him right 


MARTIN STAMPING & STOVE CO. ie | down to Schneider's. 
Huntsville, Ala. Over 50 years heater experience GAS MEATERS The Jones first purchase Was for 
il dishes and kitchen utensils, 
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ICE BUCKET ~- TABLE ICE CRUSHER * PORTABLE CAN OPENER 
Big, 6% at. ice container for today’s - It’s portable for convenient use It’s the one fine portable can opener 
smart hostess or home bartender - anywhere kitchen, patio, bar . made today. Double-geared to give 
One solid unit with no liners to ° Ice cup holds crushed ice from =: easy, smooth, effortless cutting and 
wear out. Won’t sweat or mar ° two full trays. Simple adjustment - a safe edge. Has a handy bottle open 
‘ furniture. Keeps ice fresh for 18 2 for fine or coarse ice. Choice of - er, too! Perfect for picnics, fishing, 
hours. Choice of colors $7.95. , colors, from $8.95. . barbecues and of course kitchen duty 
. . Only $1.9% 














boost summer sales with SwinG:A'WAy 


first in sales 


because it’s first in value! 
SWING-A-WAY MANUFACTURING CO. + 4100 BECK AVE. + ST. LOUIS 16, MO. 
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KLEIN 


PLIERS | 


NATIONALLY 

ADVERTISED 

TO HELP YOU 
SELL 






























































The Reds 


canuntey wont 
> “4 } pre Afver me! 
% q)' eee ane 


foal 


ita» ar “0G vims, 
x df 
POC CL 


. 4 
44 
cTor ; 


wa COnmSTEY 
PT conpeetes or wes 
cers 


fy i 


For many years Klein Pliers 
have been nationally advertised 


in America’s leading magazines. 


Today, bigger promotion on 
Klein Pliers means larger sales 
and greater profit for you. 

For every genuine pair of 
Kleins you sell, you have made 
more than a profit—you have 
made a satished customer. 

Piace a Klein self-service dis- 
play on your counter and you 
will find that Klein Pliers help 


sell themselves. 


Mathias KLEIN A cn 


McCORMICK ROA 








Open end credit 


amounting to $96.45. Payments 
were $8.50 per month on a 12 
month contract. 

Three months later a steam iron 
was added. Payments were un- 
changed. 

A month later, Jones bought $29 
worth of hand tools, raising pay- 
ments to $9 per month. 

ive months later, vacation time 
was at hand and the Jones remem- 
bered their open end contract at 
Schneider's. 

They added sleeping bags, camp 
stove, a portable ice box and other 
equipment, totaling $126.77. The 
contract Was extended to 15 months 
at $12.40 per month. 


Buys home on shoestring 


Payments came in promptly for 
6 more months, at which time the 
Jonses decided to buy a modest 
house, on a shoestring. 

They needed a refrigerator, .a 
stove and a washer. This brought 
the new unpaid balance up to $633.- 
42. Payments were raised to $26.40 
per month on a 24 month basis. 
They missed one of their next six 
payments due to the usual unfore- 
seen expenses of moving into a new 
house, 

The next addition was $42.50 
worth of fireplace equipment which 
resulted in no increase in pay- 
ments. During the next 9 months, 
two payments were missed, but in- 
terest was always kept current. 


Needs washer for child 


An addition to the Jones familys 
and a pay increase called for a new 
automatic washer, and again Jones 
naturally thought of only one source 
of supply, Schneider Bros. 

The new washer raised the un- 
paid balance back up to $607.87 
During the next 5 months, Jones 
made 4 payments and got another 
small raise. 

Two months later he bought a 
dryer to match the washer. This 
raised the payments to $29.30. 

During the next 12 months, the 
Jones family paid $293 on the con- 
tract. 


(continued ) 


As Christmas approached, 
Schneider’s made their usual 
Christmas special, pitch to their 
credit customers. 

The Jones came in to make their 
December payment and added 
$161.45 to their contract when they 
bought a stainless steel] service and 
an automatic coffee maker for her, 
and a rod, reel and power saw for 
him, plus a few toys for Junior 


Increases his purchases 


months, and seven pay- 
$89.50 


Hight 
ments later, an power 
mower was added without chang- 
ing the payments. 

You notice that Jones has missed 
an occasional payment. Schneider's 
have learned that the average 24 
about 2% 


months due to their policy of al- 


months contract runs 


lowing skips when reason seems to 
warrant it. 

Six months later, the balance 
was down to $279.17, and the mill 
went out on strike. 

Schneider’s had been through 
this routine before and they made 
adjustments to fit. The strike 
lasted three months and Jones had 
to make half payments for another 
three months, but when Christmas 
rolled around, the Jones family 
was invited to make Schneider 
Bros. their family gift center 
again, and on the cuff. 

The Jones again took advantage 
of the plan and added another 
$129.80 to their contract for house- 
wares, tools and sporting goods. 
Payments were now $21 per month, 
and coming in regularly. 

The most recent entry on Jones 
contract was a TV set that put his 
payments back up to $28.40, and 
he is still going strong. 

His purchases on the contract, 
over this period, total $2,166.54, at 
Schneider's full margin of profit, 
plus nearly $200 in interest. 

During this same period, Jones 
purchased $423.46 on regular 30 
day accounts, plus cash purchases 
of an undeterminable amount, 
when thev were in the store to 
make payments 

Jones cannot recal) purchasing 
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BRAND 


eeu? HAMMER 
SALES BULDERS 


Priced to Sell at &:..: 


Featuring— 


New Light-Weight Construction = 


NON-BREAKABLE © 
FIBER-GLASS HANDLES 


V Stronger than steel— 
with the Hickory Feel 


Vv Guaranteed non-breakable, 
in normal use E16 


V Will not bend out of shape NAIL HAMMER 
V Will not collapse 
V Will not rust, rot or corrode 





2 


FIOR 
RIPPING HAMMER 


a PERMABONE 






























ORDER NOW—Stimulate your sales by displaying 
Plumb Hammers with glistening polished heads and 
Fiber-Glass Handles—an exclusive Plumb feature— 
at the lowest price ever offered. 


NAIL HAMMER F16 
16 oz. Head 


Advertised 
Dealer Price Consumer Price 
$31.60 Doz. $2.63 Each $3.95 
RIPPING HAMMER F16R 
16 oz. Head Adverticed 
Dealer Price Consumer Price 
$31.60 Doz. $2.63 Each $3.95 


Above Hammers packed '/1 doz. in shelf boxes. 


DISPLAY—SELL AND PROFIT WITH PLUMB 
AMERICA’S FAVORITE HAND TOOLS 


PERMABOND 
Keeps Handle Tight 


allie lil-Malelilel ale 
sembled with Perma- 
bond, a chemical 


5 
E 
i! 
weld will not i 


P HAMMERS -HATCHETS AXES FILES | 





come loose in 


normal use a Tae? " Stace 1956 
FAYETTE R. PLUMB, INC. PHILADELPHIA 37, PA. 
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Open end credit monthly payments during the fol- 
lowing year 





(continued ) Schneider’s Christmas business, 


written under this plan alone, got 


any hardgoods from a chain store tomers inviting them to partici- well into five figures last December 
since his arrival at Longview. pate. By 1956 standards, our own re- 

Another unusual development is Under the plan, the wife may tail stores in Salem are quite back- 
the thoroughness with which buy for the husband and the hus- ward in the scramble for credit 
Schneider's have tied the Christ- band for the wife, and both for business. Though nearly 60 per- 
mas family gift center promotion the children or friends. cent of our volume is credit busi- 
into their credit selling. Then all purchases are consoli- ness, we are still procrastinating 

A letter and type of family credit dated into one account, with a on jumping on the revolving credit 
card are mailed out to their cus- single down payment and easy bandwagon. 


Several years ago we charged 
over from the regular conditional 
sales contract that was discounted 
at local banks, on bank terms, to 
the open-end, or add-on, type of 


conditional sales contracts which 
| we control and carry ourselves. 
To those dealers who have not 
. gotten this far along in the race, 


1 can heartily recommend that they 
make the move. 
It will help your sales volume 
It improves your relationship with 
Es oh. your customers. 





Make payments in person 


Well over half of the instalment 


i payments are made in person, sub- 
AINE stantially increasing your floor 


traffic. 


PEMRmOVER You will find a younger group 


of customers that will start grad- 





‘Deels Off Paint 


ually to come your way because 
you will be better serving thei: 
PEQUIRES NO AFTER WASR needs. 
One QUART : Most young couples of today are 
| so far committed on instalments, 
that they have to make most of 
their larger purchases where pay- 
ments can be absorbed in their 
present payment schedule. An open 
end contract meets their require- 


ments. 

Recommend Klean-Strip for any refinishing job. It’s the universal We found that the most difficult 
remover that peels off many coats with one easy application. problem in getting the open end 
Klean Strip works much faster than old-fashioned removers and contract to function properly was 
necds no neutralizine Nationally advertised Nationally distributed coaxing customers into the habi 

by leading paint and hardware jobbers. Shelf of adding on. 

lite guaranteed. Write for free sample, It had been our hope that a cus- 
Top-Selline tomer who signed up to pay $10 


Klean-Stri per month, would continue to do 
non se) so for years Rate agp on 


, but it wasn’t working 


mable ° out that way. 
inflam sad a = p off, Fe + | 7 Ly - 


remo We eventually upon a novel 
tor receipt, which is mailed out at 
1s! THE KLEAN-STRIP CO,, INC, the time each contract payment is 

ye 2540 5S. Lauderdale, Memphis 6, Tenn posted. 


It thanks the customer fer his 
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SEINE TWINES 
SEINE CORDS 
TROT LINES 
STAGING 
VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 

MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 

CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


y YOU CAN PUT YOUR 
CONFIDENCE IN THE 


MIKE” 


QUALITY MERCHANDISE 
PROMPT DELIVERY 


JUTE 
TWINE 


available in 






f - 


fithh. iN 
Hil o® 


Hh uth 


“ 





(R 





BRAND 


A dependable source of supply for jute 
twine in these two popular sizes 





ART. 544 


K 12 Ib., 3 ply, 8 oz. solid wo ' 
as ORDERS OF $50.00 OR MORE, FREIGHT mde dae d bolls, 1185 ft. per ib., 


PREPAID. Orders of less than $29.00 f.o.b. Mill, 





Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges 


ART. 545 
28 ib., 3 ply, 8 oz. solid wound balls, 510 f1. per Ib. 
94 Ibs. tested break 





incurred outside carrier's regular zone of delivery. 








WHEN YOU DISPLAY THE MIKE! LINE 


it Sells / 


ea NORTH CAROLINA 








786) Sepulveda Bivd Marietta 1104 Gaston Ave 
an Nuys, Caliternia Minnesota Dalles 76. Tesas 





ESTABLISHED in 1673 





Waynetown, indiana 
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Handsome display takes vises 
from shelves . puts them 
where they sell themselves 
Minimum space, Holds 6 big 
Milwaukee vises, Measures 38" 
high, 24 wide, only 10” deep. 
Real aisle saver! Today, get 
details on three different deals 


-.e0ne fits your traffic volume! 


NEW RED 
GIANTS 
Ne. 607, 4°* 


Ne. 608, 5”* 


Ne. 600, | Y, “es 








Ne. 605, 3',"* 





Ne. 806, 





Ne. 622, 3',"* 
Ne. 823, 4',"* 


* jaw Width 


MILWAUKEE TOOL 
& EQUIPMENT CO. 





2761 S$. 29th St. © Milwaukee 46, Wis. 
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Open end credit 





payment, shows the unpaid bal- 
ance, reminds him that he has an 
open to buy of so many dollars 
without additional down payment 
or any increase in monthly instal- 
ments. 

Finally it urges and invites him 
to take advantage of this availa- 
ble credit. Many are now follow- 
ing that suggestion. 

The big advantage offered by 
the old fashioned open end condi- 
tional sales contract for the hard- 
ware dealer is that though he may 
not be an expert on credit and he 
doesn’t have a high powered col- 
lection department, he still has the 
protection of the title to all mer- 
chandise that is on such a contract, 
until it is paid in full. 

The big boys are treating this 
security lightly as thev go full 
speed into the mad merry-go-round 
of revolving credit. 

The Wall Street Journal quotes 
one department store executive as 
saying, “One beauty of this plan 
is that once a customer gets on 
the books, he never gets off, he 
just goes round and round. 

“Another predicts that in five 
years revolving credit is the only 
kind that they will be offering. 


Relatively simple start 


The revolving charge account is 
a relatively simple thing to set up. 
The customer chooses the amount 
he wants to pay each month, and 
then the credit limit is set at either 
6, 10, or 12 times that amount. 
Mach month the dealer adds on a 
carrying charge which is usually 
1 percent of the unpaid balance. 

The system began to gain popu- 
larity about 3 years ago, and by 
now has grown so popular that 
even J. C. Penney is giving it care- 
ful study. 

The department stores are in 
with both feet. 

Sears and other chains have it 
in most of their stores. 

The public has taken to it like 
ducks to water. 

One of the first independent 
hardware retailers to go all the 
way on revolving credit in our part 
of the country was the Farr’s, who 
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(continued ) 


operate two stores in southwestern 
Oregon. One is at Coos Bay, the 
other at Coquille, 18 miles away. 

The stores are long established, 
enjoy the confidence of the local 


citizens and have recently been 


modernized. They had done credit 
selling for years. 
FHA title one 


written for plumbing, pumps, roof- 


contracts were 
ing and the like. 

Major appliances were sold on 
conditional sales contracts, which 
were in turn discounted at their 
banks. 

Thirty day accounts had been 
tandard with the stores for years. 

You might say that the Farr’s 
were credit merchants. 


like all 


business people, they were not sat- 


However, progressive 


isfied and spent months of study on 


just how to better their competi- 


tive position without reducing mar- 
gins and without increasing over- 


head. 


Use machine bookkeeping 


After due consideration and 
planning, a series of moves were 
made : 

1. Machine bookkeeping was in- 
stalled to get their house in order 

2. Bank contracts were discon- 
tinued in favor of an open end 
type of conditional sales contract 
that they now carry at the store. 
They 
(Contract Accounts. 


have dubbed it Continuous 


3. The regular 30 day charge ac- 
counts were continued, as was the 
FHA, gift certificates, layaway and 
other services. 

1. The change that really caught 
their customer’s fancy was the 
brand new budget charge account 
which is now Farr’s pride and joy, 
and their own particular name for 
revolving credit. 

All of Farr’s known customers 
were sent a mailing, telling them 
of the new credit services and of 
bookkeeping 


the new machine 


equipment that the store had 
added 
in the future Was pointed out. 

Next, all 


;? 


using the 30 day 


The resulting better service 


customers who were 


charge accounts 
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Miaake Operation Home Improvement 
More Profitable This Fall...Feature 


EYNOLDS Do-it-Yourself ALUMINUM 


STORM WINDOW ITEMS 


Get This Complete Home Improvement 
Promotional Package for Your Store 





















* New Window Display with 
Actual Storm Window- 
Screen Samples 














a Zi ° 
( M * FREE How-to Sheets on 
Storm Sash Construction 
Ae = 
« £ , 
~~." == ae i 
-- — =~ * Ad Mats for Your Own 


Ls Tie-In Advertising 











O* §\ctecem + Mow York Ging 
w5 





Reynolds Do-It-Yourself National advertising will tie-in 

to the rapidly growing Operation Home Improvement 

movement. Your own displays— centered on the new 

sample window display — will complete the promotional 
‘a circle to bring storm window customers into your store 

for complete materials. And you can make every 

sale a big ticket sale. 


lad noplpbh wr, Customers will be getting 


your name from Western Union Operator 25 


REYNOLDS METALS COMPANY, 2498 SOUTH THIRD STREET, LOUISVILLE 1, KENTUCKY 
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( Jpen end credit 


mailed information on the 
new budget charge account. 

A leaflet, explaining its every 
detail was enclosed and the sug- 
gestion was made that many cus- 
tomers might like to switch over, 
and they were invited to do so. 


were 


It was pointed out that the cus- 
tomer need pay only 10 
of his credit limit each month, and 
that additional purchases could be 
made within the credit limit range, 
without changing the payments. 

In a later letter directed pri- 
marily to the accounts that 
usually a little slow, it was quite 
forcefully indicated that these ac- 
counts should either be paid in 
full, or switched over to the budget 
basis. 


This of would bring 
Farr’s 1 percent per month interest 
on the account, rather than no in- 
terest at all. 


percent 


were 


course 


Switch to budget buying 


Oregon also has a law which re- 
quires the borrower's consent to 
charge over 8 percent interest. 

Farr’s have very conveniently 
taken care of this on their credit 
application, which constitutes au- 
thority to charge rates of interest 
that are in line with those specified 
in bank contracts, though they are 
in excess of the Oregon 
authorized maximum. 


non- 


Due to no more discounting of 
contracts, and the expanded budget 
accounts, receivables have increased 
a whopping 45 percent. 


Delinquent accounts have de- 
creased substantially, while the 
total outstanding has _ increased, 


because people on tight budgets can 
schedule their payments over a 
longer period. 

Long time customers, who have 
switched from the regular 
30 day accounts to the budget ac- 
counts, are buying more from 
Farr’s than ever before, and pay- 
ing as agreed, Collection problems 
have diminished. 


been 


Under the old set up, the so 
called 30 day accounts actually 
averaged 50 days before payment, 
without yielding a penny in inter- 
eat. Now Farr’s collect 1 percent 


continued ) 


each month, which goes a long way 
toward carrying the bulk of office 
overhead, 

Customers seem to have no ob- 
jection or complaint about the in- 
terest charge, but they do pay up 
more promptly than ever before be- 
cause of it. 

Overhead has not been increased, 
and in an area that has been gen- 
erally depressed due to a soft lum- 
ber market in ear!y 1956, Farr’s 
sales are running comfortably 
ahead of the like period a year ago. 

No grumbling or complaining 
about business conditions can be 
heard from the Farr organization. 

Perhaps many of you are think- 
ing in terms of easy credit being 
one of the evils of our generation. 

We know that individual bank- 
ruptcies are on the rise and that 
more people are going bankrupt 
now than ever before, and too much 
instalment buying has been men- 
tioned by more than one referee in 
bankruptcy as a principal cause. 

However, when considered in re- 
lation to our large population in- 
creases, the number of families who 
have gone too far out on the limb 





Craduated Shelves Sell 
More Sandpaper 


Graduated shelving makes this dis 
play a visual merchandising unit for 
O. R. Sands Co., in Louisville, Ky. 
Each shelf projects two inches be 
This idea in 
of abrasive papers 
Customers can easily examine and 
compare surfaces. It has helped to 
promote selt-selection in this section. 


yond the one above. 


creases soles 





is neither frightening nor indica- 
tive of a mass movement. 

ft merely points up that we owe 
it to ourselves and to our custom- 
ers to carefully screen credit ap- 
plicants and sincere 


have a con- 


when considering their 
ability to pay. 


Just remember this: 


science 


if a prospec- 
tive customer is deserving of credit 
and you won’t sell him, one of your 
competitors will 

Some advocates of the cash sys- 
tem say that credit merchants are 
digging their own graves. 

I’d rather put it this way: if we 
don't follow the business practices 
of our era, and use credit selling 
as a sales tool, our competitors will 
dig our graves for us. 


You need hard planning 

time, not every 
is overloaded with surplus 
cash in his treasury to finance a 
huge consumer credit selling plan. 
long and hard 
financial planning had best precede 
the launching of such a program, 
but I am thoroughly convinced 
that, if the dealer has the desire 
to furnish the service, and has op- 


At the present 


dealer 


In most cases 


erated his business with responsi- 
bility and integrity in the past, he 
will have little difficulty in finding 
the required assistance. 

The dealer who is not in position 
to finance consumer paper out of 
his own funds, has three basic 
alternatives: 

1. He can arrange bank borrow- 
ing to cover his accounts and con- 
tracts receivable. 

2. He can arrange to discount 
his contracts receivable at a bank, 
or through one of the recognized 
finance companies. 

3. He can sell his receivables to 
company without re- 
if he writes them on the 
finance company’s terms. 


a finance 


course, 


Any of the three alternatives is 
better than offering no credit ser- 
vice. Each has some merit. 

I would emphatically recommend 
them in the order mentioned, for 
under alternate No. 1 the dealer 
who carries his own contracts and 
only has complete 
control of the entire transaction, 
from beginning to end, but he also 
has that customer coming into his 
store many times a year to make 


accounts, not 
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The extra-close mesh 
of CYCLONE “Catch-All” BASKETS 


is a real sales point! 






























Cyclone Catch-All Baskets have a built-in safety feature 


i 


that makes them the finest rubbish burners on the market 


7 
sc 7 


It 1s their close mesh (114”) which holds burning leaves 


-< 


or rubbish safely inside and greatly lessens the hazard of 
fragmentary sparks. This is an advantage any property 
owner will instantly recognize and appreciate 


These big baskets are 28” high, with a top diameter of 


— = 
« - .d + 

—— 
ee 
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20” and a bottom diameter of 16”. They are made of 


heavy No. 10 wire for rough service. Their close (1'14” 


— = : 
—_* 
—_- 

o.oo 
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mesh is welded at every fourth intersection (there are 


198 strong welds) to make them extra rigid, extra durable 


They are available with baked green enamel finish, or, on 


+ a 
‘as 
+ 


special order, galvanized after fabrication. 


— 
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How’s your stock ¢ 


Within a few weeks now .. . when leaves begin falling 


= 
=. 


the demand for rubbish burners will pick up perceptibly. 
Better check your stock. If you’re short on Cyclone Catch 
All Baskets, see or call your jobber without delay. And, 
remember, Cyclone Baskets sell faster, so don’t under 
estimate your needs. Cash in on the national “Keep America 
Beautiful” campaign by pushing the sales of Cyclone Baskets. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINGIS— SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, WEW YORK 
PACIFIC COAST HEADQUARTERS—OAKLAND CALIF 
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More trappers prefer Victor animal 
traps than any other brand. And more 
trappers buy Victor than all other 
brands combined. Here are three rea 
sone why 





Neo. 1 VG Victor with delayed action guard 
is the trap selected by thousands of 
muskrat trappers to catch and hold their 
‘rates, Also ideal for trapping skunk and 
mink, 


Neo. 2 Victor single jaw, coil ae trap 


was designed by and for successful fox 


trappers, Sturdy, quick in action, it has 


exceptional holding power. 





Neo. 1 JG Victor Stop Less oo is compact 
can be set anywhere. Usec 


ite holding power to prevent Lona, 


Order these and other Victor 
styles used by trappers in your 
erea from your whelesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Po. + Pascagoula, Miss. 
Berkeley, Cal. + Niegere Falls, Canada 
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extenmvely 
by professional trappers who depend on 


Open end credit 


payments and be exposed to a sales 
pitch and other impulse merchan- 
dise that may be added to his base 
account or contract. 

He also has the opportunity to 
earn a minimum of 
the 


him 


12 percent in- 
that is going 
Oo percent or from 
his bank, a 100 percent profit on 
the that is 
build better volume and more prot- 


terest on money 


to cost less 


money being used to 


itable sales. 

That should be 
to dealers who are knocking them- 
make 2 


alone attractive 


selves out to percent net 
on sales. 

When a dealer discounts or sells 
his receivables, as in the other two 
alternatives, he loses some control 
of the transaction because it is no 
longer a relationship between the 
store and the customer. 

A third party may destroy the 
good will which you have toiled so 
hard to create. 


Unless you carry your own paper, 


you may never see your customer 
again, but at least, a big ticket sale 
has been made that would have 


otherwise gone to one of your com- 
petitors. 

“My customers will quit me if | 
try to charge them interest rates 
higher than the bank,” 
seems to ve the fearful opirion of 
many retail merchants. 


those at 


Do not fear these rates 


They are wrong in seveérai re- 
spects. 

In the first place, those low bank 
rates that the dealer fears are not 
5 or 6 percent. 

When banks make the small per- 
sonal loans that are comparable to 
the more 
likely to be 16 percent, although it 
is called & percent discount. 

Also, people are getting accus- 
tomed to not only 18 percent inter- 
est, but up to 36 percent interest, 
as evidenced by the amazing 
growth of the private loan compa- 
nies. 


our contracts, rate is 


The lowest preferred rate that | 
can find from a private loan com- 
pany is in excess of 24 percent, and 
this same company has two higher 
rate charts on which the majority 


continued ) 


of their business is transacted. 

Our customers are conditioned to 
expect to pay a stiff rate on a small 
amount of money to such an extent 
that the profit seeking dealer can 
hardly afford to pass up this source 
if potential profit. 

In the 
population 


Portland, Ore.. 
100 000, 


is buying the 


city of 

about one 
single loan company 
150 


from 25 to 346 


contracts of retailers whose 


customers pay per- 
cent carrying charge. 

this 
company spent several months fear 
ing the results of getting our carry- 


ing charges up to where they would 


I stress point, because our 


be profitable. 


When we raised our rates 


Less than a year ago, we raised 
them 


from 5 percent discount to & 


percent discount (a 60 percent 
boost), and held our breath. 
and to the 


there 


Nothing happened, 


best of my knowledge, has 
never been a derogatory comment. 
In fact, the 


tically 


increase went prac- 
that 95 
the 
the 


carrying 


unnoticed. It 
of the 
slightest bit 


seems 


percent people aren't 
interested in 
amount or rate of the 
charge. 

The size of the monthly payment 
is all that matters. 

We that North 
America is a big area, and that it 


number of 


must recognize 


and 
limitations by law that vary from 


covers a statutes 


state to state. 


i understand 
one of the usurv 
‘egislation. my remarks 
will not apply in every locale. 


that Arkansas is 
most s¢vere on 
Some of 
said that successful 
rapidly digressing to 
two extremes: the high quality, well 


It has been 
outlets are 
displayed, expensively fixtured, ser- 
vice giving sales organization that 
gets full price for their goods; and 
the bargain barn type of outlet that 
gives no service, no customer gul- 
guarantee, no credit. 
looks crummy and selis for less. 

Most 
today are in the unfortunate posi- 
tion of being in the middle trying 
to get the good price, without giv- 
ing the good services. One of the 


dance, no 


retail hardware stores of 
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loaded with 


value 


THE STEVENS 77-SC 


with Savage Super-Choke 


and recoil pad 


$74.50 (retail) 
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STEVENS 77-8C 
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Se, Seller OF HIGH 
== 4 SPEED STEEL 
JOBBERS' 
DRILLS 








pee? 

OF COURSE S/R. 
JUST PICK THE S/ZE ORILL 
YOU WAN7. ‘ ‘\ 
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CONTACT YOUR JOBBER OR — 
HENRY L. HANSON COMPANY 


24 UNION ST. ~ WORCESTER, MASS. 
A AN RMR 
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Open end credit 


most important of these 
is a credit plan to meet 
tomer’s budget needs. 

And don’t ever think that just 
because you install a new and 
streamlined credit service, the pub- 
lic will beat a path to your door. 

Credit selling has to be pro- 
moted, advertised, talked,  ex- 
plained, and pointed up constantly 
and everlastingly. 

Sometimes | allow myself to 
think that everyone in our trading 
area is aware of our credit offer- 
ings, but the error in this feeling 
of false security is often empha- 
sized quite painfully. 

Just recently | happened to fol- 
low a middle aged couple out our 
front that they had 


services 


the cus- 


door. I know 


Upgrade Your Customers 
To Boost Paint Sales 


(Continued from page 82) 


column newspaper ad. 

(ronan’s use newspaper and di- 
rect mail advertising to promote 
both paint and wallpaper depart 
ments. Once-a-week advertising in 
the Kast Providence paper, and 
monthly in the Providence paper, 
during busy seasons frequently in- 
cludes wallpaper and paint depart- 
ment messages. 

Direct mail material provided by 
paint manufacturers is used by 
Cronan’s, and is sent to the firm’s 
own mailing list. 

(ronan’s participate in all pro- 
motions sponsored by an East 
Providence merchants’ association. 

Paint and wallpaper are sold on 
budget 
having 


accounts and to customers 
reguiar charge accounts. 
Cronan’s carries its own paper on 
all budget purchases. 

If the account is for $50 or less, 
terms are arranged to suit the cus- 
tomer’s needs. On such purchases 
close to $100, the store requires a 
20 percent down payment with com- 
pletion of the contract in four or 
five months. 

Cronan’s store is located on a 
busy downtown street in a city of 
$5,000. It also draws customers 
from the adjoining city of Provi- 
dence with a population exceeding 
250,000. 
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(Continued ) 


been trading with us for cash for 
They have read our 
ads and been exposed to our credit 
offerings for all this time. 

1 overheard their conversation 
while we waited for a traffic light 
to change. They liked a dinner- 
pattern which we stocked 
very much, but since the total pur- 
chase was in the vicinity of $100 
they were on their way to get a 
pattern which they liked less, from 
a department store where they 
could get credit. 

They were surprised and amazed 
to know offered even 30 


several years. 


ware 


that we 
day accounts. 
This very thing happens to thou- 
sands of retail hardware 
every day, 


dealers 
costing them big ticket 
not on'ly hecause an 
credit 


business, at- 


tractive avalil- 
but 


as a group, we 


plan is not 


able, also, as in this case, be- 


cause have a repu- 
tation consumer 
credit. This is an impression that 
will take years to change. 

We must be 


of frowning on 


hold our 
heads high, and say with pride that 
ve offer credit service equal to any 


able to 


of our competition, and that we are 
worthy of our customer’s big ticket 
business. 

Then, 


out 


and only then, can we go 
and get back that 
portion of our volume 
we have allowed to drift 


desirable 
that 
away. 


sales 





HARDWARE HUMOR 


PAINT AND REPAIR 
iT YOURSELF 
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I've been so busy stocking and sel! 
ing do-it-yourself items that | had to 
hire a painter to do my living room.” 
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DELTA home worxsnop 


Special £ 


means BIG FALL PROFITS for you! 


now you can offer your customers a 


Delta Saber Saw Attachment with 
every Delta Homecraft Saw-Jointer! 


IT’S A REAL PROFIT-MAKING SALES BUILDER! 


YOU GET YOUR FULL $47.68 PROFIT 
Delta Saw-Jointer sale 





on every 
and you pay nothing for the 
saber saw attachment! ‘Think what you can offer your 
customers: famous Delta FULL QUALITY Saw- 
Jointer--plus FREE saber saw attachment — plus 
EASY Delta Budget Plan terms! Remember, this 
profit-making special breaks on August Ist that’s 
why it’s important to order your stock today! 


NATIONAL ADVERTISING PRESELLS YOUR PROSPECTS! 
HARD-HITTING DELTA ADS in The Saturday Eve- 
ning Post, Popular Science, Popular Mechanics and 
Homecraftsman will move prospects to buy right 
away! And the eye-catching point-of-sale display 
(shown above) plus a real traffic-pulling newspaper 
ad will help you channel this national selling power 
into your store! 





i 
ey \ 
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Send for DELTA Jobbers Names —Today! \ 1 
\ 
ORDER YOUR STOCK of Delta Homecraft Saw- \! 
Jointers and FREE Saber Saw attachments NOW! 
Display and advertise your Home Workshop Special 
when the first ads break on August Ist. , 
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another product by 
ROCKWELL 
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NATIONAL 


DELTA 


BUDGET 
PLAN 


Use the Delta 
Budget Pian to 
make it easy for 
your customers to 
buy the way they 
want to buy--on 
eaty, convenient 
terms. 


CUSTOMERS PAY AS LITTLE AS $7.10 A MONTH! 


The fast, convenient Delta Budget Plan makes it 
even easier to sell the Delta Home Workshop Special 
in volume. Think of it: you can offer the big Delta 
Saw-Jointer plus the FREE Saber Saw~—-all for as 
little as $7.10 a month. No waiting, no red tape 
and you get your money right away. So get set 
talk to your jobber now. 


Delta Power Tool Division, Rockwell Manufacturing Co. 
680H WN. Lexington Ave., Pittsburgh 8, Pa. 


Please send list of Delta Jobbers in my area. 
Name Tithe 
Company 
Address 
State 


City 


County 






23 most popular 
prices now available 
from stock! 


10c - 1Se - 19¢ ~- 25¢ - 29¢ 
35 ~ Wo 49¢ - 50c - 5% 
60c - O% 79c - 9c - 9Bc 
$1.00 - $1.19 - $1.25 - $1.29 
$1.39 - $1.49 - $1.59 - and 
plain (no printing) 

. 
Kach price denomination 
in a handy dispenser-type 
box 500 labels per roll 
Label size perforated 
9/16" «2 #/16" 
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PRE-PRINTED 





















pricing SELF-SERVE iterns is 
so fast and easy with...the new 























Caddy Rack Woe. 20: a lightweight caddy 
rack to hold any selection of twenty 
boxes. Every price in front-line view. 





Reul time severs... these new 
Avery stock Pre-printed Price 
Labels. Faster to use...easier to read 
neat and clean — they're ideal for 
price-marking merchandise of all kinds 
Stick instantly to any smooth surface, 
plastic - wood - china - glass - metal 
cardboard — and all transparent wrap- 
ping materials. They're self-sticking 
no moistening...no mess...no smeary 
hand-marking ! 
Also aevailable...from Avery, are acom- 
plete line of custom-made price-marking 
labels, food marking labels and made. 
to-order labels designed especially for 
YOUR brand — made to your specifica- 
tions! Immediate delivery for stock items 
Sample ‘em... TRY ‘em... BUY ‘em! 
Write today ! 





AVERY ADHESIVE LABEL CORP., Div. 174 


117 Liberty St., New York 6 « 608 S. Dearborn St 
Chicago 5 © 1616 S$. California Ave., Monrovia, 
Calif. ¢ In Canada, 207 Queen's Quay West, Toron 
to 1, Ontario © Offices in Other Principal Cities 


[) Please send more information—and FREE 
SAMPLES of Avery Pre-printed Price Labels 


[ } Have your Avery representative call soon 
my name 
company 
address 


city zone state 





We Need Better Trained 
Personnel in Stores 


(Continued from page 9 


You must have better sales 
people to represent you Lo hold 
your position in this economy. 
You and all of your employees 
must be better salespeople. You 
must not only know how to bette 
serve people when they visit your 
store, you must also be able to do 
a better sales job. 

People sometimes ask for a 
product you do not have in stock 
If you say you do not have it and 
let it go at that, you get walkouts. 
You can cut down on walkouts if 
you will get your salespeople to 
remember that people do not want 
merchandise. Customers want an 
end result. 

If you find out what end result 
customers want, you will fre- 
quently be able to sell them some- 
thing else that will do the job 
better. This will cut down lost 
sales because you are out of stock. 
Frequently you will upgrade cus- 
tomers by selling them a better 
way to get the end result they 
want, 


Add to your salespower 


You can train yourself and your 
people to do this quickly. You 
will have time to make quick pres- 
entations that will reduce your 
walkouts, and you can easily train 
all your salespeople to do that. 

This added selling power will 
also reduce your markdowns. 
When you see merchandise stay 
around your store too long, you 
will bring it to the attention of 
people who need the end results 
which that merchandise will pro- 
duce for them. Do it in such a 
way that they will buy it and be 
glad that you sold it to them. In 
this way, you will move much of 
that aging merchandise before it 
reaches the point where you will 
have to mark it down. 

This will also lead to another 
very desirable and profitable ac- 
tivity in your store. It will create 
many added sales. If you deter- 
mine the end results people want, 
you will frequently be able to 
help them by the sale of many re- 
lated items. 


The association has developed a 
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is the fast-selling | HARDWARE he 
line of glues! : 


(the line you should stock) 
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for Making Safe 
> 


——y ees “——"_—sELECTRICAL CONNECTIONS 





. 
GLUE-ALL WATERPROOF GLUE CONTACT CEMENT without Solder or Tape 

Here's the modern plastic it's the glue that boating ex- Bonds plastic laminates to 
give that sticks fast and perts use. Exceeds military plywood quickly, without . , , - ( 
strong Dries clear, won't specifications tor waterproof clamps nails of presses A we nsational aww tool that turns = Seve into 
stain. \deal for wood, paper glue. Resistant to acids, al Highly resistant to heat and an expert for making electrical connections, We are 
cloth, pottery—any porous kalis, fungus, rot. Super water. Outperforms other giving the Hardware Trade the first chance for retail 
material. in handy squeeze bond is stronger than the contact cements in stress distribution. are advertising the SUPER CHA MP 
bottle plastic tube and glass wood itself. ideal for any tests. Also bonds leather f th | 
jars: si7@s from lSe up outdoor project linoleum. synthetic rubber nationally, and guaranteeing the sale | t if initia 

and thin gauge metal small order with counter display ia not sold within 


the specified time, tools are returnable. 


A glue for every job 
..made to do a better job! CUTS WIRE—STRIPS WIRE—CRIMPS afrcady 


INSULATED TERMINALS and CONNECTORS— 
SHEARS STOVE BOLTS and MACHINE SCREWS 


Here is the multi-purpose tool that is a complete 
electrical workshop in one tool! Four big selling 
features plus the Big Guarantee Deal! Only the 
SUPER CHAMP Tool makes a clean cut through 
insulation and conductor. Strips any wire size 22-10 
and prepares the wire for the best possible crimp. 
Shears threaded bolts and machine screws cleanly, 
no burrs to file, no damaged threads. Four tools in 
one, and with the already INSULATED ‘Terminals 
and Connectors, your customers will have everything 
needed for a perfect connection 


MAIL COUPON for 








All 3 nationally advertised 
in the leading magazines 
read by glue users! 


@ SATURDAY EVENING POST 
@ POPULAR MECHANICS 

@ POPULAR SCIENCE 

@ BETTER HOMES & GARDENS 





© SUNSET Discounts and Deal 
EXCLUSIVELY SOLD BY 
. ¢ AMERICAN PAMCOR, INC. 
181 Hillcrest Avenue, Hevertown, Pa. 
A Wholly Owned Subsidiary of 
‘ a profit-building merchandising idea .. . Sreresenare® Pete, te 


a free ‘‘Glue-lt-Yourself Corner” kit FP OOOO eeaseeee 






AMERICAN PAMCOR, INC. 
181 Hillcrest Avenue, Dept. AAU 
Havertown, Pa. 

We are interested. Send us dealer discounts and 
details of your GUARANTEE Deal for CHAMP Teel 


Get yours today. Includes attractive ‘Glue 
it- Yourself Corner” sign that will brightly 
flag your glue department .. . shelf strips 
... 1dea sheets’ to help increase sales 

customer literature... Elmer's Glue Chart. Ask 








your distributor for yours, or write us direct mee ctu 
ES a ————— 
THE "ELMER 1S THE STRAIGHT LINE TO GLUE PROFITS! City lone State 
The Borden Company, Chemica! Division, 350 Madison Ave., New York 17,N.Y. ee Ee we] se ee al 
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17-volume course, 12 chapters of 
which are devoted to the sales 
features of a hardware store, and 
five chapters to give your em- 
ployees a better understanding of 
the economics of 


hardware store. 


operating a 


It includes instructions on how 
to conduct store meetings and has 
valuable and helpful information 
on the basics of good selling. The 
price of the course is low. 


Trained salesmen pay off big. 
There are basic selling funda- 






* 


at 


One-source Red-d pe saves valuable time, 
and eliminates 
errors in ordering. These factors contribute to 


reduces clerical wor 


increased profits for you. 


Only Diamond delivers bo# DTX Non-metallic 
Sheathed Cable and attractively-packaged 
Flexible Cordage ... produced to the same high 


standards of quality. 


ONE SOURCE! 


a 


mentals that can be mastered by 
everyone in organization. 


Creating a sale is simple. It con- 


your 


sists of wetting three reactions in 
the mind of an individual: 

1. You make people realize they 
need some advantage they haven't 
got now. 

2. You convince them that you 
have the best thing they can use 
to get that advantage. 

8. You make them want the ad- 
vantage enough to get it 
now, 


right 


. 


TCL UM ULI eee 


SYCAMORE, 
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Every time those three reac- 
tions happen in the mind of an 
individual you make a sale. You 
can do that without very much ef- 
fort. You can train all your em- 


ployees to do it. 
It is not hard to be a 


salesman. 


youd 
It is a mastering of the 
basic fundamentals of sales. 

You will get many basic funda- 
mentals in the association course. 
When you finish the course, you 
will probably want to go on with 
your training program. You can 
do 80, for there is a vast supply 
of good material available to you 
The result of using this material 
will be a continuous increase in 


your sales and profits. 


Do 10 percent better 
Just make your people 10 per- 


cent better salespeople and you 
will vet a staggering return. Say 
that you do $200,000 a year in vol 
ume now and make 5 percent net 
or $10,000. 


salespeople make yourself 10 per 


When you and your 


cent better salesmen, you will do 
an additional $20,000 a year. 


’ 


The only added cost for that 


additional business is the 


mer- 
chandise and whatever you pay 


your 


salespeople in bonuses. 


There is no additional rent or 


other fixed items. You 
have paid these out of the $200,- 


000 volume. 


expense 
Your net profit on 
that additional $20,000 could be 
as much as $2000 or twice your 
normal net, an increase of 20 
percent in your net profits. 
Encourage 


your employees to 


get the rewards out of that 
course. 

Everybody that walks into your 
store needs one or more items in 
addition to those they request, but 
their need is not uppermost in 
their minds at the time. A few 
words from you and your sales- 
men will 


Form the 


crystallize that 
habit of 


need, 


sugyesting 


needs and your sales will sky- 
rocket. 
Think of the amount of busi- 


ness done in this country each 
Daily we sell about 45,000 
250,000 


suits of clothes, 500,000 pairs of 


day. 
automobiles, 3000 homes, 
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A great new line of weatherstripping 


40% Margin on all three products 


DRAFIITE 


Draf Tite is an exclusive combination 
of wool-pile fibers and aluminum. 
Won't rust or corrode. Lasts for 
years. Beals house doors against cold 
drafts, dust and dirt. The most effec- 
tive weatherstrip on the market. 





dust and dirt 
ends ad just pe 


. The thousands of pile 


ip AFIITE DOOR BOTTOM 
WEATHERSTRIP 
Completely seals out cold drafts, 


*rfectly touneven floors stick or mat when wet! 





Unit Dealer | List 
| Carton Price Price 
r + + 
| I2pe. | $492 | $8.28 
| 
| (‘Al¢dea.) | (69¢ ea.) 









Length 36 inches 


A long-lasting, live-rubber weather- 
strip for the bottom of overhead 
type garage doors. Excellent as a 
weatherseal, StanStrip also cush- 
ions closing impact, prevents rot- 
ting, scarring or splintering. Stays 
flexible at sub-zero temperatures. 


* Trademark 


| 


HOUSE DOOR 
WEATHERSTRIP 











Number Pkgs. Dealer List 
in Unit Carton Price Price 
12 $18.00 $29.88 
($1.50 ea.) | ($2.49 ea.) 
Yd 


or rug surfaces. Slides easily without 
dragging or bunching! Won't freeze, 








WEATHERSTRIP 


UNITS 


DEALER 


Ri GARAGE DOOR BOTTOM 








NO. oer price 

A-4838 Bfeet 6 $1.77 $2.95 

| A-4839 0s Pheer 197 «3.29 

A-4840 l0feet 6 221 369 

| A-4846 16 feet 3 354 5.90 
 A-4801 100 feet 1 21.00 37.00 


For a profitable season...check your wholesaler... stock up now 


LEXINGTON, KENTUCKY 
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shoes and $100 million worth of 
food. 

Just cut yourself a small slice 
of that business, and you will do 
all right. To do that, build a little 
added sales power in yourself and 
in your employees. 


* * * 


Honor Winners of 1956 


Hardware Week Awards 


Winners of the Hardware Week 
Retailer of the Year, Wholesaler 
Saleaman of the Year, and Whole- 
saler of the Year were introduced 
at the final session on July 26. 

Harold G. Kern, Morley Bros., 
Mich., hardware whole- 
saler, who was named wholesaler 


Saginaw, 


told how his 
firm had its salesmen out pushing 
Hardware Week specials prior to 
that event. 


salesman of the year, 


In the four weeks prior to Hard. 
ware Week, Mr. Kern said he went 
over the advertising with dealers. 
His sales for April were 70 percent 
over those for the same month in 


- i—— = ee Sd. —— 
a 
— = 





—_— 





John Knox, hardware retailer of the 
yeor, and his campaign 
whi h Won him the title 


1955. Many of his 
creased their sales for that period 
by more than 44 percent. 

Mr. Kern and his wife received 
an all-expense trip to the NRHA 
Congress in recognition of his 
achievement. 


dealers in- 


Walter Messick, president of the 


California Retail Hardware Asso- 


Whatever her floor-care problem... 








— 
CC E€#&6VKS— 


——" 
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ciation, accepted a plaque for 
Garehime & Boone, San Francisco 
wholesalers, of top honors 
as the whelesale firm of the year 
for the second year in a row. 

fjurrows Morley, 
Morley Bros., 
for his firm because of the fine 
showing of Mr. Kern. 

John Knox, owner of Knox Hard 
ware in Santa Ana, Calif., who 
had previously received a Chevrolet 


winner 


treasurer of 
received the citation 


station wagon for winning the title 
of Hardware Week Retailer, out- 
lined what he had done. He said 
that his firm had started to plan 
in January and prepare in Febru- 
ary for promotion of Hardware 
Week. 

Mr. Knox said, “Our employees 
were steamed up about the promo- 
tion well in advance.” 

April, he reported, was a big 
month for the firm. May showed 
a 20 percent better volume. June, 
1956, was the firm’s record break- 
ing month. Although the firm will 
not be eligible for top awards next 
year it plans to hit the campaign 
even harder in 1957. 


for 
floors 
it’s 
Bruce! 
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On More Profits 


with 


v7 —, 
aa Parker = 
COPING SAWS 


Aop to your sales volume 
and your profits in 1956 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position 

















#210 ALL-WIRE COPING SAW 


md wire frame. 5” 


le faceahtl 


Sti may re 


deep Bla m four 





225 COPING SAW FRAME 


Fxcellent yvoiue nickel plated 










“55 COPING SAW FRAME 

rieovy duty Moster qual ty Pol 
hed nickel fini«t Fully oadiust 
ible. Hardwood mahogany finish 


handle 6 '/; pin end 





blode 








285 COPING SAW FRAME 


Heavy duty. Polished ond buffed 

nickel f nen Hardwood ry wogoar ¥ EXTRA 
nish handle t ‘ily | Giustavie DEEP 

} pin end biode. individually ; 

pac xoged ' THROAT 





Meet us at the Nationa! Hardware Show, Booth No. 69, N.Y.C. 


Manufacturers of World-Famous Trojan Saw Blades and Frames 








PARKER MANUFACTURING CO. 


WORCESTER 31, MASS... VU. Be Az 
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Alew loofgg 


SAME SOLID 
SATISFACTION 


TOLEDO 


SMALL RATCHET 
PIPE THREADERS 













































This new look will stop your custom- 
ers every time! The rifle borrel, rust 
resistant finish of the TOLEDO 
Ratchet Threader—the drop head 
tool with instant die change. Pull 
the pawl—the die drops out. Slip 
in another and the threader is 
ready to go. It's that easy. Your 
customers will like the new bright 
red ball end, too, for easier han- 
dling, better grip. it's quality, 
like all TOLEDO tools. %” to 


2" sizes 


THE 
INDISPENSABLE 


> 


_ es 
» . 
+P j ~~ ' 
’ ~“ 






TOLEDO NO. 8 
FOLDING WORK BENCH 


A strong, sturdy, folding vise 
stand that sets up easily, soves 
your customers time and effort 
Hos three pipe bend. 
ers, tool slots, pipe 
rest, ceiling brace. 
A portable work 
: bench thet 
meets all 
needs. Wi. 
33 ibs. 


I 








THE TOLEDO PIPE THREADING MACHINE COMPANY 
TOLEDO 4, GniO 


ae wn . 


ve NIH _ Tune nie 


'¢ Sest.tev 4% 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 











ashington 


most people NEWS and Views 











(Continued from page 10) 


still want quality! 





| 63 Percent of Families Buy 

_ On Credit, Survey Reveals 
The hardware store that offers 
—- — | credit has more potential customers 
* ——! ao % ae — than the store operating on a cash 

basis 

According to the Federal Reserve 
tjoard, 63 percent of all families 
that’s why if were in debt early this year, mostly 
as the result of instalment buying. 


<< ilies ’ 1 ; 4 { rf 
always pays Families with incomes of $ Ot } 
| to $7,500 a year owed money more 
| | frequently than families in othe 
to sell ‘rw : 
} | income levels. 


fa-144,|e42 At the same time the securities 
and Exchange Commission reported 
that families put more money into 
savings, $5 billion, in the first quar- 


ter than at any other time in the 





The minute you hand a Greener too] 
to a customer, he can ‘feel’ the 


| past four years. Apparently, fami- 
lies prefer to buy on credit and save 
fine quality and extra workmanship that their cash. 
go into its making. Every Greene 

tool 1s carefully formed and finished for 


accuracy and correct cutting edges Economy in Second Quarter 


Reported at Record Level 


and properly heat-treated for strength 
and long life. Built to do day-in, day- 


) : 7 fe] Il Americans turned out goods and 
{ « ‘ ; ir eo ‘ 4 : P 
- lard wor = t fae cle wd services at a record level from April 
REENLER COOi(8 Dring ia@sting Satista m. ' ‘ 
_ Ing basting satistaction through June, the President’s Coun- 
This means that more Customers keep a ; 
cil of Economic Advisers estimates 
COMIN, hac k to you for more fine cools, _ -s 
The CEA estimates gross national! 
when you sell Greenter. Line includes 
output in the second quarter was 
famous Greenver 22 Solid-Center Auger 


at a seasonally adjusted annual rate 





. Bits... Eleceric-Drill Bits Expan- : 

4 of $408.5 billion, up $5.1 billion 
sive Bits... Chisels... Gsouges , , 
mat m= from the first quarter. 

x lurning Tools... Drawknives. . . and 


| Earlier the Commerce Dept. an- 
many morc. Ask your wholesaler, or 


ays nounced first quarter gross national! 
write for irec, new complet catalog. 


= 
GREENLEE 


output was at an annual rate $5 
billion higher than the department 
had estimated. 











Employment at All-Time High 
In June Despite Auto Layoffs 








More Americans held jobs in June 
| than ever before. 


FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices ond on costs, to help you 
rapidly figure your markups. Tells your 
prof story in seconds. Free to hardware 
ond tuliding spply dealers... 


Q reqvues! on you ietterhead, 


GREENLEE TOOL co. 
1808 HERBERT AVE., ROCKFORD, ILL. 


The Commerce and Labor Depts 
report the number of jobholders in 
June was more than 66.5 million. 
This was an increase of 2.5 million 
since last year and an increase of 
11 million in 10 years. 

| The increase came despite layoffs 
| of some 200,000 persons in the auto 
industry at the time of the survey. 


| (Resume reading on page 11) 
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cash in on this amazing saw blade 


axe Tyler 
“Ss SPYRAL BLADES 


Saws up or down, right or left...in circles 


SAWS METAL, WOOD, PLASTIC, ETC. 


Meet the demand for this HOT 
nationally advertised item! 











pert aw STAMDORD 4 ae” OACECAw fame 
-- - re * Ln 





we oe 





TYLER SPYRAL HACKSAW BLADES 


really move off the counter in this clever display box, helps you 
sell more frames too! They fit any standard hacksaw frame. Each 
blade is formed from specially hardened steel to permit cutting 
metal as well as softer materials. Changes from flat to Spyral 
blades take only seconds. Display contains 1 Doz. cards of 3 
blades each to retail at 89c per card. 





TYLER SPYRAL 
COPING SAW BLADES 


in this attractive counter display 
sell fast, and spark up sales on 
your saw frames. They fit standard 
coping saw frames and will cut 
practically any material. Permits 
intricate internal work not possi- 
ble with any other blade. Saws in 
any direction without turning ma- 
terial... no chipping or tearing 
..» leaves clean, smooth edge. 
Display contains |] doz. packages 
of 12 blades each. Retails for 
/5c pkg. 


AS ADVERTISED IN 
POPULAR MECHANICS 













Order now...available at most 
HARDWARE JOBBERS...or write 





tithe, Mla lM Le 
516 iis Ave 
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Unbeatable 


for 
fast, clean 
pipe or conduit 
cutting . 


and fast turnover 
for Pte 






<a 
va. 


y-balanced 





RIG Dea D> 
Pipe Cutter 


Most pre-sold by advertising to 


























your customers, it’s a tool that 
knows its business. It rolls easily 
through any pipe or conduit, 
scarcely a trace of burr. Strongly 
built, 
or break, always tracks perfect 
ly. ‘Thin-blade 


cutter wheels (special wheels for 


guaranteed not to warp 


or heavy-duty 

lor more 
profit from your pipe tool de 
stock 


stainless or cast iron 


partment this year, and 


sell RIGaibs! 


7 models for A" 
te 6” pipe and conduit 


Ritalb 


4-WHEEL 
for easy cutting 
in tight places 











The Ridge Tool Company, Elyria, Ohio, U. 5. A, 
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: Sell more... make more - 
es C t Calend 
age : ie onventrion aiendar 
- with this profit-pulling : 
* . 
7 IC A i’ 7 _ — 
s + 
_ eos . 
E * , conventions shows conferences 
® . 
° . 
° . 
° . 
. 
° ° —— Convention Check List 
plete det about the conventior ted by dotes bs ca 
the ry? ’ at wing * ; L hn L 
1956 d ad j ro y e - 
August 27-30 Ves riaraware “ 
9.77 ¢ fs Si ” C. sttle p 
(6-246 Gitt §$) ‘ nm , ly e / 
) 7] ; r & 29 s, As ae + " 
September Maraware A 
9-12 National Builders Hardware Show 
ifj.if WV alter b4 f er ( ; ing MVM ey February 
cr indise S} ww Da OS 7 S Wert ( sof Rata Hoardw rT 
| / rronk f) Mordw re 7 Supe y {— . ; 
Annual Convention & Stock re 3. & Oklahoma Hardware & ‘ 
ers Meet ng P) iladelpt g man A 
; ; c ; ; f 
October ( we 
|- 5 National Hardware Show 4. &§ New York Stote Reta rio 
; ; 7 10 W sf Q Moardware f onvent , A 
> Complete assortment includes screw * DE.SE tarduece Wialesaless lac iit : A ee Ye ie ab 
* eyes, screw hooks, gate hooks, cup Receiiesh: Catenatian te Manukieekl > “ti lh is otra 
* — hooks, curtain rod hooks, shoulder © aig 2 I aaa comet all in ovate s~seed ote 
. hooks, clothesline hooks. . 7 rs , ahi aad — 
° P 25 2 Aontana WMardwore & Implement p 
o Db Versatile. . . colorful, Masonite dis- . A 4 Retell Bhoud. A 
. play can be used as upright easel, . Cite | 4, nies 
e Sloping counter display or wall rack. a November A 
© p Saves space... compact 16” x 20” « 4 Cotter & ¢ Merchandise Show » Vir » Retail Hardy A 
° easel holds 216 individual units . Chicag ( y Ri Hardy / 
. . 20 N rong! ey rojar Su sry! ar ler i | ()} n OF lw rs pe 
~ >» Saves work .. . ready-packed units ° ae oa rd ipply Dea — r : re / 
eliminate time-consuming counting ° sg a -14 Nebraska Retail Mardware A 
7 b A tv ; ' A 
. and sorting. ® B Ark eta irdware 
‘ 957 9 West Vira ) Mardware A 
o p Sells itself... popular Pic-Paks pro- , 196 9.21 Hard ‘ Pte Cn 
. mote fast turnover. Display clearly . January Ae Cote, Dt BO le ff 
. marked for rape reloading e “eae ry ne Rea ae 19.21 M et Bate tients ft 
* p Eliminates price worries... all units « Western Retail Implement & 1.21 Pacific Southwest Hardware Asst 
° sell for 15c¢ each ° Hardware Ass 12 New | i Hard Dea! 
7 . ‘>it ‘ | Ga r pp! . ' fh 
———EEE , . , PgrTager u y Jeaier 
: 1 ; ° ‘ A r A y : 4 M Dot “ , lv . p 
- | ag hs wee vou MARS ; 15.16 Nort! Dakota Ret } Mardwoare 24-2 Michigar Reto Miardware A 
. | ON THE HINDLEY Pic-PAK | * A. 
* , 
“ ASSORTMENT NO. 36! , Se Ee ET 5 eee Me Te 
e | Retail Value of Merchandise e & Implement Dealers 11g tide f Hard 
e | (216 Pic-Paks @ 15c each) $32.40 | ,. 22.24 Minnesota Retail Hardware Assr nee, i 
. 22-24 Mountain States Hardwore & im 9.71 Sout Dakota Rat Mordwore 
Your Cost (40% Disct.) 19.44 * ey ose 
° Soe nanan eEnaeaannnica tinea 7 pierre A >>! A: 
° yYOuR PROFIT $12.96 . 27.29 Paci Northwest Mordware & 11 .Apy } | ing Reto Hordware 
° ' . mplement Assn A 
° (plus money-making refills) . 
° a os = . 
. . 
> 
° ! ° 
* ORDER YOUR PIC-PAK RACK NOW! ° Nettenal Events 
. . * ‘ 
i . American Hardware Mfrs. Assn. joint National Builders Hardware Exposi- 
e “ annual convention with the Na- tion, Sept. 9-12, at Chicago. Spon- 
@ “ tional Wholesale Hardware Assn., sored by the National Builders 
° i ey ; Oct. 7-10, at Atlantic City, N. J. Hardware Assn., managing di- 
. ° Headquarters, Marlborough - Blen- rector, John R. Schoemer, and the 
. ince 1897 . heim Hotel. Arthur L. Faubel is American Society of Architectural 
° ° secretary of the manufacturers’ as- Hardware Consultants, acting sec- 
2 “ eg : . ‘ 7 Willi ~ 1@ . 
. Valley Falls, Rhode Island ‘ son Ave., New York 17, N. Y. ministrative offices of both associa- 
a ‘. Thomas A. Fernley, Jr., is manag- tions are at 515 Madison Ave., New 
¢ WIRE HAROWARE © COTTER PINS . ing director of the wholesalers’ York 22. 
. PLUMBING SPECIALTIES ° association with offices at 1900 
Seeeveeveeeneneeneeeene8n & * Arch St., Philadelphia 3, Pa. National Garden Supply Dealer 
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End PIPE CONDENSATION 
PROBLEMS Forever 


t nay _— 


ip | 


Z\ a-inch tape 
with + separate 
insulating barriers 


1. OUTSIDE 
oe. Rough strands “hold” and 
cool surrounding air — 
prevent exterior condensation 


2. ‘4-INCH THICKNESS 
Air-tight, self-sealing — 
for utmost insulating 
efficiency 


3. INSIDE 


Dead air is trapped between 
“corrugated” strands, forms 
added insulation barrier 









Only NoDrip Tape offers you triple insulation 
—stops condensation drip forever—makes 
waste space completely useable—gives you 
easiest, labor-saving installation. 

NoDrip Tape is a pliable, cork-filled 8-strand 
covering ...self-adhering, becomes a sealed pipe 
jacket the instant it’s pressed in place. 100% 
vapor and moisture proof. 

Requires no vapor-seal tapes or over-wraps. 
No fasteners, tools, brads or adhesives. Winds 
spirally around any tubing or pipe—around 
joints, tees, valves or angles. No experience 
needed ...anyone can apply NoDrip Tape. 

$469 

a roll, list 
Higher west of Rockies or Canoda 
(Subject to usual trade discounts) 


FREE! Bulletin D-40 


J. W. Mortell Company 


508 Burch $¢., Kankekee, Il!., Dept. & 
Please send me FREE copy of 
Bulletin D-40 

RS ean: eae 
Address. " 
| - | re | 
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\ NO. 72 


CARPENTER’S 


a <\ 
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PROMOTION-WISE fam 
PROFIT-WISE 


CAMILLUS 


NO. 51 
BARLOW 


has the edge! 





No wonder more people are demand- 
ing Camillus pocket knives .. . and no 
wonder more dealers are ringing up 
sales from the complete Camillus line. 
Constant, aggressive promotion — in 
magazines, displays, dealer aids—as- 
sures quicker turnover and MORE 
PROFITS. 

Every Camillus knife is guaranteed 
precision-made for customer satisfac- 
tion. The product of fine American crafts- 
manship, Camillus is the quality line 
that sells itself, earning steady, certain 
profits for you. 


* Blades of high-carbon 
cutlery steel - hand-honed 
for keenest cutting edge 

* Unbreakable handles and 
solid riveted bolsters 

* Mirror-like finish for best 
appearance 


FREE—-ATTRACTIVE 
DISPLAY CASE NO. 56-24 


\ 
Glass-front panel with limed oak frame displays 
24 knives, each identified by number ond price, 
with all blades open. Fits into locked storage com- 
partment base or can be used as wall or window 


display 


NO. 76 
PREMIUM 





For complete 
information 
write Dept. HA-844 





CAMILLUS 


CUTLERY COMPANY 
CAMILLUS, WN. Y. 














They got me cornered! 












No. 6930'/2 
Latch slides back to open 
snaps shut to lock 


with ANCHOR BRAND 
SAFETY HOOKS 
AND EYES 


Every parent is a prospect for Anchor 
Brand Safety Hooks and Eyes, the popu- 
lar fastener with the tamper proof 
locking device! Ideal for play area 
barriers, screen doors, gates, window 
screens, or wherever a simple, secure 
closure is desirable. 


Carded and packed in compact, eye- 
catching, red counter display cartons, 
Anchor Brand Safety Hooks and Eyes 
come mounted two to a card, twelve 
cards to a carton, Your jobber stocks 
them. Order today. 







PACKED IN 
SELF-SELLING 
CARTONS 





NORTH |))JUDD 
Manufacturing Company 


New Britein Connecticut 


New York « BGesten « PhRiladetphia « Atlanta 


Guttste « Detrent « Chitcage « St. Low « Datias 
Les Angetes + Gan Francisee + Seattle 
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Shows, Nov. 18-20, at Navy Pier, 
hotel headquarters, Morrison Hotel, 
Chicago, Ill.; and Jan. 13-15, 1957, 
at Kingsbridge Armory; hotel head- 
quarters, Concourse Plaza Hotel, 
New York, N. Y. Sponsored by 
Garden Supply Merchandiser Maga- 
zine, Baltimore, Md. 


National Hardware Show, Oct. 1-5, at 
the Coliseum, New York. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17. Frank Yeager, director. 


National Sporting Goods Assn. Con- 
vention and Show, Feb. 3-7, 1957, at 
Hotel Morrison, Chicago. Spon- 
sored by the National Sporting 
Goods Assn., 716 Rush St., Chicago 
11, Ill. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 7-10, at Atlantic City, N. J. 
Headquarters, Marlborough - Blen- 
heim Hotel. Thomas A. Fernley, 
Jr., is managing director of the 
wholesalers’ association with offices 
at 1900 Arch St., Philadelphia 3, 
Pa. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with offices at 342 Madison Ave., 
New York 17, N. Y. 


Regional Events 


Cotter & Co., Chicago, Spring Future 
Order Merchandise Show, Nov. 4-7, 
in company office and warehouse, 
365 E. Illinois St., Chicago. 


Franklin Hardware & Supply Co., 
Philadelphia. Annual Convention 
and Stockholders’ meeting at com- 
pany office and warehouse, 918-28 
N. Delaware Ave., Philadelphia, 
Sept. 17. 


Gift Shows: Seattle, Civic Auditori- 
um, New Washington and Olympic 
Hotels, Aug. 19-22; Spokane, Dav- 

Hotel, Aug. 26-28. Kay 

Leber, show manager of Western 

Merchandise Exhibitors Assn., 1355 

Market St., San Francisco 3. 


enport 


Hardware Wholesalers, Inc., Fort 
Wayne, Ind., 10th annual conven- 
tion and stockholders’ meeting, Oct. 
23-25, at company warehouse, Nel- 
son Rd... Fort Wayne. 


Walter H. Allen Co., Inc., Dallas, an- 
nual stockholders’ meeting and 
Merchandise Show at Statler-Hil- 
ton Hotel, Dallas, Sept. 10-11. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions 





and exhibit at State Coliseum, hotel 
headquarters Whitley & Jefferson 
Davis Hotels, Montgomery. Charles 
Giles, 409 N. 23rd St., Birmingham 


9 
Ve 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Auditorium, 
hotel headquarters Marion Hotel, 
Little Rock. J. Wayne Tisdale, 908 
Rector Bidg., Little Rock. 


California Retail Hardware Assn. Con- 
vention, Feb. 10-13, 1957. Sessions, 
exhibit and hotel headquarters at 
Fairmont Hotel, San Francisco. 
Krueger B. Jacobsen, Suite 262, 
1355 Market St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 6, 1957. Sessions and 
hotel headquarters at Statler Hotel, 
Hartford. Ned tussell, Harris 
Hardware, Southport. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 19-21, 1957. Sessions 
and exhibit at Radio City Audi- 
torium, hotel headquarters Char- 
lotte Hotel, Charlotte, N. C. Martin 
F. Kaelke, managing director, P. O. 
Box 6215, Charlotte 7, N. C. 


Illinois Retail Hardware Assn. Con- 
vention & Trade Show, Jan. 6-8, 
1957. Sessions and hotel headquar- 
ters at Pere Marquette Hotel, ex- 
hibit at Armory, Peoria. William 
F. Ewert, 1194 Merchandise Mart, 
Chicago 54. 


Indiana Retail Hardware Assn. Con- 
vention, Jan. 29-31, 1957. Sessions 
and exhibit at Morat Temple, hotel 
headquarters Sheraton-Lincoln Ho- 
tel, Indianapolis. W. J. Sheely, 964 
N. Pennsylvania St., Indianapolis 4. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
90-22, 1957. Sessions and hotel 
headquarters at Hotel Utah, Salt 
Lake City, Utah. Leon L. Weeks, 
808 Continental Bank Bldg., Boise, 
Idaho. 


lowa Retail Hardware Assn. Conven- 
tion and lowa Hardware & Appli- 
ance Buyers Show, Feb. 5-8, 1957. 
Sessions and exhibit at New Vet- 
erans Memorial Auditorium, hotel 
headquarters Hotel Savery, Des 
Moines. Philip R. Jacobson, Mason 
City. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 
Kentucky Hotel, Louisville. Ed- 
ward Keiley, 501 Republic Bldg., 
Louisville 2 

Hardware Assn. 


Minnesota Retail 
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Different 






do-it-yourself 


ROLLS 


Materials in handy 


Lets the Sun sé 
"sie 7. |) eet © Be 
Pa dual | through 








* il 
STORM DOORS 
AND WINDOWS 








CHICK HOUSES 


With SOL-O-LITE “ROLL GOODS" 

you sell to three big markets 
farm, home and industry. This low- 
cost, weather-tested glass substitute 
is in steady demand for: porches, 
chick houses, farm outbuildings, storm 
doors and windows, greenhouses, fac 
tory and warehouse seky-lights, build- 
ings under repair or remodeling Suln- 
mer houses, shelters, etc. Outstanding 
‘‘do-it-yourself"’ appeal at popular low 
prices assures steady sales and faat 
turnover 


Order from your jobber, or write direct 


Wide Selection 
to MEET 
EVERY NEED! 


® Nu-V-Glass 

‘4 cotton mesh 

Vue-Lite 

‘se’ economical cotton 

mesh 

® Crystal-Lite 
Extra-heavy, clear 


Clear Plastic 
Medium weight 


Glaz-Screen 
\a‘galvanized wire mesh 
® Glaz-Screen 

10-mesh galvanized wire 
Glaz-Fabrik 
Paraffin-impregnated 
cotton 


Roll-O-Lite 
‘4’ cotten mesh 


- 





Complete 

merchandising support 
sales literature, free ad 
mats, point-of-purchose 
displays, etc 


SOL-O-LITE 


LAMINATING COR 
4301W.WNorth Ave. e« 
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PORATION 
Chicago 39, Ill 


956 


QUALITY.... 


.»» TELLS 





ip Ty” 
ay; 





IN THE 
LONG RUN 














The men who make thei 
hiving imstaliing pipe tnow 
that vpon the quality of 
Polyethylene pipe rest the 
reputation and their bwusi 
ness. These men know thot 
Southwestern quality is more 
than just a word, its @ Busi 
ness code that has buyill one 
of the best reputations in 


American business 


Every length of Southwestern 
pipe is produced under strict 
quality control, coretully in 
spected and tested betlore 
shipment no element is 


left to chance 


if you are planning to sell 
polyethylene pipe, investigate 
Southwestern. Write today for 
free literature and informe 
ton 


SOLD THROUGH WHOLESALE JOBBERS ONLY 


quality 


Write for the name of your nearest supplier 





made Southwestern 


) @ 


SOUTHWESTERN 





PLASTIC PIPE COMPANY 


r. ©. BOX 
Manufacturers of 
KRRALASTIC 


POLVETHYLENE 
BUTYRATE © PLASTIC PIPE 


. MINERAL WELLS, TEXAS 


CHEM-WELO «+ P.YV.EC 
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For top volume... 
in tape sales 
... Sell JENKINS 








FRICTION 
RUBBER 
PLASTIC 





GUARANTEED 
FOOTAGE 


A few wraps and the job's finished 
one thickness insulates. Tears evenly, 
does not ravel more “coverage” 
per roll, Stock Gold Seal for bigger 
sales and profit. Jenkins Bros, Rubber 


Division, 100 Park Ave., New York 17 






BEST SELLER FOR 
PLANT SUPPLY ) 


All types of GOLD SEAL TAPES 


tion, Rubber, Plostic 


» Fri. 


ore pocked in 10. 
roll cartons as well as single rolls. Every 
roll cellophane-protected, stays fresh 


DIAMOND SEAL Friction ond Rubber 
Tapes ore also mode by Jenkins Bros. 
to ASTM specifications. 


140 


| Convention Calendar 











continu ed 


Convention, Jan. 22-24, 1957. Ses- 
sions and hotel headquarters at Cur- 
tis Hotel, exhibit at Minneapolis 
Auditorium, Minneapolis. C. J. 


Christopher, 2110 Nicollet Ave., 
Minneapolis 4. 

Mississippi Retail Hardware Assen. 
Convention, Feb, 24-25, 1957. Ses- 


sions, exhibit and hotel headquar- 
ters at Heidleburg Hotel, Jackson. 
David O. Mansfield, P. O. Box 1696, 
Jackson 6, 


Missouri Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 
Sheraton-Jefferson Hotel, St. Louis. 
Harry Scherer, 2340 Hampton St., 
St. Louis 10. 


Montana Hardware & Implement 
Assn. Convention, Oct. 25-27, 1956. 
Sessions and hotel headquarters at 


Hotel Rainbow, Great Falls. Nor- 
man Q. Blevins, P. O. Box 1152, 
Helena. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 22-24, 
1957. Sessions and hotel headquar- 
ters at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, P. O. Box 
73, Boulder, Colo. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 12-14, 1957. Sessions 
and exhibit at Omaha City Audi- 
torium; hotel headquarters, Fon- 
tenelle Hotel, Omaha. C. A. McCoy, 
$25 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers Assn. 
Convention, Feb. 20-22, 1957. Ses- 
sions and hotel headquarters at 
Statler Hotel, exhibit at hotel and 
First Corps Cadet Armory, Boston, 
Mass. A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn. Convention, Feb. 4-6, 1957. 
Sessions and hotel headquarters at 
Hotel Statler, exhibit at Memorial 
Auditorium, Buffalo. Nicholas H. 
Kiley, Hills Bldg., Syracuse 2. 


North Coast Retail Hardware Assn. 
Convention, Feb. 3-5, 1957. Hotel 
headquarters New Washington 
Hotel, sessions and exhibit at Sena- 
tor Auditorium, Seattle, Wash. Mar- 
tin W. Danko, Route 12, Box 109, 
Fife Sq., Tacoma, Wash. 


North Dakota Retail Hardware Assn. 
Convention, Jan. 15-16, 1957. Ses- 
sions, exhibit and hotel headquar- 


ters at Graver Hotel, Fargo. Miss 
E. J. MeGrann, 54% Broadway, 
Fargo. 
Ohio Hardware Assn. Convention, 


Feb. 11-13, 1957. Sessions and ho- 
te] headquarters at Hotel Cleveland, 
exhibit at Cleveland Public Audi- 
torium, Cleveland. John B. Conk- 


lin, 198 8. High St., Columbus 15. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6, 1957. 
Sessions and exhibit at State Fair 
Grounds, hotel headquarters Skir- 
vin Hotel, Oklahoma City. Aaron 
Gritzmaker, 512 Midwest Bldg., 
Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Assn. Convention, Jan. 27-29, 
1957. Hotel headquarters and ses- 
sions at Davenport Hotel, Spokane, 
Wash. J. Malcolm Smith, 210 Em- 
pire State Bldg., Spokane 1, Wash. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 19-21, 1957. Ex- 
hibit at Municipal Auditorium, Long 
Beach, Calif. Otto H. Grigg, 1519 
S. Garfield Ave., Los 
Calif. 


Angeles 22, 


Seaboard 
Convention, Jan. 
Sessions and exhibit 
at Convention Hall, Philadelphia, 
Pa. L. W. Jenness, 707-710, 1616 
Walnut St., Philadelphia 3. 


Pennsylvania & Atlantic 
Hardware Assn. 


29-31, 1957. 


Tennessee Retail Hardware Assn. 
Convention, Jan. 27-29, 1957. Ses- 
sions, exhibit and hotel headquar- 


ters at Hotel Chisca, Memphis. 
Morris Jones, P. O. Box 784, Nash- 
ville. 


Texas Hardware & Implement Asen. 
Convention, Jan. 27-30, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Shamrock Hilton, Houston. 
R. M. Souder, 1108 Gibraltar Life 
Bidg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 10-12, 1957. 
Sessions, exhibit and hotel head- 
quarters at Herring Hotel, Ama- 
rillo, Texas. R. B. Allen, executive 
secretary, 1408 4th Ave., Canyon, 
Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. 
exhibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. T., 
Omohundro, Jr., Scottsville. 


Sessions, 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi- 
torium, hotel headquarters Hotel 
President, Kansas City, Mo. W. J 
Shaw, Suite 214, Werby Bldg., 3015 
Main St., Kansas City 2, Mo. 


West Virginia Hardware Assn. Con- 
vention, Feb. 17-19, 1957. Sessions, 
exhibit and hotel headquarters at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1] 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 5-7, 1957. Ses- 
sions and exhibit at Milwaukee 
Auditorium-Arena, hotel headquar 
ters—Schroeder Hotel, Milwaukee. 
H. A. Lewis, Stevens Point. 











“A Good Line 
to Handle”’ 


GRIFFIN 


SHELF HARDWARE 





Cat. #R240 
Wrought Steel Butts 


When it comes to any item in shelf 
hardware ... mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 











ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You'll 
find your wholesalers like every 
thing about the firm’s policy .. . 
and you'll find your customers like 
the Griffin products. 





A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN’ 


“since 1899” 


MANUFACTURING CO. ERIE, PA. 
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DE LUXE KNIFE SHARPENER 


Li bShanpy 


Here's the biggest Li'l Sharpy dealer-consumer pro- 
motion in our history . . . with 3 consumer-tested 
volume sellers that are needed in every home. 


Lil Sharpy 


Employs the one true method of correctly sharp- 
ening all knives. Sturdy, comfortable handle, red 
and white baked enamel finish. 
self-selling display. The favorite in millions o 


Individually ~ in six-in 
homes. 





This is Lil Sharpy Wall 

Model version, for the most perfectly honed 
edges every time. Two-color unit in self-service pack that mounts 
on pegboard, stands in bin, SELLS EVERYWHERE, 


LilSharpy 


HOME SANDER KIT 


$4 properly balanced tools for 
corner, contour and flat sand- 
ing. Permanently-treated, 
pressure-sensitized rubber cushion 
makes any sandpaper “float,” cut many 

times faster, last much longer. Paper changes in- 

stantly. National award-winning counter display package. 


akers Dozer 


7 Ae Ty. 7 


> +. 








Get 13 for the price of 12! On the entire Li'l 
Sharpy line .. . Home Sander Kits, Deluxe and 
Jr. Knife Sharpeners ... for every 12 units you order from 
your jobber, at regular discount, you'll get a Lith unit abso- 
lutely free of extra cost. Order a gross, get 13 dozen .. . order 
12 carloads, get 13 carloads. 


HURRY! HURRY! This Baker's Dozen offer will apply to 
every order you place with your jobber between now and Sep- 
tember 15, at which time it must be withdrawn. ORDER NOW: 


Lit Sharpy MEANS FUTURE BUSINESS 


National magazines, TV and newspapers will be telling your 
customers about Lil Sharpy products. Take advantage of this 
promotion NOW ... with your displays and advertising. Mats, 
glossies, fliers, TV films available upon request. 


MILWAUKEE FILE CO. Milwaukee 4, Wis 
Four Generations of File Engineering 


1569 W. Pierce St 


i4! 









WHAT’S NEW 








(Continued from page 13) 





accurate inside and outside meas- 
urements. A square is at the lower 
right hand corner, and an unbreak- 
able level is in the top of the 
chrome plated case. This LST 
model retails for $1.98. Keuffel & 
Maser Co. 


For more data circle No. 9 on postcard, p. 145 


Electric Heat Kits 


Customers with winter freeze-up 
hazards will be interested in these 
two products. The Heat Tape Kit 
(illustrated) comes in five sizes to 
wrap around exposed pipes and 
plugs into a standard 110 volt outlet. 
Kit contains heater wire sewn into 





.h) 


insulating tape, two complete water- 
proof coverings and friction tape. 
Cable Heat is available in eight sizes 
for keeping gutters, downspouts and 
roofs ice-free. A thermostat, which 
cuts electricity costs by measuring 
surface temperature, is available 
and can be attached to either type 
heat unit. Welcraft Products Co., 


Ine, 
Fer more data circle No. 16 on posteard, p. 145 
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® For more information on these products and services 
use free post card on page 145. 


Aluminum Shelf Bracket 


This shelf bracket has been added 
to this company’s line of anodized 
aluminum hardware. The golden 
brass color is called Albras and 
won't rust, tarnish, corrode, or peel. 
trackets come in 4, 5, 6 and 8 in. 
sizes and are sold in pairs with 
screws included. A free display 





carton is given with a six pair as- 
sortment of all sizes. Macklanburg- 
Duncan Co. 

For more data circle No. 1! on posteard, p. 145 


Vacuum Bottle Line 

These vacuum bottles have been 
redesigned with eight new features 
including the pour-easy pitcher-like 


spout. Several new color combina- 
tions have been incorporated in 
these units. Nested plastic cups 


come with the quart bottle if de- 
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sired. A counter merchandiser is 
available which displays pint and 
quart bottles, and workman’s lunch 
kits. Eight outing sets featuring 
the vacuum bottles have also been 
announced. Landers, Frary & Clark. 


For more data circle No. 12 on posteard, p. 145 


Chimney Soot Cleaner 


Here is a combination idea to 
catch the attention of customers 
with fireplaces This 
Sweep Fireplace Powder destroys 


Chimney 





soot and at the same time colors 
the flames in the fireplace. This 
combination of two popular prod- 
ucts is put into a sprinkler con- 
tainer which looks like a birch log 
A twist opens and closes the con- 
tainer. Units are packaged in 
colorful stack-easy boxes for point- 
of-sale promotion. G. N. Coughlan 
Co. 


For more data circle No. 13 on postcard, p. 145 


Workshop Power Tools 
Two power tool units have been 

announced by this company. An 3% 

in. circle Saw (illustrated) on a 16 





x 33 in. cast iron table with webbed 
extensions features an illuminated 
instrument dial. The blade tilts to 
15 degrees and will cut up to 2% in. 
deep. A 24 in. radial drill preas is 
also available. Borings can be made 


16, 1956 
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FAMOUS FOR 


proven quality 
SINCE 1900 
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ye SHELTER TENT DUCK 
HUNTING CLOTHES 


To emphasize our plans to offer the foremost in ORYBAK ele, 
quality and features, you need only see the DRYBAK shelter tent 
duck garments. Here indeed is superior quality. The cloth is every- 
thing to all hunters; the feel, look and smart appearance you 
usually find only in poplin, yet here it is in a strong, lightweight 
duck that is vat-dyed, Mercerized, Sanforized and Zelan treated... 
field ruggedness with the sportsman “in town'’ appearance. 





COAT «+ Matching body and top sleeve drill lining « Corduroy collar and cuff 
facing « Two slant pockets with flaps covering shell loops « New rippered, 
weather-proof breast pocket - Quilted shoulder patch - Zipper drop-seat, 
seamless rubberized game pocket with rear entrance flap. 


PANTS + Straight or knitted bottoms - Leg fronts and seat rubber lined + Hip 
pockets have button flaps + Full cut for roomy fit. 


CAP « Reversible to show red + Suede baer lining + Earlaps - Non-breakable visor. 











WHAT’S NEW 








diagonally, horizontally or verti- 
cally. Locking mechanism holds 
drill for duplicate drilling. Both 


units have a key switch to prevent 
accidental starting. Shopmaaster, 
/ we, 


Por more data circle No, 14 on postcard, p. 145 


Power Drill and Sander 
Do-it-yourself customers will be 
able to find many uses for this 
power drill and polisher. 
Model 35 SpeedDrill has a large 


hand 





offset handle and a removable side 
handle. Model 36 
(illustrated) has 

sanding and polishing as well as a 
% in. geared chuck for drilling. A 
single drill unit and a drill kit 
which includes bits, brush, buffer, 


Speed Polisher 


accessories for 


carrying case, etc., are also being 
distributed. Thor Power Tool Co, 


For more data circle No. 15 on posteard, p. 145 


Aerosol Insecticide 


Here is an aerosol insecticide 
bomb for use in the home, restau- 
rants, hospital, and food store. The 
Slug-a-Bug formula 
DDT. 


contains no 
It kills flies, mosquitos, and 
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other flying and crawling insects. 
Slug-a-Bug can be used around chil- 
dren, food, and pets. This bomb 
spray has the aroma of spearmint 
leaves. Bridgeport Brass Co. 


For more data circle No. 16 on postcard, p. 145 


Rust-Proof Hand Saw 


A stainless steel hand saw has 
been added to the Atkins line. The 
No, 500 stainless steel saw has pos- 
sibilities for longer life, especially 
when exposed to atmos- 
pheric conditions. The blade has 
been highly polished and will retain 
its finish indefinitely while in stock. 
The handles come in Butyrate plas- 


unusual 


tic or 1l-ply waterproof marine ply- 
wood. Atkins Saw Div., Borg-War- 
ner Corp. 


For more data circle No. 17 on posteard, p. 145 


Tank Ball and Guide 


This is the new design of the 
Alert tank ball and guide. Made 
of fabricated polystyrene this ball 


is almost unbreakable. The open 





side areas insure a more complete 
flush. The $2.29. 


Ardmore Producta Co. 


price is still 


For more data circle Ne. 18 on postcard, p. 145 


Electric Clock Line 


This manufacturer announces an 
11 clock line. Telechron clocks are 
wall, desk and kitchen models. The 
Videoclock (illustrated) will auto- 
matically turn on and off, according 
to a preset schedule, any appliance 
that rates up to 840 watts. Other 
clocks use brass, gold, leather, 
wrought iron and other materials 
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for modern and conventional trims. 
Suggested retail prices range from 
$3.98 to $17.95 existing 
clocks in this line have been re- 


Several! 


stvied. General Electric-Telechron 
(‘lock 5. 


For more data circle No. 19 on posteard, p. 145 


Steel Prying Tool 


Do-it-yourself and professional 
craftsmen will be customers for 


this prying tool. The Li'l Jimmie 





is 10 in. long and has 2% in. work- 
ing edge. Designed so that nails 
can be pulled and picture and floor 
moldings can be removed without 
Li'l Jimmie is 
made of ‘« in. high-carbon tool 
stee| It is the MC2'% Molding 
Chisel and comes on a display card 


damaging surfaces. 


which describes Li'l Jimmie’s uses 
and maintenance. Retail price is 
$2.80. hee d De vil Tools. 


For more data circle No. 20 on postcard, p. 145 


Chrome Kitchenware 
This cake 


(illustrated ) 


server and carrier 


is for picnics, barbe- 
cues, and dinner table use. The 


Kake Toter 


diameter with crumb-catching edye 


base is 13'4 in. in 
to make it a serving plate. Top 


1956 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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Postcard valid 8 weeks only 





CHECK CARD 


AN EXTRA 


HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 


you more new product descriptions than any other 


What's New in merchandise. 


magazine. The Quick Check Card service will now 


get you all the information you need, quickly. 














BUSINESS REPLY CARD 


No postege necessary if mailed in the United States 
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What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New” columns. You get more of these in 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


® Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


®@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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WHAT’S NEW 








® For more information 
on these products and 
services use free post 
card on page 145. 





latches tight with a slight twist. A 
three compartment skillet for heat- 
ing three foods at once, is also 
available in 10 in. diameter, steel 
with chrome finish, Bakelite finger- 
grip handle. Everedy Co. 

Pur more data circle No. 21 on posteard, p. 145 


Upright Vacuum Cleaner 
Housewives will be interested in 
this upright vacuum cleaner, Mode! 
DF1, which features a self-adjust- 
ing nozzle to maintain the nozzle 
at the right height for any rug 
thickness. Vacuum cleaner also has 
self-adjusting handle, 
dust bag, self-clearing suction, all- 
around bumper and headlight. Re- 


tails for $69.95. Westinghouse Corp. 
Per more data circle No. 22 on postcard, p. 145 


disposable 


Convertible Well Pumps 


This manufacturer is now pro- 


ducing a re-designed, low-priced 


line of shallow and deep well con- 





vertible centrifugal jet pumps. The 
Lancaster Dutchman is for opera- 
tion in shallow wells up to 25 ft and 
can be converted for deep wells up 
to 80 ft. Available with standard 
vertical tanks or a variety of fac- 
tory assembled water systems. The 
pump is self-priming. 
Pump & Mfg. Co., Ine. 


Por more data circle No. 23 on postcard, p. 145 


Lancaate? 


Hand Tool Units 

Several tools have been added to 
line. A 
(illustrated) is one of several sets 
made of chrome plated steel alloy. 
A 9% in. box joint plier with zinc 


the Crescent socket set 





plate is also being made now. Drop 
forged head wrenches of 
chrome plated steel can be obtained 
either singly or in sets with open, 
box, or offset box heads. Sets come 
in packaged rolls with clear viny! 
fronts. Crescent Tool Co. 


For more data circle No. 24 on posteard, p. 145 


double 


Long Life Tank Seal 

The Korky tank seal is changed 
in three ways. Korkys are avail- 
for greater point- 
For longer life, 
DuPont Neoprene is being used in 
construction. A Monel chain and 
linkage is used to stand up better 
in corrosive waters. All units are 
guaranteed. Lavelle Rubber Co. 
For more data circle No. 25 on posteard, p. 145 


able in color 


of-purchase sales. 


Screw Countersink Drill 
This Serew-Fast adjustable pilot 
and countersink drill in one opera- 
tion duplicates the form of the 
screw, drills to proper depth and 
has gages for 4, and \% in. counter- 
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borings. Standard replaceable twist 
drills are used for thread pilot hole. 
The rest of the unit is made of 
finished in nickel 


hardened steel 


plate. Come in screw sizes 6, &, 10 


and 12 and retail at 98¢ each or 3 
for $2.75. Durabilt Metal Products 
Co. 


For more data circle No. 26 on postcard, p. 145 


Flower Plant Spray 
Gardeners will be interested in 

Rose Spray to protect ornamental! 

plants against destruction by in- 


sects such as Japanese beetles, ap- 





hids, thrips, lace bugs, and spider 


mites. Spray can also be used on 
vegetables, cut flowers, indoor 
grown plants and flower species. 


Bridgeport Brass Co. 


. 


Fer more data circle No. 27 on postcard, p. 145 


Propane Gas Lantern 

Here is a propane gas lantern 
which fills the need in many jobs 
calling for odorless, smokeless work. 
Handy for emergency work around 
cars, in the house during power 
failure and other similar situation 
There are no working parts to clog 
or replace. The light is adjustable 
up to greater than an 100 watt bulb 


1956 









In every field theres a leader... 
with cowlage, ls 


ane 
Td 4 
2 







the sash cord and 
clothes line your customers 
deserve because they offer 
more quality, longer life... 


roLiM cL MileM > 410° mae) 


new point-of-sale impact! 







SAMSON CORDAGE WORKS ... BOSTON 10, MASS. 








: , See us at the 
kp’ National Hardware 
la show 


~~ 


AETNA SACHEM WHALE CROCUS BEAVER TITE ROPE STARLINE HORIZON STRATOLINE 
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WHAT'S NEW 


and burns from a disposable steel 
cylinder which can be replaced for 
$1.69. The complete lamp costs 
$10.95. Otto Bernz Co. 


For more data circle Neo. 28 on posteard, p. 145 





Aluminum Kitchenware 


This company has a 50 cup auto- 
matic percolator of heavy weight 
aluminum with a coffee level gauge 
on the front. A cut away base and 
a press-and-release handle aid in 
one-cup filling. Retail $39.95. A 
line of Futura Aluminum Clad 





| 


4 











“BIG 3” IN SHOPS LIKE YOURS! 
General 


F/RS7 in Features . . “7RS7 in Profits 
are famous for these deluxe fea- 


tures which protect burner nozzles and pump parts and save 
Felt “Step Back’ Cartridge 
- exposes one-third more filtering surface, traps both particles 





1—Wool 


customers’ fuel dollars: 


and moisture; 2—Patented Treatment of Cartridge Center Core 
~- eliminates lint, prevents bypassing, improves filtration by making 
felt more dense; 3—Leakproof, Lifetime Cap-Bow! Design; 4— 
Twin Air Vents; 5—Four-Minute Cartridge Replacement; 6— 
Cartridge Interchangeable with All Leading Filter Makes. 


| GENERAL HUMIDIFIER Model 200 is the only warm air humidi- 


fier using no service-stopping floats, needle valves or overflow lines! 
located in the WATER-FLOW 
REGULATOR, obsoletes mechanical parts and controls evaporation 


A simple, foolproof Nylon valve, 


by simple water flow! Customers con see rate of evaporation... 


can control humidity by number of evaporator plates used—5 to 15. 
Be a General Jobber or Dealer — WRITE 
—— GENERAL FILTERS, INC. 


43800 Grand River Ave. Nevi, Mich. 


Stainless steel has been added to the 
cookware line and an aluminum 
bread box to the pantryware goods 
Weat Bend Aluminum Co. 


For more data circle No. 29 on postcard, p. 145 


Luminous Flashlight 


A luminous flashlight is available 
in this company’s line. The Night 
Pilot glows in the dark, eliminating 
searching for it. Made of light- 
weight aluminum with a lens de- 
signed so that the light cannot roll, 
enough light comes from the flash- 
light to use it for a night light when 
stood upon its lens ring. They are 
shipped in a 12 unit counter display. 
Flashlight is designed to sell for 
$1.59. Introductory price is $1.29 re- 
tail. Olin Mathieson Chemical Cory. 


For more data circle No. 30 on posticrd, p. 145 


Lever Action Reamer 


Here is a % in. capacity handle- 
type hand reamer which features 
an insertable arm for T-type lever- 
age. The arm is inserted into a 
? 


4/16 in. hole for heavy work in 
plastics, wood or _ non-ferrous 









The 1 in. diameter plastic 
handle provides adequate leverage 
for most jobs but heavier work can 
now be done with these reamers. 
The blades are straight fluted and 
chrome plated. Reamers are avail- 
able fixed in plastic handles or de- 
tachable to fit this company’s driver 
kit handles No. 99. Xcelite, Inc. 


For more data circle Neo. 31 on postcard, p. 146 


metals. 


Portable Power Drills 
Five % in. electric drills have 
been added to this line of portable 
power tools. Heavy-duty features 
(Continued on page 154) 














AVERAGE FURNACES 
2A-700A — 


(For Lerge or Extra 
Dirty Furnaces, Deluxe 
Model 2A-300) 








MODEL 200 


=—_— 





al 
SPACE AND WATER 
HEATERS, SMALL 
Oil FURNACES 
1A-25A 






> featuring 
<= WATER-FLOW 
; REGULATOR 


- 





IN CANADA, CANADIAN GENERAL FILTERS, LTD 


39 Creckferd Bivd. Scarborough (Terente 16), Ont 
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DEALERS HAVE ASKED US 
TO CONTINUE CARLON’S” 
UARANTEED SALES” PLAN® 


(*...AND WE WILL!) 


UNDER THIS PLAN, Carlon plastic pipe 
SELLS...or you get your money back! 


AX rer a 4-month field trial of Carlon’s sensational “Guaranteed 
Sales” Plan, not one dealer has asked for his money back 
because every dealer sold out his Carlon .. . fast and profitably 

. and then reordered, again and again! So, by popular dealer 
demand, we are continuing this “Guaranteed Sales” Plan 
for a limited period! 

Here's ALt YOu Do: buy the new Carlon Package, including 
the selection of pipe and fittings as shown below. Display it 
prominently on your counter, use the free sales promotuon 
material and watch it Sect! If not sold after being displayed 
for 4 months, return the unsold items for full credit. Only Carlon 
can make this offer. No other plastic pipe manufacturer is so 
sure of its sales appeal that it can make an offer like this. 

Carlon plastic pipe (the only “Pipe with the Stripe’) has 
literally thousands of uses... . around homes, farms and cottages. 
SO SEND IN THAT COUPON Topbay! 


: ri ofl 


GARLON cirssio 








10225 MEECH AVENVE ¢ CLEVELAND 5&6, OnIO 


WORLD'S LARGEST MANUPACTURER OF PLASTIC PIPE 


EN ee ee: ee ae ae | 
| CARLON PRODUCTS CORPORATION 
: 10225 Meech Ave., Cleveland 5, Ohio | 
| Please send complete details about Carlons guaranteed | 
| plastic pipe sales plan 
7 Name eet , neal 7 
| Company — . | 
Address | 
| City and Siate | 
ae ome eee eee eee ee om a am aman apanande 
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BOKER tools are as finely made as the famous BOKER 
TREE Y BRAND Cutlery... from special! analysis, 
chrome vanadium stee!l—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus- 
tomers will go for them! 






Heavy duty Combination Pattern Snips will 
Cut curves as well as straight lines, Other 
patterns and sizes also available 





———— 
Patented Groove 
Grip 5 position 
adjustable Plier 
Wrench cannot ee 


A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The all around home tool 


Dp. Forged ribs 
ang grooves 







Heavy duty side cutting 
Dy iinesmen and «¢ 
maintenance repair 





fy 


Diagonal cutting Plier used by 
telephone, radio and electrica 
workers Do-it-Yourselves"’ and 
for general maintenance repair 


4 ‘UF ER ES 2 hme @° > 


Chrome olated finish. soe 
Cia a:iioy ates ‘hy fy 


strong 


POST 
K e¢ opnized Value 


—_ i es 













Compound action Aviation Type 
metal ”n 05 8) [ sts left B? { its 
right; G3 universal straight cut 








H, BOKER & CO., INC, 
Established 1637 . 
101 Duane %. New York 7, 0.7. 


Plants at: Maplewood, N. J, Bridgeport, Conn. Ft. Smith, Arkansas 
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THE WORLD'S FINEST WATER PUMP | *K easily 





TO SaaS ome 
REA A SGT Ee SOA RE. ag 


instalied 





RED JACKET 


° 





aleik TAD dt elt laals. 
tel imael a ek 
ele mitlielalet. tilelas 























FOR PUMPING LEVELS i Sek a ee ae 9 COMPLET 


ie a ae ) WATER PUMP 
FROM 4 TO 40 FEET =. , — PACKAGE 


PLENTY OF WATER en" Ae ee eee : 1 NO PRIMING 


NECESSARY 


WELL CASING 








APPLIANCES : f | FITS INTO 4 


RED JACKET 
Other modeis tor depths to 1000 ft. ANUFACTURIP 


wi 
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RED J 
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7 GPM Sublmeaga 


COMPLETE... 


WATER PUMP PACKAGE 


MODEL S40 - 
MODEL S80 - 


V3 H.P. 
V2 H.P. 
MODEL S150 - '/2 H.P. 


FROM 4 to 40 FEET 
FROM 8 to 80 FEET 
FROM 15 to 150 FEET 


4 & a ®s ¢&© & *® > © @e8et & & & ®@ >. €&©€ te &t & @ > « 








———a, 


EASY SELECTION 


The package number indicates maximum 
pumping depth for which each package 
is designed. No need to check compli- 
cated ‘curves’ or charts. 


EASY TO DISPLAY 


Open the carton —your display is 
ready! A real traffic-stopper on your 
counter, in your window or on your floor. 
Many se have heard of mer 
pumps; now you can show them one. 


=RED J 


X= SME —y 


EASY TO INSTALL 


One man can install this ‘Submerga’ 
pump with ordinary tools. Complete, 
illustrated instructions included. 


EASY TO SELL 


Ideal for the new home and replacement 
markets. The 7 GPM Packaged Series 
will meet the needs of over 80°/, of your 
customers. 


EASY TO SERVICE 


Every Red Jacket “Submerga’ Pump is 
designed to live its life unattended, 
operating quietly and efficiently under 
water, deep in your well. Should service 
become necessary, Red Jacket's author- 
ized ‘'Submerga’’ Pump Service Stations 
are located throughout the United 
States, Canada and Alaska. (See illus- 
trated instruction manual). Often the 
Red Jacket "Submerga’’ Pump can be 
serviced at the well, 


“woter 
service 
products 


ACKET MANUFA 


, i 
j 7ce inhars 


AL GUST 16, 





1956 





MA 
yi Vs we 


CTURING CO., DAVENPORT, IOWA 


Friends SINCE 1878 


WHAT'S NEW 








® For more information 
on these products and 
services use free post 
card on page 145. 


(Continued from page 150) 
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are a two position, rotating, remov- 
handle. On two of the drills 
back 
The capacity of the 
in metal and 2 in. in 
hard Prices range from 
$39.95 to $59.95. John Oster Mfq. 
(a 


able 
there is a reverse switch to 
out the bit 

drilis is Ye in. 


wood 


Vor more data circle No. 32 on posteard, p. 145 


Glass Crystal Barsets 

This Tempo pattern is now dis- 
tributed in 9 oz old fashion glasses 
cocktail Tempo 
crystal has a heavy bottom and a 


and 4'\% oz size 





Packaged by size in sets 
in colorful gift cartons to re- 
tail at about $2 a set. 
Div... Owena-lllinoia Glass Co. 


rimed lip 
of &. 


Libby Glass 


Por more data circle Ne. 33 on postcard. pp. 145 


Water Pump Line 

Higher capacities at higher pres- 
sures are features of the new Com- 
line of jet, and 


mander piston, 





and 
systems. Four groups of jet pumps, 


submersible pumps package 
including single and multi-stage 
models, cover shallow and deep well 
systems to a depth of 200 ft. Piston 
pumps for the same needs are also 
Submersible pumps range 
from 7 to 21 stages for wells up to 
500 ft deep. Illustrated is a shallow 
well system. Tait Mfg. Co. 
(Kut to Kum) 


Por more data circle No. 34 on postcard, p. 145 


available 


5-Cup Coffeemaker 
This 


maker is 


five-cup automatic coffee- 
suited for home or gift 
use. Unit features cold water pump, 
coffee warming device, heat-resis- 
tant handle, non-drip and 
special graduated cup markings for 
easy measurement of water. Coffee- 
maker is constructed of solid cop- 
per, plated with chrome. Retails 
for $19.95. Landers, Frary & Clark. 


For more data circle No. 35 on posteard, p. 145 


spout 


Wood Carving Set 


Hobbyists and craftsmen are cus- 
tomers for this six-piece basic set 
of wood carving tools. Set’s tools 
are hand forged and plastic han- 
dled. Set consists of %-in. firmer 
chisel, ‘%4-in. corner chisel, ‘-in 


gouge, straight 


,-In. 


straight 





gouge, ¥4-in. front bent gouge and 





‘4-in. parting tool. Retails for 
$12.40. Great Neck Saw Mfrs. Inc. 


For more data circle No. 36 on postcard, p. 145 


Deluxe Doll Carriage 
This 


riage is 


chrome-trimmed doll 
made of washable vinyl. 
The full length tubular handle ad- 


Car- 








justs up to 31 in. A transparent 
Carriage 


with large 


storm shield is featured. 


body is J5l‘% x 13 In 


medallion on each side. Suspension 


system is a link-action gear. Has 
9 in. wheels with heavy wire 
spokes and solid rubber tires. 


Weighs 20 lbs and retails for about 
$25. South Bend Tow Mia. Co. 


For more data circle No. 37 on postcard, p. 145 


Gas Water Heaters 

This company 
Standard gas-fired 
heaters (left), in 20, 30 and 40 gal 


is putting out a 


line of wate 





galvanized and corrosion-proof 
tanks. The improved Master Vit- 
Rock (right has a drilled port 
burner for use with all types of 


The Master heater features 


yasses 


(Continued on page 158 ) 
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MEET THE PERSONALITY LOCK 


with exciting eye-and-sales-appeal 











EXCEPTIONAL TULIP 
QUALITY, DESIGN 


DURABILITY, ECONOMY 





No lock can be installed faster! 





Here is a sparkling new addition to NATIONAL’S widely popular line of locksets. 


Also matching TULIP design 


in interior sets for passage, lef eas | Q | 
nisi: dinates dead howd. troublefree operation make it an all around favorite for both residential and com- 


Graceful styling, precision-engineered quality, ease of installation and smooth, 


mercial use. Lifetime guaranteed 


Self-aligning thru-bolts 
—Just 3 pre-assembled units | Cifetime 


Guarantee 


ae 


oo 


In all standard finishes tome OOS ad 


Available with or without 
deadlocking latch bolts in 
regular or 5” (one piece) 
Large decorative escutcheons backsets 

available in new modern 





styles. WRITE FOR LITERATURE AND PRICES 


a asmuinee NATIONAL HA RDWARE CcCoR P. 
NEW YORK: OZONE PARK 16 © CHICAGO: 205 W. WACKER DRIVE 


RUILDERS HARDWARE 
EXCLUSIVELY 


FREE: 
ALL THIS “= ~(lasfloss 


FILTER PROMOTION! 


Tie in with this big heating-season eee campaign—and clean up! 




















i 


Point out your Glasfloss 
filter display with this 


GLASFLOSS SHO-BALL 


. that hangs from the ceiling and 
directs customers to the filter counter! 


) 





hed 


pete? change to 


me: (rlasfloss 


atigalsla milli da: 





for blower-type furnaces 


GLASFLOSS AIR FILTERS 


. trap more dirt and dust without « 
down air flow’ Sott. easy to handle 


Fiber Glass does not splintes or pleres the skin. 


or filter-less warm air furnaces 


GLASFLOSS 
AIR FILTER PADS 


» « it) si] tf biber (, lass pads ea ily cut to fit 
any register. Give you a good proht if yo 
retail them at about $2.49 per carton 


rine! |B) lo.ass PAINTS - GLASS + CHEMICALS 
G 


PITTSBURGH 





when it closes! 


Haul’em 
with this 


CHANGE TO 


Tell’em you're the best source 
of supply with these 


GLASFLOSS AD MATS 


: in your local paper. A good campaign 
kick-off item! 


Remind’em by mail with these 





GLASFLOSS MAILING PIECES 


designed to carry yout imprint will fit 
invoice envelopes (,00d tor counter litera 


’ 
fure. too 
















Catch ’em at the door with this 


GLASFLOSS DOOR BOBBER 


. that moves up when the door opens and down 


in from the street 


GLASFLOSS WINDOW BANNER 


. that tells everybody it’s filter-changing time and 


here's where (,lastloss hilters are being sold! 




















Pt eee 


BRUSHES 


a ee 


2 BONUS FEATURES! 
Glasfloss newspaper advertising 


will liat all qualihed dealera in selected 
markets at the height of the hilter 


sales ee aso. 


90 days to pay 


Order now pay when the prohts 
start rolling in. This means you can 


plan ‘way ahead 


Start now... and clean up! 


Kush your order tor Glasfloes Air 
Filters and Air Filter Pade . . and 
your free promotion kit to your local 
Clasfloss jobber or your local Pitte- 
burgh Viate Glass Warehouse! 

lhe if toulay! 


PLASTICS 






COMPANY 





WHAT'S NEW 








(Continued fram page 154) 


dual corrosion-proof liner, spiral 
flue baffle, glass fiber insulation, 
automatic thermostat, offset heat 
exchanger and safety pilot. Coleman 
Co., Ine. 


Vor more data circle No. 38 on posteard, p. 145 


Safety Return Device 


A safety return device for auto- 
matic retraction of the motor car- 
riage and cutting carriage mechan- 
ism of this Model GE radial wood 
working machine is introduced. 
The Spir’Ator unit increases oper. 





ator safety by immediately return- 
ing the cutting head to rear idle 
position as soon as the operator 
forward pull on the 
motor carriage. 


relaxes his 
Uses a spring ar 
rangement and cable-retrieving ree} 
to permit long playout without ex. 
cessive force build-up. DeWalt, Inc. 


For more data circle No. 39 on posteard, p. 145 


Metal Alarm Clock 


This metal cased de luxe mode! 
alarm clock has an ivory case, pol- 


ished gold bezel, ivory dial, and 





158 


raised stick letters. Model No. 
242K (illustrated) has luminous 
hands and numerals, brown dial, 
It retails at $4.95 
A plain dial model re- 
tails at $3.75 plus tax. Luz Clock 
Mia. Co. 


Por more data circle Ne. 46 on posteard, p. 145 


spun gold center. 


plus tax 


Improved Bike Fork 

This improved bicycle fork will 
be of interest to customers who own 
bicycles or plan to buy new bicycles. 
kork, which is designed to reduce 
road bumps and shocks, is now 
standard equipment on Sonic Scout 
model as well as Olympic modei. 
Fork can also be installed on other 
makes of bicycles. Kvans Products 
(0. 


For more data circle No. 41 on posteard, p. 145 


Record Cleaning Cloth 
Here is an Hi-Fi record cloth for 

record department or general im- 

pulse selling. This cloth lubricates, 


"a 


, . ck aC 


WoISe> 
tt a ; 





and preserves records and needles 
with a wipe. It eliminates dirt-at- 
tracting static from staying in the 
record, thereby eliminating record 
pips. This yellow cloth is packed in 
a plastic bag and may be obtained 
in counter displays of one or two 
dozen. Viking Sloane Corp. 


For more data circle No. 42 on posteard, p. 145 


Paint Roller Handle 


Both commercial and do-it-your- 
self painters will be customers fo1 
this telescoping paint roller handle. 
The handle fits industrial type roll- 


ers and comes in two standard 


lengths Adjustable to any size be 





tween 48 in. and 90 in. or 73 in. and 

oS in. 
lar aluminum. 
Co, 


Handles are made of tubu- 
Thomas Products 


For more data circle No. 43 on postcard, p. 145 


Shaded Wood Stains 

W ood stains in a 24-color ranye 
are available in this line for light 
wood use. Called Maestro Interior 
(‘ustom Stains, they come in all 
popular wood shades plus new tints 





Tube 
colorants are mixed with pale clear 
varnish. 


in reds, blues, and greens. 


Colorants come in 4 oz, 
1 oz, and \% oz tubes. Pittsburgh 
Plate Class (0. 


For more data circle No. 44 on postcard, p. 145 


Electric Food Units 
Christmas shoppers will be cus- 
tomers for this oven toaster (illus- 
trated 
tends its 


A temperature control ex- 
use to many types of food 
toasting and grilling. This toaster 
is priced at $14.95. A bun warmer 
for $9.95 is also being distributed. 
The warmer has a moisture control 


(Continued on page 162) 
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HERE'S WHY— 


BIG DEALER 
DEMAND 


QUICK 
IDENTIFICATION 


EASY STACKING 
& SHIPPING 


TOUGH DURABLE 
PACKAGES 


FAST TO 
INVENTORY 


Dealers like them 


NEW J&L NAIL PACKAGES 





Wholesalers like them 


HERE'S WHY— 
SELF-SERVICE 


ATTRACTIVE 
DISPLAY 


IGHING & 
RAPPING 
ELIMINATED 


PACKAGED TO 
CUSTOMER NEEDS 


NO BINS OR 
KEGS REQUIRED 





BUILD FAST TURNOVER 


To meet the growing demand for nails in 
small packages, J&L has developed a new line 
of attractive | Ib., 5 Ib., 10 lb., and 25 Ib. boxes 
that build turnover and reduce handling and 
inventory costs. Developed in accordance with 
the recommendations of the packaging com- 
mittees of the Wholesale Hardware Associations, 


all J&L small boxes are designed to be packed 


in an 8x 8 x 24-inch shipping carton that holds 
SO Ibs. of nails. 

You can order the new J&L shipping carton 
with either of the four following assortments: 


5SO—1 Ib. boxes; 10—S5 Ib. boxes; 5—10 Ib. 
boxes or 2-25 lb. boxes. 
Remember—-J&L Nails are packed for your 


convenience, Fill your requirements now! 





Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 








STEEL 
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in Survey by fact-finding expert Alfred Politz 


eight out of ten consumers choose polyethylene 


DURABILITY is what consumers want in housewares — more than any other quality. This was con. 
firmed by a survey of consumers made by the famed Alfred Politz Research organization 


And for durability, eight out of every ten consumers picked polyethylene housewares, when given a 
choice of articles similar in design, color and utility, but made of different materials 


Consumers recognize polyethylene as a plastic that is unbreakable, long wearing and safe. No wonder 
polyethylene housewares sales are soaring. They can be molded in appealing designs, attractive colors 
and versatile forms for durable, sanitary, easy-to-clean housewares 


However, not all polyethylenes are the same! Du Pont ALATHON polyethylene resin is virgin material 
specially formulated to make the finest-quality housewares. ALATHON resins provide the utmost in 
stiffness, flexibility, stress-crack resistance, or gloss to meet every need 


You can be sure of maximum housewares sales by stocking items made of Du Pont ALATHON. Contact 
your supplier today or write for the name of the supplier nearest you. E. I. du Pont de Nemours & Co 
(Inc.), Polychemicals Department, Room 838, Du Pont Building, Wilmington 98, Delaware 






for modern living 


Du Pont 


HOUSEWARES OU POINT 


plastics 


+ & 


BETTER THINGS FOR BETTER LIVING THREOUGH CHEmMICTayY 











WHAT'S NEW 


(Continued from page 15%) 








ventilator to keep the warming food 
from becoming dry. Both units are 
finished in copper and black. Silez 
Co. 
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Heavy-Duty Bike Tire 





Your bike owner customers who 
prefer middleweight tires, but who 


busiest walpape’ book 


The ousiest 


- 
: 








in the trade if 





1957-58 Edition 


Siylecraft 


Homemaker group 








it's indexed and cross-indexed 


hook has index tabs to divide the pat 


This idea is a real selling help 


terns by design types and by rooms. 
Makes it easy to find what you want 


@ Since the patterns for one room sug 
gest others, many an order becomes 
larger than the shopper intended 
By all means make sure you have 

Stvlecraft “Homemaker 

book where they can see it! 


this new 


e They re new patterns created and 
selected for sales appeal and authen 
tic stvie. Thev re co-ordinated too 

with modern paint colors and even 

with period furniture stvles ... to 
help the customer plan ensembles 

No wonder this Homemaker group 

is 80 popular! 





Complete selection data 
on back of each sample! 


Specifies quality of paper, gives period 
influence, suggests papers for adjoining 
rooms and co-ordinates a harmonizing 
and contrasting paint color. For com- 
write Stylecraft, 
1863, Louisville, 


plete information 
Dept. HA-S61, Box 
Kentucky 


Siylecraft WALLPAPERS Distributed by 


DEVOE &4 RAYNOLOS COMPANY, INC. 
WADSWORTH HOWLAND &4 COMPANY 
PEAGLEE-GAULGERT PAINT &4 VARNIGH COMPANY 


162 





need heavy-duty strength and wear 
will be the Middle- 
is constructed 
of highest tensile strength automo- 
bile 

thick 


tread. 


interested in 
weight tire. Tire 
and has an extra 
layer of cold rubber in the 
Tire is available in black 
United States Rub- 


tire fabric 


sidewall only. 
her Co. 
For more data circle No. 46 on postcard, p. 145 


Aerosol Package Cleaner 
This 


cleaner, 


company has a 
Zip, in a 16 
dispenser. 
dirt 


spray 
OZ aerosol 


It removes oil, grease, 
from metal 


and 


parts and 





cleans motors and tools. It can 
also be used for drying out wet 
ignition systems in boats, cars, and 
trucks. Lenk Mfg. Co. 


For more data circle No. 47 on posteard, p. 145 


Screen Door Units 


Two screen doors have been in- 
troduced by this manufacturer. A 
two-panel door, No. 1500 (illus- 
trated left) has a removable louver 
inset on the bottom and scroll on 
No. W1501 (right) has a re- 
movable scroll insert. 


top. 
These doors 
This 


company’s combination doors have 


are available in three sizes. 
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oe te 
































HARDWARE AGE, AUGUST 16, 1956 
















PUT--- AND TAKE! 


TEXCEL 


h Oreent ‘ave 


MAvaIme (are 


oe 





a PU y PERMACEL’ & TEXCEL’ OUT FRONT 


i AKE MORE SALES AND PROFITS! 


PERMACEL TArE CORPORATION ...a Yoh vt allohwwen company 





THIS EYE-CATCHING RUBBERSET INSPECTO-PAK 


CAN TRIPLE YOUR NEXT MONTH’S SALES! 











FORTIFIED ° Bri 


=. : | 
. ; 
: f 

: 4 
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: 












pavbberset's 


rel He 


STLE 





‘ 

CEILINGS : 

| ete fe 

| Ingide leben. 
ond 


Outside 





* Trade Mark 


i64 


























pr ubberset CO. 900 Passaic Avenue, 


The Rubberset* Inspecto-Pak,* with its 
clear plastic pocket, is a real trafic stop- 
per, designed by merchandising experts! 
Retail men who have seen this display 
at work say it more than triples sales! 
The Self-Service Inspecto-Pak easily han- 
dies these big jobs for you: 


1. Attracts customer and encourages 
him to examine brush! 


2. Customer can remove the brush 
and replace it without damage to 
the package. 


3. Inspecto-Pak chart tells him the 
right Rubberset brush for any job! 


4. Displays price, gives full guaran- 
tee! 


The whole exciting Inspecto-Pak unit 
tells your customer what he wants to know 
—and clinches sale after extra sale! 


This is another example of Rubberset’s 
Better Merchandising . . . designed to 
give you volume sales. 


Stock Rubberset in the new Inspecto-Pak 
—see how easy it is to make a shopper a 


buyer! 


——— | 
i 
r ee ee “4 r , ioe - 
L512 6078" sited Bristle» en 1 
| um 68. 
\ yee Retail valve ee —- ah ' 
\ Total ‘ %) 645- i 
1 uses VO ogt 49 - 
\ Les yoOuR P panel eo? 
\ plus Free Disp! re a 
| ee 
——™ 


East Newark, N. J. 
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WHAT'S NEW 





® For more information 
on these products and 
services use free post 
card on page 145. 


been redesigned in seven patterns 
for greater functional efficiency. A 
2-color catalogue sheet is available 
which describes these 
Continental Screen Co. 


For more data circle No. 48 on postcard, p. 145 


products. 


Electric Ice Crusher 
Here is an electric ice crusher 
which is the size of a toaster. Just 


AT 





plug Ice-O-Matic in and it custom 
It grinds to extra fine 
coarse. Has a built in 
drawer to receive the crushed ice 
Stainless steel talons do the crush- 
ing of all ice put through the safety 
door. Retail $29.95. Rival Mfg. Co. 


For more data circle No. 49 on postcard, p. 145 


crushes ice. 
or very 


New Velocipede Line 

This company’s 1956 line of 
velocipedes features new colors and 
styling. Model M440 (illustrated) 
is a deluxe-spoke, ball-bearing unit 
with metallic red and white paint 
job, red plastic handle grips with 
multi-colored streamers and double- 
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block red viny! pedals. It has brazed 
frame, 154-in. semi-pneumatic tires 
and *,-in. handlebars. Other models 
cover all price ranges and sizes. 
Murray Ohio Mfg. Co. 


For more data circle No. 56 on postcard, p. 145 


Picnic Accessories 

Picnic and barbecue enthusiasts 
will be customers for these items. 
Giant 15 in. tongs (illustrated) are 





chrome plated and can be used both 
in and out-of-doors. They retail at 
$1.19. A four piece set of stainless 
skewers, with a twist near the 
handle to prevent drips from get- 
ting on hands, retails at $1.95 a 
set. Both items come on cards for 
easy display. A combination card 
of both items retails for $3.19. 
John Clark Brown Inc. 


For more data circle Neo. 51 on posteard, p. 145 


Enamel Spray Paint 


A larger size can of this spray 
enamel is now available. The 16 oz 
size has been introduced for jobs 
too large for the 12 oz size. The 





same paint formula is in both size 
The price of the 12 oz can 
is reduced now that the 16 oz size 
is available. Paint color is printed 
on the outside of each can. Spray- 


Cans. 








elt, Powe 


HOME HARDWARE 


with SHELBY 
PlastiCoat CARDS 





CMA ing 


a "Owe 
nm .. £?Op 


CUSTOMERS SEE 


what they’re buying — 
quick sales result. 


Color iI Plasti( oat ‘ ards er) 
tirely seal hardware if} plas 
tic Ihere are no dirty cards 


hardware stays clean indef 


initely 
PlastiCoat <« ards 
selected sales by suggesting 


inspire self- 


vses and giving directions for 


use 
PiastiCoat cards eliminate 
Screw loss “(Tew points 


never project to scraticn hands 
PlastiCoat cards fit peg rack, 
wire rack, or counter bin 
Order the compiete line of 
Shelby 
PiastiCoat cards from your job 
ber 


home hardware or 


THE SHELBY SPRING HINGE CO. 


SHELBY, OHIO 
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New see-'n-sell tubes pull glide sales. 


self-service 
display pack 
asks for sales 


Here's your chance for 
an extra sale to every cus- 
tomer that walks into 
your store. 











Spot these powerful 
new Bassick glide displays 
in high traffic areas. Folks 
will see them, pick up the 
new see-'n-sell tubes, and 
look at Bassick’s broad, 
flat steel bases and soft 
rubber cushions. 

Next thing you know, 
you're ringing up a sale for several sets 
at 49¢ and 59¢ apiece, Business like that 
can add up—especially with the average 
home having use for 18 sets of glides. 


Get your order in! 

Call your wholesaler today, and make 
sure you get your share of this high vol- 
ume business. The %° diameter glides 
retail at 49¢, the 144" size at 59¢ a set. 
Ten sets to a display box. THE BASSICK 


COMPANY, Bridge- 
4 | a port 2, Conn. /n Can- 


bso 
Bassick. 


A OIVIiSIiOn OF 





sw 
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WHAT'S NEW 








O-Namel paint cans have built in 
yovernors to regulate flow and pre- 
vent bubbling and running. /llinois 
jronze Powder Co. 
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Plastic Repair Material 
Here is an item for do-it-yourself 
customers put up in a one-pound 
Devcon, a plastic 
steel, for repairs around the home, 
yarage, or farm. The product is 80 
percent steel, 20 percent plastic. It 
bonds itself to aluminum, 


package. It is 


bronze, 
brass, iron, wood, concrete, glass, 
porcelain and other surfaces. It can 
be drilled, sawed or ground with 


metal-working tools. A package of 





Devcon, plus a jar of 
agent, two measuring spoons and 


complete 


hardeniny 


retails fo 
$3.95. Chemical Development Corp 


instructions 


For more data circle No. 53 on posteard, p. 145 


Combination Can Opener 
This 
and bottle cap remover is for ven 


combination can 
eral household, camping and work 
The King Size Tu-Way 
model opens large holes in cans, big 


It has 


shop Lses., 


enough to insert a teaspoon. 





puncher 





a thumb rest for leverage with lit 
tle pressure. Ketail , 


Kdiu nd Co 


price is Si. 
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Air Conditioner Covers 
Owners of window air condition- 
this 


aluminum treated CANVAS Ai, ¢ ondl- 


ers will he customers for 





called 


heen treated for 


The 


has 


tioner cover. cover is 


AlumiZel and 
maximum water and rot resistancy 
(‘overs serve as insulators and 
draits 


designed window flap for se 


eliminate There 18 a spe 
cially 
Cure installation with rust prool 
Packed in In 


Wenz 


evelets and tie rope 
dividual display cartons. H 
Tent & Duck Co 

For more data circle No 


py. 145 


> on postcard 


Woodworking Adhesive 


Here is an item for woodworkiny 
crattsmen, a adhesive 
W eldwood Waterproof 


(,lue ised 


watel proo!l 
hesorcinol 
ior a 


can be permanent 


bond on boats, sporting yoods, non 


repairs, basement Work, and Out 

door furniture. It will withstand 

cold and boiling water, tropical 

heat, sub-freezing temperatures 

mild acids, alkalie steam, mold, 

fungus, solvents and continuou 

outdoor CAPOSUTE | he adhesiv: . 
comes in quarter pint, pint, quart ’ 
and yallon pacKaye l’nited State 

Plywood Corp. 

For more data circle Neo. 56 on posteard, p. 145 . ; 


Juicer-Slicer-Shredder 


Owners of this manufacture! 
liquefier-blender are customers fo: 
this appliance attachment that 
juices, slices, and shreds. Unit 
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comes in two models to fit eithe: 
the single speed blender or the two 
speed blender base. Unit is self- 
lubricating and has three separate 
metal dises, one each for julcing, 
slicing, and shredding. Comes with 
a 12-page recipe book. Retails for 
$39.95. John Oster Mfq. Co. 


For more data circle No. 57 on posteard, p. 145 


Pliers Spring Addition 

A spring has been added to this 
companys plier which enables 
quick and rapid action. The Bauer 
(oll Spring is conveniently located 
and is guaranteed ayainst break- 
age. There is still ample room be- 
tween the handles for easy applica- 
handles The 


spring is close enough to the bite 


tion of  plastisol 


that the operator's fingers will not 


he pinched Although the springy is 





, 


now on all the plier in this line, 


it can be easily removed i] tne job 
demands it. Utica Drop Forge & 


ool Corp 


For more data circle No. 58 on posteard, p. 145 


Key Controlled Padlock 


Here is a builders’ hardware item 
LO} dealers selling to schools The 


A K@yvyway in tne rear 80 a ithorized 


school officials can open al! lockers 
; ' | . 

With one Key Tor cleaning Oo} ins pec- 

Lion lhe padlor KS Nave a heay Vy, 
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Yale D916 combination padlocks nave 


large diameter, one piece metal 
case. Dial has white numerals from 
) to 48, so there are 10,000 lock- 
ing combinations possible. When 
padlock is closed it locks automati- 
cally and disperses tumblers so lock 
may not be opened without using 
the correct combination. Yale &€ 
Towne Mfg. Co. 


For more data circle No. 59 on postcard, p. 145 


Rubber Tire Skates 

These skates feature silent, non 
marking rubber tires. The Globe 48 
has been designed to operate both 





in and out-of-doors. Heavy-duty, 
steel construction with shock ab- 
sorbent, ball bearing wheels aid 
toward faster, smoother and safe! 
skating. These skates adjust from 
8 to 11% In. 
cowhide strap, rubber ankle pad 
and skate key. Globe-Union, Ine. 


They come with a 


For more data circle No. 66 on postcard, p. 145 


Decimal Tape Rule 

People who work in electronics, 
automotive or aircraft lines will be 
customers for this tape measure 
The top edge of the blade is gradu 
ated in 10ths of an inch and the 
bottom in 50ths for the first 12 
inches, and the rest in 10ths. Each 
fifth division is numbered for easy. 
quick reading on the lower acale 








eae -4. 1-1 8.e7 4m 
Se Sernéice 


ASSORTMENT 
DISPLAYS 


make easy 


sales for 


TURNBUCKLE ASSORTMENT 


52? Turnbuckies in | fast setlw g sizes 
ond styles. Aftractiwe {4 a @ sti 
metal dupilay pone mn 3 ce rs. Une 
packed for shipment. A complete e 


of open stock Turnbuckles available 






Lewtuahles Se » 






EYE BOLT ASSORTMENT 


Ten each of the most popular sires 
of Eye Bolts. boxed by size. Sturdy 
14 a 6 or 


3 colors. Unit packed for thipment 


metal d ‘p' iy pane! ny 


Open stock Eve Bolts available m 6 
thread sizes 





5 nT 
v-sours 









U-BOLT 
ASSORTMENT 


Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14° « 6° 
all meta! duplay pone! in 3 colors 
Unit pocked for shipment. VU Bolts also 


eveilable from open stock 






“Tuanbuchls Suc 
\ oe] eve sours 


, 





LAG THREAD 
EYE BOLT ASSORTMENT 


BO bright zinc ploted tag Thread 


. 
} 
ti 
y 
Eye Bolts in 6 popwlar selling sizes 
Packed for shioment with durable, 


colorful 14° « 6” display pane! 
Available m open stock 


ORDER FROM YOUR WHOLESALER 


Surnbuchles 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 





‘One good turn (buckle) deserves another’ 
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i's Mew! Unique! EVERY Ranch 
Type Homeowner a Hot Prospect! 
Dalton FOLD-A-WAY 
ALUMINUM LADDER 












Avail- 
able in 
Sizes 
Ranch- 
Type 
Home 
Owners 
Need 
for 
Any 
Job 
Around 
the 
House. 





Ledder Open @ 


Ledder Closed —@ 


Pat. Pend 





SIZES from 6° to 14'—for any repair job 
from roof to ordinary inside use. 

MADE OF REYNOLDS ALUMINUM for 
light weight, durability, and etrength 
EXCLUSIVE HINGED RUNG CON- 
BTRUCTION makes it ensy to carry, 
allows saving in transportation and stor- 
aye Stabilizer automatically locks in 
position when opened. Simple finger-tip 
release for folding 

SPECIFICATIONS 


Bize of Side Rails 2” 
i%”. Diameter of Rungs 1”. Kung spac- 
ing 12°. Inside width between rails 14” 
HEAVY CORRUGATED RUBBER SAFE- 
TY SHOES prevent slipping or creeping 
Rubber tips on top of rails prevent scratch- 


ing of walle 
@® INDIVIDUALLY BOXED. 
ORDER NOW! IMMEDIATE SHIPMENT. 


JOBBER INQUIRIES INVITED. 
DALTON Portable Electric JIG SAW 
with PISTOL GRIP HANDLE 


Provides COOLER 
Handling 
(Gireater 
BAWING 
ACCURACY 
thru enasler 
operation & control 


7 BAWS IN ONE! 


Does work of a Rip, Crosscut, 
Coping, Seroll, Jig, Band & Key- 
hole saw. IT CUTS —~ Circles, 
straight lines, intricate designs 
in Wood, Plastics, Metals, Com- 
position Boards, ete. 
OTHER FEATURES: Spe- 
elally built ehrome plated 


Mede! D-500 motor; makes own starting 
$44.96 hole for ineide cuts: air 
Complete with Five stream blows sawdust off 


Different Blades guide line. 
For Heavy-Duty Uses—Sell 


DALTON 


Fully-Mechanical 
Sawhorse Brackets 


Neo Nellis, Bolts or 
Miter Cuts on Legs. 
Sizes for ta #e & 2 48 


Put lumber in jaws 
and lew sockets 

tighten wingnut. Use 
for Platforms, Seaf- 
folding, Banauet 
Tables, ete. Dismantile 
on job. 2x4 sine pack- 






aged. 
if wet etecked by your jobber, howe him order fer you. 
tee we ot Beeth 640, Netiena! Hdwe. Shew, Oct. 1-5, 


Coliseum, HW. Y. ¢. 


DALTON MFG. CO. 7°, Son's" ue"* 


St. Lewis 5, Me. 
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WHAT'S NEW 











® For more information 
on these products and 
services use free post 
card on page 145. 


The tape has a self-adjusting end 
hook and comes in a chrome-clad 
case. Available in 6, 8, 10 and 12 ft 
lengths. Lufkin Rule Co. 


For more data circle No, 61 on posteard, p. 145 


Unbreakable Juicers 

The two piece juicer (left) will 
be of interest to cooks. A colorful 
juicer-strainer locks into the trans- 
lucent 16 oz cup. The cup has clear 
molded-in gradations. An all-pur- 
pose one piece juicer (right) is col- 
orful and sturdy. It is priced at 





89¢. Both of these Lustro-Ware 
units are made of polyethylene and 
cannot be chipped. Columbus Plas- 
tics Products. 


- 


Fer more data circle No. 62 on postcard, p. 145 


Electric Power Drill 


Model 707 is a low-priced, all- 
purposed *% in, electric power drill 
added to this company’s line. It has 
a Jacobs chuck to take standard 
attachments for sanding, grinding, 
polishing and buffing. The Wen 
drill is geared down to 1000 rpm 
to take tough drilling jobs. The 
drill has a satin finish, red vinyl- 
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over-stee] auxiliary handle for 
right or left hand use. It weighs 
3% lb. The retail price is $26.95. 
Wen Products. 


Fer more data circle No. 63 on postcard, p. 145 


Flexible Plastic Pipe 
flexible 


low 


pipe 
and 
perma- 


Here is a plastic 


which features 


speed of 


cost, ease 


and 


installation, 





nence. It can be used in installing 
jet and submersible pumps, under- 
ground water distribution lines for 


home and farm, mine drainage 
lines, and many industrial piping 
systems handling water or corro- 
sive solution at normal tempera- 


tures. The pipe is packaged in long 
coiled lengths. The pipe comes in 
various sizes and series. American 
Hard Rubber Co. 


For more data circle No. 64 on posteard, p. 145 


Submersible Pump 

Here is an illustration of the sub- 
mersible sump pump of Lancaster 
Pump & Mfg. Co., described in a 





What's New 


the 
issue, page 12. The wrong illustra- 
tion was inadvertently used in the 
write-up. 


item in May 10 


(Resume reading on page 13) 









TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 18) 


and sash fasteners. Entire stock is 
held on 24 hooks on four panel sur- 
Display takes up minimum 
counter space. Hall-Wessel Co. 


faces. 
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Dealer Listing in Life 

New feature of 1956 American 
Toy Promotion is a dealer listing 
in Nov. 26 issue of Life magazine. 
This issue will contain a 9-page 
advertisement illustrating the 64 
toy#in the promotion. Part of this 
ad will be devoted to listing names 
and addresses of dealers carrying 
the featured toys. Listing is avail- 
able to dealers for $59.50. Special 
mail pieces, store decoration kit, 
other promotion material is includ- 
ed. American Toy Promotion. 


For more data circle No. 66 on postcard, p. 145 


Fastener Catalog, Book 


Fasteners for home and industry 
and a complete line of drills and 
drilling devices are illustrated and 
described in the 60-page, pocket- 





This firm 
also offers new consumer booklet, 
“The Hang of Things,” (Cillus- 
trated) which is guide to selecting 


size catalog No. 5603. 


right fastener for the job accord- 
ing to type of wall and the weight 
to be carried. Star Expansion. 


For more data circle No. 67 on posteard, p. 145 


Clocks in Plastic Bags 

This line of clocks is now being 
packaged in polyethylene bags. This 
packaging enables rack and bin dis- 
plays to be set up to stimulate im- 


pulse sales. A display card is at- 
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Boom! 


ASTER 
SOLDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified’ manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 


6707 Wrightwood Avense 
Chicege 39, IMineis 
Newark 5, New Jersey 
Brantiord, Canada 
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which these tools may be used 
LOR LTE DOB AMM ioce free sheets are designed for 
gose-leaf filing for later reference 
The series will describe the prope! 
® For more information and most efficient way to do a job 


on these products and 
services use free post 


me 
bigger profits! sand on pune 148. - s-ser gate 
faster turnover! 2-4 Sok thin tabi iniite We, Wienges, 9, 10 


with these Ramset units. Winches 
fer-Western Di Olim Mathieson 


Colorful Plant Aid Pack 

A newly designed package in 
bright colors draws attention to 
this line of garden and plant aids 
in 10 and 25¢ sizes. Most of the 
products of this company are pack 
ed 


moisture resistant bags. Three are 


n these plastic, chemical and 


in cans and boxes with labels whic} 


match the bag design. In additior 


cE ft 


seat ha $6 





tached to each bag to advertise the re 

Dy Zinc alloy | clocks while see-through bag shows se 

F |. the exact item. Lux Clock Mfg. a 
Co. 


Por more data circle No. 6% on postcard, p. 145 


for highest quality 
at lowest cost! 


IN BULK, | Hand Cleaner Display 


BOXED and Here is the Mighty Midget dis- 
attractive play of waterless hand cleaner 
counter which can be used as a shelf ex- 
. tender (illustrated) or as a small- 
UBT LED, ve mae 
space counter display. The unit is : RE rts 
assortments free, together with a supply of to the redesigning of the bags, nine 
| give-away leaflets and free con- new products were added to round 
out the line. Hydroponic Chemical 


('o. 


For more data circle No. 71 on postcard, p. 145 


Sy k Sliding Door Unit Book 
ts athe 


. A complete line of interior r 


dential sliding door hardware is il- 
oy. nt lustrated and ‘Tri 


a described in an ® 


-_ Mientty Ror page catalog, G &88R. Hardwai 
oe a ed di trim and accessories are aiso shov r) 







Your customers 
want quality plus econ- 





, in the catalog. Ordering data for 
omy! You want fast turnover plus ackawed and nart , 
profits! Gries die cast zinc alloy sumer samples of the product in a packaged sets and parts Is included 
wing nuts and cap nuts are the special assortment carton. The dis- Stanle ij Hardware Da an Tj ‘ Stani: j ° , 
answer. Non-ferrous, rustproof, cor- " Works 
rosion-resistant, with clean threads play shows 5 and 14 oz cans and Ars 
and attractive bright finish. Their low holds the leaflets. Quickee Prod- Wer more Gate cirete No. 78 on pestenrd, p. 145 
cost to you means extra profits! ucts. Inc. ; 
Write today for samples. prices For more data circle No. 69 on posteard, p. 145 , 





and catalog sheets. é 
Fix Sash Cord Folder 

Here is a folder which will help 
self service sales of sash cord 


World's Foremost 


Producer of ’ 
Small Die Castings Re 
® 


How-To-Do-lt Leaflet 








In coordination with the Ramset Every 100 ft hank of sash cord. in 
GRIES REPRODUCER CORP. Fastening System tools, this com this line, now has a folded ecard 
16! Beechwood Ave.. New Rochelle, N.Y . ' 
, ' rig now releasing a series ¢ t} t c tells the size ; 
Telephone: NEw Rochelle 3-8600 pany is now releasing a series of with it which tells the size and 
diagrams showing different ways in method used in replacing cord, This 











Spot (ord roiaer, ¢ alled Hiow 


place A Sash Cord, has 


To Re- 
Ix easy-to- 
understand diagrams showing each 
step in re placement Samson Cord- 


ie Works 


For more data circle No. 73 on postcard, p. 145 


Cellophane Tape Display 


This revolving counter display 
rack for Scotch brand cellophane 
tape is available free with order 





of roul dozen 2¢ roll 
39¢ rolls and two dozen 5%é rolis in 
deal No. RC-l1. 


section metal unit finished in vellow 


. three dozen 
Display rack 1s Six 


and green with each section marked 
for roll size and price Minne Ora 
Mining & Mfta. Co. 


For more data circle No. 74 on postcard, p. 145 


ironing Board Cover Kit 
A smoke test kit to 


the porous ventilation of the new 


demonstrate 


Rid-Jid deluxe air flow pad and 
cover set designed for Rid-Jid open 
mesh steel top ironing tables is 
available. New pad and cover set 
provides full ventilation for faster, 
cooler, drier ironing. Kit has cross- 
section of ironing table top, pad and 
cover thro igh which customer can 
blow smoke to see ventilation qual: 
tie Set and table are offered in 


combination at $16.95 Product is 


being introduced with national ad- 
vertising CAAT i. ie. ¢ lark 0 


For more data circle No » on posteard, p. 145 


Gadget Merchandisers 


Three display-merchandiser com 


Dinatiol to neip organize 


your gad- 
get department into unified dls- 
play s are available. First combina- 
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PERMAGU NM®* 


CORDS 


for unequalled quality 





4 (rs and performance 





UNLIMITED 
SHELF LIFE! 


No fear of your profits drying up 
with your inventory! Permagum will 
be as fresh the day your customer 


uses it as the day you stocked it! 


BRILLIANT 
WHITE COLOR! 


No tattle-tale grey here...but a 
pure white that blends well with 


any white surrounding. 





CONTACT 
YOUR 
WHOLESALER 


3754 


06. tex. 


PRESS 


pa ae 
Sa 


pee 


“~. 


TiTE Ee 


#99 
ae 


A Division of A 


MERICAN-MARIETTA COM 


EASY WORKABILITY 
AND PAINTABILITY! 


Convenience at the fingertip! Any 
‘Saturday Mechanic" can do a fast 
neat job with Permagum .. . easy to 


paint over, too. 















Fe PO: ae. 
Pe ss te sails ar es 
. ro 


oa 


NY 


4 


PA 


CHOUIEAU AVENUE, ST. LOUIS 10, MISSOURI © 101 EAST OMTARIO STREET, CHICAGO Ii, ILLINGIS 


i7l 









I’m Sending Customers” 
to your store to buy 
WEARER. \adders 


Be ready for them! Your customers will 
be asking for Werner ALUMINUM 
Lappers. Because they know WERNER 
ALUMINUM Lappers put them within safe, 
easy reach at any height. And Werner 
Lavpers are priced within reach of the 
average homeowner. 


TRIPLE YOUR LADDER PROFIT —with 
Wernnen—the fastest selling Lapper in the 
aluminum field 


GET YOUR SHARE OF SALES —from the 
potential market of 11,000,000* consum.- 
ers reached by every Wenner ad in Goon 
HOUSEKEEPING 


So aton h up now and be prepared for your 
customers—order from your distributor 
today or write direct for catalog. 


Available in 2’. 4’. 


> or 6 sizes. 





NATIONALLY ADVERTISED 








KR. D. WERNER CO. INC, 
295 Filth Ave., Dept. L-59, N. Y. 16, N. Y 


Alumiladders, Chromtrim, Sink Frames, Alumidryers 


TU E RIVE Res: 


ae ee ee oe ee es oe © eee ® 
































TO HELP YOU SELL 





ae) GAGGET Ci MTiR 





tion is the No. 246 Gadget Center 
for counter use. This is a counter 
unit measuring 5 x 2 x 3 ft with 22 
counter bins and a perforated panel 
back. A smaller unit is the C-108 
Gadget This 
is a 2 x 4 ft perforated panel on a 
wrought iron stand. 
is ©-109 when it holds line of 
kitchen tools instead of gadgets. 
Kkco Producta Co. 


For more data circle No. 76 on postcard, p. 145 


fjoard (illustrated). 


Same display 


Sponge Mop Refill Unit 
This selfservice display unit (il- 
lustrated) for sponge mop refills 
can be used on counters, walls, gon- 
dolas and cash registers to spur im- 
pulse sales. As customer removes 
refill at bottom of unit, another 
slides into place. Dispenser comes 
free with every dozen or half-dozen 
No. 76 sponge mop refills. Manu- 
facturer also has introduced a yel- 
low cotton dust mop with matching 
yellow wooden handle to retail for 
$2.79 as part of its Every-Which- 


Way line. Complete line includes 


































white, turquoise and yellow in the 
cotton version; or pink, white and 
blue with $3.95. 
O-Cedar American-Marietta 
Co. 


nylon pads at 


Div.. 


For more data circle No. 77 on posteard, p. 145 


Power Tool Bulletin 

You can use this 8-page fold-out 
bulletin on power tools as a handy 
wall chart in your store or as a 
Bulletin includes 
descriptions and con- 


consumer mailer. 
illustrated 
densed specifications of 14 major 
power including two units 
recently introduced. Bulletin, Form 
AD-964, has photos of tools in use 
on reverse side of wall chart. Rock- 
well Mfg. Co. Delta Power Tool Div. 


For more data circle Ne. 78 on posteard, p. 145 


tools, 


7 
Alarm Clock Displays 
Here is a display unit (illus- 
trated) for Baby Ben spring alarm 
clocks that you can use on counters 


or in windows. Unit holds two 
clocks and describes features of 
clocks. A similar unit, with flash- 


Baly Ben 


WESTCLUOA 





ing lights, displays the Big Ben 
electric and spring alarm clocks. 
Westclox Div., General Time Corp. 


For more data circle No. 79 on postcard, p. 145 


Water System Stuffer 

Here are three new stuffers to 
sell the Burks line of pumps and 
water systems. Information covers 
ways to end insufficient water pres- 
sure, ways to get full dependable 
pressure from a lower priced pump, 
and general hints about buying a 
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water system. Leaflets may be used 
as stuffers or for counter distribu- 
tion. Decatur Pump Co. 


For more data circle No. 80 on postcard, p. 145 


Snow Shovel Rack 

You can display an assortment of 
snow shovels and pushers in little 
more space than the shovels would 








take up with this free standing dis- 
play. Display No. 519 (illustrated) 
holds six assorted shovels and push- 
ers. Display No. 507 holds 12 as- 
sorted Jr. Snowman shovels. Dis- 
play can be used inside or outside 
your store. Tags listing facts about 
each shovel are also available. Man- 
ufacturer also has introduced two 
new models, Admiral B-R-R all- 
aluminum snow shovel and North- 
ern Light aluminum pusher with 
hickory handle. Gardez, Ine. 


For more data circle No. 81 on postcard, p. 145 


Mailer for Pumps 

Here is a direct-mail piece you 
can send out with your own im- 
print to describe to your customers 
this company’s complete line of 
water systems. Mailer is printed 
in two-colors, has space on front 
page for 200 words of dealer copy 
and a photo of yourself or your 
store. Space is provided on an in- 
side double-page layout for your 
imprint too. Mailer puts front-page 
emphasis on HK Ejecto water sys- 
tem. Other systems described are 
HN Ejector, plunger-type shallow 
well pump, submersible pump and 
deep-well working head. F. E. 
Myers & Bro. Co. 


For more data circle No. 82 on postcard, p. 145 


(Resume reading on page 14) 
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Tap the profit potential of this 


rol ht ae laleiial> mm claelsalelitelal- ime elael- is tag 


SELL CASE 
HUNTING KNIVES 


Based on the theme, ‘‘Famous Guides Use and Recommend Case Hunting 
Knives,’" Case is now launching a giant promotional program on its 
famous hunting knives and hatchets. This complete campaign includes 
everything you need to merchandise and sell Case products to sportsmen 
Get your share of the profits this outstanding advertising program will 
produce. Stock up now with Case's quality hunting knives and hatchets. 








This fall over 4,250,000 sportsmen will see Case adver 
SIGGEST tisements featuring photographs of tamous guides and 
ADVERTISING their testimonials on Case hunting knives. Case dealers 
on yi Siete fe EY every whe re are certain to enjoy record sales as a result of 
this Miant advertising program 





3-145 This Case booklet is a proven sales stimulator. It contains 

a fact-fhlled article entitled “How to keep your hunting 

VALUABLE knives keen edged and sharp looking” by Lee Wulff 

tele) 45 eae ie). . famous sportsman, lecturer and writer. Your customers 

mY yet na tet tt will appreciate and save this booklet which ts yours tree 
of charge to mail or distribute over your counter 





WRITE NOW TO deg directly to W. R. Case & Sons Cutlery Co., Brad 

ord, Penna., for speedy handling and shipment of your 

ORDER OR GET order of Case hunting knives and hatchets or contact 

MORE INFORMATION your Case salesman. For turther information, write to 
Dept. HA at the factors 





w. ®. CAGE 4 SONS CUTLERY COMPANY ~ BRADFORD, PENNA. 


Manufacturers of the Most Complete Line of Quality Cutlery in America 





Read it in HARDWARE 


rxxxxxx WMEWS OF 
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Dealers Relieved of Collection Obligations ena . tee. , 
In New Schoellkopf Time Payment Financing gincgibir yea gam 


Kenneth R. Fisher hia 

Dealers who want to offer ital tied up in open credit ac- been appointed presiaca of 

credit with a minimum of counts; and the dealer is no. *Uper Tool Co., Detroit sub 

paper work, no responsibility concerned with collections. sidiary of Van Norman in 
for collections, and no in- With a time-pay plan, Mr. dustries, Inc. 

vested capital will like the Norsworthy said, a deale: Mr. Fisher has been wit! 


new time payment finance will be “able to greatly ex- Super Too] for eight years a 
pian offered by the Schoell- pand his sales and rende) sales manager and executive 





kopf Co., Dallas (Texas) far better service to his cu vice-president. 
wholesaler. tomers.” 
The plan, called the Anesite Names Stone 
Schoellkopf Time Payment Director of Sales 
Pian, enables dealers to gel! Schoellkopf Appoints J. E. STONE 


J. BE. Stone has heen named 


any merchandise they stock W, F. Braxton as Buyer director of sales of Anesite wholesaler at Evanston, II! 


on an instalment payment 


hasis W. F. Braxton has been Co., Chicago, Il. He has heen active in assist- 
wa appointed housewares buye! Mr. Stone was sales pro- ing with the development of 
Pres. George H. Nors- ‘ : ' ' - 
for the Schoellkopf Co., motion manager of Hibbard, the True Value Associate 
worthy told a recent sales wholesaler of Dallas, Tex Spence} Bartlett & C St P 
‘4 Bt > j as, “ ‘ ‘nicer, artie ’ Q ' >< rr’ 
meeting that “dealers who I ore rogram 


sell for cash can only reach Mr. Braxton formerly was : 
10 percent of today’s mar- associated for several years 


bet.” with another Dallas whole Who Can Match This Record? 


He said, further, that this *#!¢r- 


new plan has been six months i] jam ° 
in being perfected. Annual Dinner Scheduled William B. Sabastian . . . 


Benefits to the dealer are: By Central States Club 61 Years of Hardware Selling 
mnimum paper work, with no 
extra bookkeeping; contract Central! States Hardware 
paper is sold to the whole- Club will give its 16th an 
saler, thus relieving the ual dinner party in Atlan 
dealer of the problem of cap (Continued on page 184) 


William B. Sabastian, a traveling salesman for 
May Hardware Co., Washington, D. C., wholesaler, 
has the unusual record of 61 years of continuous 
service with the company, and is still going strong 

How many other traveling men or dealers can 
match this record of continuous service? 
Marshall-Wells Winners Receive Prize Mr. Sabastian is 83 years old and still drives his 
own car, averaging 60 miles a day. He has been a 
member of the HARDWARE AGE 50 Year Club for 
ll years. 


— - — - 


Editor's Note: How many hardware people can 
match thia record of continuous service’ If you, o7 
some friend, can equal or better this outstanding 
record of service, send us the detaila and we'll pub- 
lish them in HARDWARE AGE. Let's find out who has 
the longest record of continuous service as either a 
dealer or traveling man. Send the details to the 
Editor, HARDWARE AGE, Chestnut & 56th Sta., Phila- . 
delphia 39, Pa. 


Mr. Sabastian was born in Washington in 1873 
He joined May Hardware in 1895 and has been with 
the company ever since. Leo C. May, president of 
May Hardware, remarks that Mr. Sabastian has en 
joyed remarkably good health over the years and 
that the passing of time has not robbed him of any 
of his energy. His sales are pretty well up with the 
rest of the sales force, most of whom are much 
younger than Mr. Sabastian. 





Matt Goetz, owner of Matt Goetz Hardware Co., 5600 S.E. 
Blnd Ave., Portland, Ore., (right) presents Zenith washing 
mac hine and dryer to Mr and Mrs Otis Sinnett of Portland 





Mr. and Mrs. Sinnett won the washer and dryer in a recent About his only absence from the job, Mr. May 
major appliance contest in Portland conducted by Marshall reports, is when he flies to Florida and the West 
Welle Co., wholesaler of Duluth, Minn Coast to visit his grandchildren each year 
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Fall Show Is Scheduled 
By Bigelow & Dowse Co. 


Bigelow & 
wholesaler 


Dowse Co. 


Mass., is inaugurating a fal! 


merchandise show which wil! 
be held this year on Sept. 9 
company 
warehouse. 


at 
and 


the 


Christmas 


lights and 
tric trains 
the 
will 

The 
from 9 


new 


show 
a.m. 


gifts, 


to YV 


decorations, elec 
and all 
Christmas 
be featured. 


items in 
catalog 


wil] he 
p.m. 


oper! 


one-minute stage sale will be 


held at 


1.30 p.m 


Whitlock Corp. Names 
Barasch to Sales Staff 


Mac Barasch has been ap 
| 


pointed to the sales staff of 


Whitlock 


Corp , 


Ww holesale) 


of Mount Vernon, N. Y 


Mr. 
man for 
ering Bronx, 
years 


Barasch 
Masback, 


Was a sale 
Ine ‘ 


N. ¥.,. for 


Coy 


He will cover the same 


territory for Whitlock. 


DEALER BRIEFS: 





of Needham. 


showroom 


sporting 
goods, housewares, Christmas 


The 


five 





WALTON HICKS, JR. 


Hicks Elected Phillips’ 
Vv. P.. General Manager 


Walton Hicks, Jr., was re 
cently elected vice-president 
and genera! manager of |. W 
Phillips and Co.,, Tampa 
(Fla.) wholesaler. 

Prior to this election, Mr 
Hicks was vice-president and 
assistant general manager. 

He joined the company in 
1947 as catalog builder, and 
iater managed 
the paint and building mate 
rials divisions. 


successively 


Spectacular Fires Wipe Out Two Dealers; 
Gulf Hardware Plans Fourth Texas Store 


Long Beach, Calif Doo- 
ley’s Hardware Mart was 
recently leveled by a spec 
tacular fire at a loss esti 
mated at considerably more 
than $100,000. The large 


store, its warehouse, and vir 


all 
out 
and 


tually 
wiped 


ployees 


were routed by the fire 
hurt 


one Was 


inventory were 


About 


mt) em 


70 customers 


Future plans 


have not been announced. 


Maywood, Ill A 
buildings was reduced to 


ashes here recently 


Baheal! 


loss in 


the 


Hardware Co 
fire is ¢ 
to exceed $1 


block 


including 
Total 
timated 


million Fire 


true k - from five communities 


HARDWARE 


AGE. AUGUST 





No 


of 


were summoned to fight the 


giant blaze. Future plans of 
the 


not 


hardware company have 


heen made known 
Gulf 


three 


Beaumont, Texas 


Hardware Co., with 


stores already operating 
here, has signed a lease 
agreement to open a self 


service store in the new Gate 
way Shopping City. Jewel F 
Maness heads the Gulf firm 
major 

section will feature 


A special appliance 
cutaway 
Do-it 
yourself will be heavily em 
phasized in the paint depart 
ment with a special paint ad 


models of appliances. 
(Continued on page 1RG) 
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Our Own Summer Show Sales Are Sparked 
By Dealers in Toy, Gift Buying Mood 


Active buying of toys and 
giftwares was in evidence at 


the annual Fall and Christ 
mas buying market of Ou 
Own Hardware Co., dealer 
owned wholesaler at Minne 
apolis, Minn 

Two new features of this 


year’s exhibit were 
astically received 
sorted of 


enthusi 
One is as 
s1zZes boxes suit 
able for gift wrapping by 
the store. The other is boxed 
Christmas greeting cards for 
resale. 

A complete exhibit of store 
decorating equipment was in 
cluded in the show, which oc 


cupled the seventh floor of 
the firm’s warehouse and 
office building. 

Registrations began on 





BERNARD L. 


CHAPIN 


Manufacturer Elects 
B. L. Chapin President 


At its annual! 
stockholders and directors at 


meeting of 


Medford, Mass., the New 
England Carbide Tool Co 
Inc., elected Bernard L, 


Chapin president of the com 
pany. 
Mr 


vice-president 


Chapin was executiv: 


and genera! 
manager. He joined the firm 
in 1942 when carbide was be 
ing pioneered as a meta! cut 


ting tool for war production 


Sunday, July 29 
100 dealers previewed 
show at that time. On open- 
ing day, July 30, more than 
1300 dealers and guests were 


More than 
the 


registered. The show ran 
through Aug. 1 
The show, and the sum- 


mer meeting of dealer-atock.- 
holders of the firm, was at- 
tended by representatives of 
the more than 470 member 
stores of Our Own. 

A report of operations for 
the year to date, and plans 
for future merchandising 
were by S. P. Duffy, 
and general man 
A number of meetings 
dealer 


yviven 
president 
ager. 
of 


tees were held 


planning commit 


Hardware Wholesalers 
To Dedicate Addition 


Hardware Wholesalers, 
Inc., dealer-owned wholesaler 
of Fort Wayne, Ind., will 
dedicate its new 40,000 aq ft 
addition during 
convention 

meeting 


warehouse 
10th annual 
and stockholders’ 
Oct. 23-25 

The 
second 
pany s original 
(See H.A. issue of May 
1956, p. 154.) 

Approximately 
will 


its 


section is the 
addition to the com- 
warehouse. 
10, 


new 


150 manu 
have displays 
at the convention 


facturers 


Nolan Heads Hardware 
Buyers at Buhi Sons Co. 


Buh! Sons Co., wholesaler 
of Detroit, has appointed 
Harry Nolan as head of 


hardware buyers of the com 
pany 

Mr. Nolan been with 
Buhl Sons for years. For 
the past 13 years he served 
as buyer of the builders’ 
hardware department 


has 
") 


be te 
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Ott-Heiskell Appoints 
Shonn Sales Manager 


Don Shonn has been 


ap- 
pointed general sales man- 
ager of Ott-Heiskell Co., 
wholesaler of Wheeling, 
W. Va. 


Mr. Shonn previously had 
been divisional manager for 
Gibson Refrigerator Co. in 
juffalo, N. Y., for 11 years. 
Iie has been in the wholesale 
and retail advertising and 
sales of major appliances. 


Stanley H. L. Judd Div. 
Now Stanley-Judd Div. 


The H, L. Judd Div., the 
Stanley Works, at Walling- 
ford, Conn., is now Stanley- 
Judd, division of the Stanley 
Works, according to John C. 
Cairns, president. 

The transition is in line 
with recent changes in com- 
pany policy, Mr. Cairns said. 

Hoyt ©, Pease, recently 
elected vice-president, divi- 
sional administration, is re- 
sponsible for this and other 
divisions. Erwin T. Clark is 
division manager. 


FENCE FUNNIES 





News of the Trade 


Lambert Holds Annual Sales Meeting 





Pioneer Rubber Names 
Jones Sales Manager 
John R. has 
appointed sales manager of 
Pioneer Rubber Co., Willard, 

nio. 
M ¢ Jones 


Jones been 


was 


formerly 





Lambert Inc. recently held its annual sales meeting for Lawn 


sweeper Div. products at its Dayton (Ohio) plant. New 
items and promotions were previewed by (from left): Paul 
Whittington, Scotty Hamilton, James Hamilton, Harlan Smith, 
Loren Pease, Wally Dornseif, William Reese, Dan Fry, 
William Lambert, Thomas Milligan, and Bart Wilgus. 


Hoseus Wins Kwikset's 
“Salesman of Year” 
Edwin J 


Hoseus has won 
nationa! “Salesman of Year” JOHN R. JONES 
honors in the company-wide 
) fle ales manager < the 
competition of! Nn WiK Ss @ tI - id oat ’ ~~, " of 
sundries div... B. F. Good 


Locks, Ine. 

Award plaque, 
a “Sammy” statuette, and a 
fiying trip for Mr. and Mrs 
Hoseus to Anaheim (Calif.) 
for a K wikset’s 
plants. 


rich Co., Akron, Ohio. 


W. L. Hemsworth Joins 
National Can Corp. 
Willard L. Hemsworth has 
joined National Can Corp. 
as sales the 


includes a 


tour of 


EDWIN J. HOBEUS b> 





manager of 

















PACK YOUR THINGS ! 
WE'RE MOVING 
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WILLARD L. 


HEMSWORTH 


housewares division at Chi- 
cago. 

Mr. Hemsworth has been 
midwestern regional mana- 
ger for CBS television and 
radio, and RCA Estate 
ranges. 


Outboard Marine Corp. 
is Company's New Name 


Outboard, Marine & Mfg 
Co., Waukegan, Ill., has 
changed its name to Out- 
board Marine Corp. 

The change was made 


Aug. 1 to simplify the com- 
pany name since the organi- 





News of the Trade 


referred to 
Marine for 


zation has been 
as Outboard 
many years. 
The firm has six separate 
manufacturing units. 


Anchor Hocking Elects 
Smeck to Sales V. P. 


W. W. Smeck 


elected vice-president 


has heen 


True Temper Forms Service Team 


rf 
* 





WwW. W. SMECK 


sales 


charge of of Anchor 
Hocking Glass Corp. at Lan- 


caster, Ohio 
. With the company since 
* 1035, Mr. Smeck was sales 
se manager of the tableware 


e” division 
National Hardware Show 
Has Record Registration 


—~—- 


A special team of six dealer service representatives has been Buyer registration for the 


formed by True Temper Corp. to aid retailers in product National Hardware Show is 
knowledge and promotion. The men will operate regionally at an all-time high, Frank 
under H. A. Stevens, hardware division sales manager. Top ae 

“~ — Yeager, show director, re 
row (from left): T. L. Hart, southeast; C. G. Mahn, central T} } i) } i 

, ‘ta . ’ > 

states; and Keen Markey, }r., northeast Lower row (from port . 1 snow we e it 
left): Elstun Goodman, southwest; C. V. Martin, far west; the Coliseum in New York 


and John Carpenter, mid-Atlantic states. City from Oct. 1 to 5 
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NEW BEDFORD ROPE 
the dependable life line 


rom house raising to erecting and maintain- 
ing modern skyscrapers——right down through 
114 years Americans have depended on 
NEW BEDFORD ROPE. Its strength and 


quality have been tested and proved again and 


igain 
It's sales tested and proved by hardware 
dealers. too New Bedford was the first 


company to cartonize and pre-measure rope to 
simplify selling. New Bedford Rope can be 
sold right from the carton easily identi 
hed and kept neat and clean in storage 


That's why hardware retailers consider NEW 
BEDFORD the world’s best rope buy 


NEW BEDFORD 


CORDAGE COMPANY 


NEW BEDFORD, MASSACHUSETTS 
Serving the Maritime Industry Since 1842 











News of the Trade 


Lufkin Rule 
Mich., has changed 
territorial assignments 
added three new salesmen 
R. W. Nelson has been tran 
ferred from New England to 
Philadelphia to 
Petersen, who retired 
A. G. MeGrath 
transferred to St 
E. S. Szabo has trans 
ferred from Cleveland t 
Denver. Appointed 
representatives were Reag!): 
Saltern for upper New Yor} 
state, Russell Rasmussen fo; 
Chicago, and Marvin O 
nett for southern 


Co., Saginaw, 
three 


ana 


succeed CC. J 
July | 
has peen 

Louis and 
been 


4sni1¢ 


“as 


fen 


(California 


aa 
The Reardon Co., St. Louis 
Mo., has appointed five new 
sales representatives. The, 
are Frank J. Theobald, Leo 
J. McDonald, Jr., Charles H 
Hopper, Eugene J. Weston 
and John W. MeLin 
v 


Imperial Knife Associated 
Coa., Ine., New York, 
pointed Frank C. Kethear' 
to the newly created post of 
Midwest Div. manager wit) 
headquarters in Chicago. M: 
Ketheart has the 
firm 10 years 

v 


Russell, Burdaall & 


Rolt & Nut Co. 
N 


has ap 


heen with 


Ward 
, Port Chester 
, has appointed Russe) 
EK. Hoeh!l assistant ea 
sales manager. He has 
with the company since 
Alfred A Binkerd, who 
joined the firm last vear, has 
been named Philadelphia dis 


astern 
heen 
1943 


trict sales* manager to su: 
ceed Mr. Hoeh! 
v 
Lancaster Pump & Mfa 
Co., Ine., Lancaster, Pa., ha 
appointed John McManu 
and Harry Raskin as sale 
representatives. Mr. Me 
Manus will serve Tennesse: 
Kentucky West Virginia 


and Virginia and Mr. Raski: 
will Florida 
a 

Capewell Mfg. Co., Hart 
ford, Conn., has appointed 
Robert W. Hincks sales engi 
neer for New England and 
James A. Maurseth sales en 
gineer for southern Califor 


cover 


nia. Mr. Hineks had been 
with Seovill Mfg. Co. and 
Mr. Maurseth had been with 


Production Tool & Supply Co 


HARDWARE AGE, ALGUST 


Glack & Decker Mfg. Co 
Towson, Md., has appointed 
Lester C. Kaefer as Pacific 
Coast regional manager. Mr 
Kaefer has been with the 
hrm since 1946 

v 

Kockwell Mfg. (Co.’a Delta 
Power Tool Dir ' Pittsburgh, 
Pa., has appointed J. A 
(apasso sales manager for 
the San Diego, Calif., district 
to succeed Harold F. Martin, 


who recently was promoted 
to product manager of 
tools. My 


neen a 


wood 
working 
had 
Oaklans 


(apasso 
sman in the 
district office 


sale 
l, Calif 
v 
Westinghouse hlectric Sup 
Pittsburgh, Pa 
appointed J. J 
manager of 
pliances. He had 
consume! 


ply Co., , has 
Riggs as 
major ap- 
man- 
products 


sales 
been 
ager of 
for the 
bus. 


company at Colum 


v 
Tho Powe 
Aurora, I) 


ard k 


Tool Co., 
. has named Rich 
James, Jr., manager 
of its new Indianapolis, Ind., 
branch which will be opened 
this fall 

v 

Dir 


Lawn-Boy Outboard 


Marine Corp., Lamar, Mo., 
has appointed four men to 
its sales and service depart 
ment. William E. Floto will 


the south-central! 


territory as a 


travel in 


ervice repre 


sentative. James Pettit is 


service representative in the 
southeastern territory and 
Frank Veasey is the new 
ales representative in that 


Darrell Meyer 
sistant 


has heen 


ing 


area 


named as advertis 


manager at the factory in 
Lamar Vio 
v 
“_oope) Thermometer Co 


Pequabuck, Conn., 
pointed Harry S. Thorell as 
New England sales 
tative. Mr. Thoreil formerly 
represented Autoyre Co 


in New 


has ap 
represen 


tne 
tngliand 
v 

hk Z Paints 
kee. ha 


Brown a 


( oTp., Milwau 


appointed Dave 
divisional! 
the Fast 


has heen 


sales 
and 
pur- 
and a member 


manager inl 

Midwest He 
chasing agent 
of 


since 


tne quality control hoard 


1954 





1956 


16. 
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| KEY DUPLICATIB 
MACHINES 
a No 










fe 


AUTOMATIC 








Ke 


Hundreds of dealers and locksmiths are using this 


modern key duplicating machine. Pa 
A 





® 





















They are taking profits every day by making , 
accurate duplicate keys. pA 


7 
The KEIL NO. 1% Key Machine is designed for w KEIL 

the automatic cutting of almost all cylinder keys. 7 
Just place the key and blank in the vises, release Pa LOCK CO. 





Ask us about 


this Key Blank the goose neck and press the lever. The ma- ,4 Inc. 
Display chine will cut the key automatically, return ¢ Charlestown, N. H. 
600R to the starting point and then shut itse lt , ¢ 
PKAS off without any further attention. 7 Please send complete infor- 



















Wwsa P mation on the item checked. 
MONEY Ask your jobber or Pe . 
MAKER! o y No. 1 and 1% Key Duplicator . [] 
4 GOOR-PKAS Display. .... [J 
7 
47 Name 


y” 
y Address 


il (oupon/oore 


, City ! nee. State. 
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Nows The Time 
For Hoppe s 


Right now gun owners all over the Country 
are getting ready for the target ranges and 
“the traps.’ 5o—set your supplies of Hoppe's 
No. 9, Patches, Oil, Gun Grease and Gun 
Cleaning Rods up front. Give them “a boost”’ 
and if your stock on hand is low just bear in 
mind that your jobber is as close to you as 
your phone 


FRANK A. HOPPE, INC. 
2314A North 8th St. Philadelphia 33, Penna. 











~~ 
PARK Works on a 


Whisper of 
SPRINKLER 






Pressure 


For Fast Sales and Big Profits 


Customers go for Park Sprinkler features. Take ad- 


vantage of its appeal 

e Guaranteed for workmanship and materiais 

¢ Handy, light, trouble-free, durable 

¢ Aluminum alloy construction. e Easy cleaning 


¢ Works on as little as 3-lbs. pressure; full 50-foot circle 
at 40-\lbs 


¢ Spike, sled, sprinkler-head and low-angle half-circle 
types 





PARK Sprinkler Mfg. Co. 


4500 Appleten ., Fie 


Jecksonville, 





No. 875 
$ 97 
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News of the Trade 


NEWS OF 


MANUFACTURERS AGENTS 


Keil Lock Co., Inc., Charies 
town, N. H., has appointed 
the W. H. Stringfellow Co., 





W. H. STRINGFPELLOW 


Nashville, Tenn., its repre 
sentative in Kentucky, M 
sissippi, and Tennessee, 
v 

Syncro Tool Div, of Synero 
Corp., Oxford, Mich., has ap 
pointed Lyons-Stewart & As 
Kast Point, Ga., it 
representative in 


sociales, 
Alabama, 
Florida, Georgia, Tennessee, 
and Mississippi. 

v 

Klectric Corp 
Mansfield, Ohio, has appoint 
ed Simpson & Co., Memphis, 
Tenn., its representative in 
Lousiana, Missi 
Tennessee. 


Dominion 


sSippl, and 


v 


Warne) 
Steel 


Liorg Corp. 8 [n- 
Div.., New 
Ind., has appointed 
new manufacture: 
agents for its line of shove! 
spades and scoops. They 


ie yaoll 
(astie, 
three 


are 
Sioan & Dupree Co., Litt) 
Rock, Ark.., for A rkansa 
Louisiana, Texas, Missi 
sippi, and Oklahoma; Fry 


Holbrook & Co., Atlanta. fo 
Georgia, Florida, North and 
South Carolina, Alabama 
and Tennessee: and K. Le 
Wilson Co., 
Virginia and 
v 


Biltrite Rubh. 
Co., Chelsea, Mass., has ap 
pointed John W. Miller & 
Assoc. Ine., Kenilworth, Il., 
its representative in Illinois 
and Wisconsin and Fenton 
Sales Co., New York, its rep- 
resentative in metropolitan 
New York and New 
for its line of garden 
and sprinklers. 


te, 


for 


Delaware 


American 


Jersey 


hose 


HARDWARE 


Baltimore. 


Artistic Wire Products Co 
Inc., East Hampton, Conn., 
has appointed James F. Bond 
Co., ttaddonfield, N. J., its 
representative in New Jer- 
sey, Pennsylvania, Maryland 
Delaware, Virginia, and 
Washington, D. C. 

v 
W. DD. Allen Mfg. Co., Chi 
cago, has appointed Gas 
trom-White & Co., Inc., New 
York, its 
New York 


representative io! 


v 

John H. Graham €& Co 

Inc., manufacturers’ repre 
sentative of New York, has 
appointed Edward Fasold as 
to Vincent 
ident in 


Turner, 
charge of 
the sporting goods division 
v 
A. H. Deveney & Co., Ine 
manufacturers’ representa 
tive of Birmingham, Ala 
has appointed J. E. Gills 
sales representative for Vi: 
ginia, North and South Caro 
lina. Mr. Gills had been 
purchasing agent in the 
hardware department of Vir 
ginia Carolina Hardware Co., 
Richmond, Va. 
. 
Oldham-Ruat 
facturers’ 
New 


sistant 
Vice pre 


Co., manu 
representative of 
Y ork, 


has appointed 
Lee C. Voyce, Jr., to its staff 
as a sales correspondent 
Francis R. Frey, who has 


been with the company since 
1947, has been transferred 
from inside sales work to th: 
outside sales force. 

v 
Leatoe Co : 


representative 


Fred L, 
facturers’ of 
Los Angeles, has added Ton 
Combs to its staff. Mr 
had been with Sues-Young & 
Brown 


manu 


Combs 


Independent Hardware 
Exhibit Is Scheduled 
Inmrported and 
hardware and 
will be displayed at the Inde 


domestic 


housewares 


pendent Hardware Exhibit 
at the Park Sheraton Hote! 
New York, from Sept. 30 


through Oct. 4. 
Details of the show are be 
ing handled by Max Amper 


Hi Test Twist Drill Corp., 
464 W Broadway, New 
York, N. Y. 
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Wyoming Hardware Co. 
Set Up as Wholesaler 


W yoming 
Casper, 


Hardware Co., 
Wyo., has become a 
eparate corporation, operat- 





PAUL MANLY 


ing as a wholly-owned sub- 


Sidiary corporation of Wyo- 
ming Automotive Co. The 
new firm is operating as a 


hardwarde wholesaler in the 
Rocky Mountain area. 

Paul Manly, who managed 
the firm division of 
Wyoming Automotive, has 
been named general manager 
of Wyoming Hardware Co. 


Charles D. Miller Is 
Promoted at Yale Lock 


a5 a 


Charles D. Miller has been 
promoted to director of 
staplegoods sales of Yale 





CHARLES D. MILLER 


Lock and Hardware Div. of 
The Yale & Towne Mfg. Co. 
He formerly had been north 


central! regional! sales man 
age! 

Lyle G. Lapham, New 
York territory salesman, 
was named to succeed Mr 
Miller. 


Executive Appointments 
Are Made at Lofstrand 


McHugh 
named vice-president 
general manager 
Clarke 
vice-president 


J. Slater has 
been 
and 

Henry L,. 


appointed 


and 
heen 


of 


has 
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News of the Trade 


’ 


sales for the Lofstrand Co., 
Rockville, Md. The company 
is a newly-acquired subsidi- 
ary of New York Wire Cloth 
Co., York, Pa. 


Mr. MeHugh had been di- 
rector of New York Wire 
Cloth’s Business Develop- 
ment Dept. for three years. 


Mr. Clarke had been head of 
the company’s southeast sales 
division for 14 years. 


C. M. McCreery Retires 
As Revere Executive 


C. M. MeCreery, vice-pres- 
ident of Revere Copper & 





Cc. M. MeCREERY 


Brass, Inc., has retired. He 
had had charge of the three 
utensil manufacturing divi- 
ions. Kdwin L), Howell, 
who had been assistant gen 
manager of the divi 

has been appointed 
yeneral manager. 

Mr. McCreery is president 
of the National Houseware 
Mfrs. Assn. and second vice 
president of the American 
Hardware Mfrs. Assn 


eral 


ions, 


Haw Hardware Joined 
By 3rd & 4th Generation 


The 92-year-old Haw 
Hardware Co., Ottumwa 
(lowa) wholesaler, continu- 


ously under family manage- 
ment founding, 
recently been joined by Rob 


since has 


ert A. Haw and Stanley A. 
Haw, Jr., third and fourth 
yeneration members of the 


Haw family, respectively 

KE. A. Haw, president of 
the firm, announced that 
Robert A. Haw, of the 
Francis B. Haw, has 
been elected vice-president. 

Stanley Haw, Jr., whose 
father president of the 
company until his death in 
1955, spent several years 
with Haw Hardware before 
opening his own retail hard- 
in Oskaloosa, 
He operated this store 
until rejoining the firm. 


son 


late 


Was 


ware store 


lowa 


16, 1956 






















of 
quality 
manila 


Vaekn (yt (| 
Laster | 
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junior coil 
25 lbs. packed in self- 


dispensing carton, 
Measure-marked every 
10 feet. 







super -TUFF 


50 ft. coil of manila 
rope in attractive cello- 
phane bag. No wrap- 
ping or measuring — 
“it's packaged right to 
sell on sight’. 

Practical rope packages for- 

Home + Farm «+ Industry + Recreation 

THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 


a % FOR 
| SPORTSMEN... 


HOUSEWIVES 


WV 








MANUFACTURERS ince +8629 


OVER 
CAMPFIRE 
OR KITCHEN 
RANGE 


THE NEW PAULSON-WARE Aluminum Griddles offer you dual 
market profits. For the home, these new griddies are used on 
kitchen range ond barbecue griil 
plied with iron legs, reversible for mounting over low or high 


open fires. 
Quality thick under-rib 


breaking-in. Easy to clean. Broils to perfection 


GUARANTEED NOT TO WARP 
Wire or Write Today for Details 


For the camper, they re sup 


cluminum. Exclusive construction. No 











News of the Trade 


Stanley-Judd Appoints 
Wesley Grant Manager 


Wesley I. Grant has been 
named manager of drapery 








= Pp 


WESLEY I. GRANT : mn 


hardware sales at Stanley- 

Judd Div. of The Stanley 

Works in Wallingford, Conn the Pennsylvania Lawn 
Mr. Grant had been sales Cable Co., Exeter (Pa.) 


manager of Westinghouse 
Electric Supply Co., Pitts- 


eral sales manager; H 


burgh, Pa., for three years. dent 

New Budrow Warehouse _s.s 
& Co., wholesaler of that 

Opens in California city 
A new and completely Its formal opening cere 


modern monies have been tentatively 


with its 24th 


52,000 seq ft ware- 
house has been opened in Los 
Angeles, Calif., by Budrow 


set to coincide 
anniversary. 


~ = ~~ —_— 


ALEENCUT 


Pennsyloania Mower Sales Meeting 


‘ f - 
' 
— : 
- . . 
9 . 
. i gy 
a2 4 . , jap +2 re 


Unveiling of the new Riding Mower highlighted the recent 
four day sales meeting of executives and sales personne! ot 
Mower 
New mower is being demonstrated 
by William Wheeler, vice president, to V. E. Lysaght, gen 
Ervin, 
sales; Cyrus Johns, president; and E 


vice-president and director of 


Graham & Co. Elects 
ot Chairman and President 


Harold s has 
heen elected chairman of the 


a "4 
z " 
(;raham 


« 


tee 
‘4 = 


* 
* 


oO —~ 


» 
7 


Div., American Chain & 


J. Williams, vice-presi 


New location 
one-story 


incorporates 
concrete construc- 
tion with spur railroad track 
facilities, and modern 
and 


handling equipment. 


Wait 





housing merchandise 


GEORGE A. GRAHAM 


Popular Priced 





Merchandisers 


MAKE MORE SALES - MORE PROFITS 


It's a proven fact—you'll sell more shears at a bigger 
Profit when you display KLEENCUT Scissor & Shear 
merchandisers! These colorful Kleencut Self-Service 
Merchandisers have long been known in the trade for 
stopping shoppers and making sales! You have a wide 
variety of sales tested styles to choose from, and each 
merchandiser offers a selection of beautifully hand. 





finished fine quality scissors or shears at prices every- 
one can afford. 

You'll like the KLEENCUT line because it’s backed by 
National Advertising, Smart Merchandising and — 
you're sure of a BIG PROFIT! Don't pass up these 
sure-fire money makers Order your KLEENCUT 
merchandisers now! 
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ae News of the Trade 


American Pad & Textile field, Calif., and Ayer’s Cliff, W. Gappert of Chicago as 


Celebrates 75th Year Quebec, Canada. A ware- co-chairmen. Mr. Kisten 's 
a house is in | renton, XN. J. head of the Paint Saleamen ~. 
The American Pad & Tex Club of Chicago 

tile is celebrating its 75th Biggest Convention Set Extra large attendance is 


anniversary this year. 


expected, as the paint con- 
In 1881, the firm, begun by For Paint Salesmen 


vention precedes the 1956 
harness shop employee E. L. Plans have been laid for eonvention of Paint and 
McClain, marketed a unique the 1956 convention of the Wallpaper Distributors As- 
chafe-guard horsecollar pro- National Paint Salesman’ 





~~. eo. 
tector which was later pro- Assoc. to be the largest on 
duced by the millions. The record. M. R. Andreae Elected 
company was § incorporated Convention will be held on 
= oan at alo iin Mi OD . ob die: ieee Corp. President 
Its plants now produce Hotel, Chicago, Ill. Maynard R. Andreae has 
C. G. LOHR over 200 different products Andrew J. Zanella, presi- been elected president of 
Plants are at Greenfield: dent of the association, has 


board of John H. Graham & New 
Co., Inc., New York manu 
facturers’ representative. 


_, Mr. Graham was presiden West Coast Wholesaler Expands 


» company for 16 years 


Orleans (La.); Fair appointed Ted Kisten and O 





He had been active in the 
firm since 1912 

George A. Graham was 
elected president to succeed 
Harold S. Graham. He ha 
been active in the company 


management for many years 











+ (5. Lohr nas heen ? 
eles ted Vice president Mi MAYNARD Rn. ANDREAE 
Lohr has been with Graham 
for many years, beginning Synero Corp., Oxford, Mich. 
as a salesm: in the St Mi Andreae was execu 
. al sma Southwest Hardware tof dealer owned wholesaler at Li 


Louis territory. He later be 


’ ] ss ‘as " > 
60.000 ive vice-president. He is 
came general sales manage! 


Angeles, Calif., recently broke ground for its “a t| resident f 
’ ese \  presiaqe»n a 

warehouse on a five-acre site in Norwalk, Calif New ware ppt muy ice~] 

7 .. " " : ‘gaa H . TT af 

Mr Lohr will continue as house provides 50 percent more space than the home plan Synero Devices at Ferndale . 


[his ts your invitation to visit 
HE TRYON TOY CENTER 






















Toys mean greater volume and profits than ever be- N 

fore... for year ’round as well as for holiday selling! : 

- , , , , , . . : ~ ee 
TRYON is continually expanding its display and its | |  TRYON CO. 
variety of the best and most popular numbers... is 


anticipating the trend. Our buyers are your buyers. 
They bring you the top selections. 


TRYON is a member of the Toy Guidance Council — 
ever on the alert for the toys on which you can se- 
cure greatest volume and satisfactory profits. 


Now is the time to consider your requirements. The 
hottest items always sell out first. In times past, 
some dealers who waited too long to order, were 


disappointed. Bets! 
of " ~~. 
Remember TRYON is exclusively wholesale. We : ge fate tid ih 
do not sell at retail in competition to our ' sift 
yn 
customers. 4 —_ ae 


Pian now to visit the TRYON TOY CEN. 
TER. You'll be amply repaid. 


EDW. K. TRYON co. 


> bed | i DWHMIiA = 
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IDEAL "IKE" announces... 


no more sagging shelves 
and closet rods 

















_Le, 








Y EE ee 
A / FOR SHALLOW FOR DEEP 
' ) f WARDROBE CLOSET WARDROBE CLOSET 











New Ideal combination clothes hanger rod 
and shelf support eliminates shelf and rod sag 
Extruded Alcoa Aluminum rod smartly 
edges shelf and makes it rigid for full width 
of closet. Drill and saw to fit like lumber, 
No painting or upkeep necessary. Available 
in cartons of ten 10 ft. lengths, No. 700 and 
twenty-five 16 ft. lengths, No 7235. 
write for prices and delivery 
IDEAL BRASS WORKS, inc. 
250 East Sth St. + S&. Paul 1, Minn. 




















: LIST PRICE 
rs, ANTI-SYPHON CHECK VALVE $580 


Full water-way. No restriction, %4"" pipe 


UNION VALVE (Non-Union $2.80) 


Swivel seat for long life, %4"' pipe 





POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass . 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


516 








OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 
CHAMPION BRASS MFG. CO. 


1? CALIF © CApit 





ANGELE* 
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News of the Trade— 


headquarters in Duluth, and 
Duluth, Superio: 
and the Iron Range. 

R. J. Lynch has also joined 
the industrial department 
replacing S. A. Sigvaldson, 
who died recently. 


Union Malleable Names 
Kates Vice-President 


will cover 


Union Malleable Mfg. C 
Ashland, Ohio, has appointed 
Kates 


David A, vice-presi 


Annual Dinner Scheduled 
By Central States Club 


(Continued from 174) 


page 
tic City Oct. 7 at the Tray- 


more Hotel following the 
joint reception of the Na- 
tional Wholesale Hardware 
(ssn. and the American 


llardware Mfrs. Assn. 

The committee in charge 
of the dinner consists of John 
F. Gallagher, of E-Z Paintr 
Corp.; Carl H. Sauer, of 
American Steel & Wire Div., 
dent in charge of the west U. 5S. Steel Corp.; Frank M 





DAVID A. KATES 


ern division. Hagerty, chairman, Johns 
Mr. Kates has been in Manville Sales Corp. Dutch 
charge of sales and ware- Brand Div.; and Ben Leve, 


Carborundum Co., secretary- 
treasurer of the club. 

The club also is sponsoring 
a special train from Chicago 
to the Atlantic City conven- 
tion. The train will 


housing in the western terri 
tory for the past three years 


J. G. Nordale Joins 
Janney, Semple, Hill 


leave 


J. G. Nordale has joined Chicago Oct. 6. Reservations 
the industrial department of should be made with L. G 
Janney, Semple, Hill & Co., MeSteen, passenger  repre- 


Minneapolis wholesalers. 
Mr. Nordale will make his 


sentative, Pennsylvania Rail- 
road, Chicago 3, Il. 





There were 275 power lawn mower dealers on hand to pre- 
view the new 1957 line of Jacobsen Mfg. Co's. power lawn 
tools at the firm's recent two-day conference at Racine, Wis 
All dealers were cither long-time franchise holders, or large 
volume accounts. A few shown here are: Louis Hirsig, Wolff, 
Kubly, Hirsig, Madison (Wis.), trying out a new model with 
sulky: and standing (from left), O. T 
Jacobsen Mfg. Co.; Oliver Counce, Southern Specialty Sales 
Co., New Orleans (La.); Albert Kassmann, Albert Kassmann 
Co., Buffalo (N. Y.); George Engle, Lawn & Golf Supply Co., 
Philadelphia (Pa.); Wilfred MacDonald, Wilfred MacDonald 
Co., Weehawken, (N. J.); D. E H. V. Carter Ceo., 
San Francisco (Calif.); E. A. Jacobsen, executive vice-pres- 
dent, Jacobsen Mfg. Co 


Jacobsen, Pp resident of 


(raves. 
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Fills cracks around tubs, sinks, baseboards, 
loose screens. Keeps out dirt, insects, drafts, 
stops rattles, protects glass, perfect weather- 
stripper. [deal as gasket, for packing. Insu- 
lates. Uncoils easily, moulds into place like 
modeling clay, can be used over and over. 


Self-sealing, won’t crack, shrink or chip. 


Here are the Fast-Selling Sizes Available: 


Economy Extra (Stock No. M-1) 


Eye-catching, self-display pack—for your 
window or counter —- contains four 29c boxes. 


REESE es 98c 


Packed 12 to carton 


Dealer Price. . $7 84 


List less 33's %—per carton 


Dealer Profit. . $392 


per carton 


Note: Sales of 29c boxes separately 
increases markup to 447%! 


WE \\ wie 






7 4 aS ee 
) | } | gel, Vivo }) The all-purpose, year-’round, plugger-upper 


with 1001 uses in, around the home! 


Ge MAKE MORE IN '56 WITH MORTITE 









Bargain Box (Stock No. 8-2) 





506 BURCH ST. 


Smart home owners want this big bargain 
roll... you make more profit per unit sale! 


List Price $ 125 


Packed 12 to carton 


Dealer Price $1Q00 


List less 33'\/4°,——per carton 


Dealer Profit $ 500 


per carton 


Write For Samples, Name of 
Nearest Jobber, or Product Information 


ortell 


COMPANY 


Established 1895 


KANKAKEE, ILL. 


CONSISTENT CONSUMER DEMAND CREATED BY 15 YEARS OF NATIONAL ADVERTISING PROMOTION'! 
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DEALER BRIEFS: 





(Continued from page 175) 


viser. Sporting goods, house 
wares, and a television salon 
will also be featured, 


Canandaigua, N. Y.—~Ell\i 
Hardware Co., established in 
1862 and operated continu- 
ously at one address, has 
been sold by H. J. and G. R. 
Ellis to J. M. Sprentail and 
G. E. Reed. The Ellis broth. 
ers are direct descendants of 
the founders, and have oper- 


ated the store since the 
1920's. A seven-foot wooden 
gun, mounted above the 


store’s entrance in 1862, still 
remains as a city landmark. 


Dalles, Ore.—Coast to 
Coast Hardware has changed 
hands. C. 8. Axtel! has sold 
the business to ©. R. Held- 
stab. The former owner 
been in poor health. No 
changes in operation of the 
afore have been announced 


Wheaton, //l.—Nine stores 
of the Hawthorne Plaza 
Shopping Center recently 
joined forces to provide a big 
10-day opening event. Haw- 
thorne Hardware partici- 
pated in the grand opening 
which featured many prize: 
of merchandise. The store 
boasts 10,600 items in stock 
with housewares and lawn 
and garden supplies as key 
lines. 


Elko, Nev.—J. D. Burns 
has sold his J. D. Burns 
Hardware Co. to W. FE. Mer- 
rill. Mr. Merril! 
associated with 
Hardware Co. fo: 
Mr. Burns has retained 
building, selling only 
business to Mr. Merrill. 


has 


has been 
Salt Lake 
26 years 
the 
the 


Campbell, 
Gerevas, former partner in 
the Campbell! Hardware 
store, and current president 
of the Campbe!! Rotary Club. 
recently took over as owner 
of Reimer’s Hardware at 
Santa Clara (Calif.). He has 
renamed the firm Santa Clara 
Hardware. George Reimer is 
the former owner. A 35-year 
hardware veteran, Mr. Gere. 
vas spent 24 years as sales 
representative for Baker and 
Hamilton, hardware whole 
saler. 


Calif. (‘el Vv. 


Nevada, lowa—J. R. Dillin 
has sold his store, J. R. Dillin 
Hardware, to Roy A. John- 
son, A temporary closedown 


News of the Trade 


was effected by the new 
owner prior to re-stocking, 
re-decorating, and grand 


opening ceremonies to be held 
this month. New owner has 
had many years’ experience 
in the hardware and 
business. 


lumber 


Birmingham, Ala. Con 
struction has begun on a new 
two-story building to house 
the Star Hardware and Sup- 
ply Co, The 24,000 aq ft build 
ing represents an investment 
of more than $100,000, The 
new location will consolidate 
the two stores presently op 
erated here by the company. 


Chicago, Ill.—A three-day, 
9-to-¥ opening marked the re- 
cent completion of Friendly 
Hardware. Many prizes for 
adults, plus candy and bal- 
loons for children kept traffic 
and sales high. It is the first 
store to open in the Cumber 
land Shopping Center. Ed- 
mund Piechowski and Stan- 
ley Pacion are partner- 
owners, 


Ocala, Fla.—-Mr. and Mrs. 
Robert Hatcher recently took 
over ownership and manage 
ment of Belleview Hardware 
from former owners Mayor 
and Mrs. Leonard Bingham 
The Binghams are planning 
a Florida retirement. 


Chase Brass & Copper 
Appoints 3 to Staff 


Chase Brass & Copper Co.., 
Waterbury, Conn., has made 
three staff appointments. 

Herbert H. fo. 
mer district manager in 
Charlotte, N. C., 
appointed staff manager 
rod and wire. John J. Vree 
land, previously a products 
control head, has been name: 
staff manager of sheet and 
strip, and Allan R. Arm 
strong, who had been in sales 
work since 1940, 
staff manager of 
a newly-created pos 


Kremer, 


been 


of 


has 


become 
tube sales 


ition 


A Correction 


the July 19 Merchan- 
Director y Iasue of 
HARDWARE AGE, on page S800, 
under the heading “Shears, 
Pruning,” Doo-Klip 
listed as a product of Henry 
Disston & Sons, Inc. 

This is ineorrect. Doo-Klip 
products are manufactured 
by Lewis Engineering & 
Mfg. Co., Alliance, Ohio 


In 


dise 


WAS 


Rubberset Is Acquired 
By Sherwin-Wiiliams 


Sherwin-Williams Co 
Cleveland, has acquired the 
assets of the Rubberset Co., 
Kast Newark, N. J., and 
Rubberset Co., Ltd., of Can 
ada, 

Rubberset 
brushes. 

Sherwin-Williams officials 
said no changes in policy or 
management at 
are contemplated. 


manufactures 


Rubberse! 


-_ 


Stephen L. Ingersoll, 62, 


president and general man- 
Ingersoll 


ager of the Stee! 





STEPHEN L. INGERSOLL 


Div., Borg-Warner Corp., 
New Castle, Ind., died July 
22 at St. Luke’s Hospital, 
Chicago. His home was in 
Chicago. Mr. Ingersoll joined 
the firm in 1920, and was 
named vice-president in 1930 
He became executive vice 
president in 1954, and presi- 


dent earlier this year. He 
had previously been presi 
dent of Stefco Steel Co., and 


the Chicago Rolling Mill Co 


Gardner M. Corbin 


Gardner Morse Corbin, 56, 


vice-president and sales 





GARDNER M. CORBIN 
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Housewares Show Opens 
In Houston on Aug. 19 


More than 
are expected 


5,000 retailers 
to attend the 
gift and housewares show 
which opens Aug. 19 for 
three days in Houston, Tex 

Harry Mallett, of F. W. 
Heitmann , is chairman 
of the hardware section, and 
L. B. Gambrell, of Peden 
Iron & Steel Co., is chairman 
of the housewares section of 
the show. 


Co. 


ARIES 


manager of the Atlantic 
Screw Works, Inc., Hartford, 
Conn., died on July 19 while 
vacationing at Westbrook, 
Conn. He joined the firm in 
1947 as weneral man- 
ager, and was promoted to 
vice-president and sales man- 
ager in 1952. Earlier in his 
business career he had been 
with Colt’s Patent Firearms 
Mfg. Co 


sales 


George W. Britton 


George W. Britton, chai: 
man of the board of Madison 
Hardware Co., wholesaler of 
Madison, Wis., died July 25 
in a Madison hospital after a 
brief illness. He was 84. M 
Britton of 
ganizers of the firm in 1916 


was one the or! 


John A. Webber 

A. Webber, 50 
of Stichter 
ware Co., Stouchsburg, Pa., 
for 33 died at his 
Stouchsburg home on July 2. 
Active in civic affairs for 
many years, he had served 
as secretary to the Marion 
Township School Board for 
the past 18 years 


Harry C. Hank 

Harry C. Hank, 51, part- 
ner in Hank Bros. Hardware 
Co., Paducah, Ky., died at 
Riverside Hospital, Paducah, 
on May 10. He was a direct 
descendant of 
earliest settlers. 


sales 


Hard- 


John 
manager 


years, 


Paducah’s 


Roscoe D. Ames 
Roscoe Davis 
former proprietor 
hardware store, Albany, 
Ore., died at Albany’s 
pital on June 12 after a brief 
He had retired from 

1949. 


Ames. 69 


of Ames 


’ 


hos- 


illness. 


active business in 


1956 







































Hardware store division winner of 
the recent annual window display 
contest sponsored by the Electric 


Housewares Section of National 
Electrical Mfrs Asen., is Bress 
ler s Hardware, of St. Albans. N.Y. 


Ww 


Valentine Hardware Co., Boulder, Colo., was West Coast winner 
with this window in the American Ladder Institute « Ladder Month 
window display contest in April. The prize was $100. The dis 
play featured a home-made picture of an Indian adobe dwelling 
showing rickety ladders used to reach the different rooms lhe 
theme was: “You may not need a ladder to get up to your bedroom, 
but you do need a good ladder for 1001 uses around the house. 
The display sold 39 step ladders, 2 aluminum, 2 extension and 
| combination ladder 





> 


\llan W. Greene gets congratulations 
from joseph Louda, his successor, on 
being promoted from sales manager to 
general manager of Moto-Mower Div., 
plant of Detroit Harvester at Rich 
mond, Ind. Mr. Louda has been Mr 
Greene s assistant. Mr. Greene suc- 
ceeds Ray Hohman, who has been 
transferred to Detroit headquarters of 
Detroit Harvester for a new executive 





assignment 


Company ofhcers, ofhce staffs, and 50 territory representatives attended the recent 36th national 
sales convention of Macklanburg-Duncan at its main plant in Oklahoma City, Okla. Saleamen, 
and their wives, from every state inspected new buildings and machinery. Product and promotion 
meetings were held. New items, advertising, and promotional plans were reviewed 


Welcome rie wives reow const 1 Const! 
362 NATIONAL SALES CONVENTION 


Mamafucaras of [j51) mame tent 





f 
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Ga EXTENDS 


SPECIAL Thadeix OFFER! 





for any Oster Ne. 422 Power Vise Stand, 
complete with moter, regardless of age. 


TOWARD THE PURCHASE OF THE NEW IMPROVED 


OSTER No. 432 


Lightweight Champ 


ACT NOW Take advantage of this 
“first-time-in-history” opportunity 
to trade in your old No. 422 Power 
Vise Stand,an the latest model Oster 
No. 452 “Lightweight Champ”. 


SPECIAL OFFER — Regularly priced 
at $265.00, the new Oster No. 432 
costes you only $215.00 and vour 
id No. 422 complete with motor, 
regardless of age. 





EXTENDED See your Oster Distributor for details on the extension of this 
trade-in offer. Call him today! 


THE ‘OSTER! MANUFACTURING CO. 


Main Office & Factory 
1312 East 289th Street, Wickliffe (Cleveland), Ohie 


JUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 189° 


ROCKWOOD 








Ait TYPES 


residential 
and commercial 
BASE — DOME — SWIVEL 
floor and wall 
| 8 . 
bat Designed for service, 


| Beautifully finished for 
= Sales and Eye Appeal! 


>) WRITE FOR CATALOG NO. 


ROCK WOOD 


MAWNUFA CTU RI ; 
ene & mem em? hy gegd Beet 
















JOHN C. NEIPP com- 
pleted 50 years of service 
in Kelley - How - Thomson 
Co., hardware wholesaler 
of Duluth last January. In 
1906 he started his hard- 
ware career in the retail 
field at Kelley Hardware 
Co. (now known as Kelley 
Duluth Hardware) and 
formerly owned and oper. 
ated by Kelley-How-Thom- 
son Co. The first year he 
was a clerk and then he 
became paint buyer. His responsibilities included 
advertising and sales promotion. In the last five 
of his 19 years in the retail field, Mr. Neipp was 
assistant manager of the store. In 1925 with the 
sale of the retail store, Mr. Neipp was transferred 
to the wholesale firm’s main office to manage the 
mail sales department for 12 years. At present he 
does both inside and outside sales work in Du- 
luth. For the past 25 years he has served on the 
board of directors of the Duluth Automobile Club 
and is chairman of its house and grounds commit- 
tee. He is one of the founders of the Duluth Lions 
Club and the Ridgeview Golf Club, and is a mem- 
ber of the Ionic Masonic Lodge. Flowers, his 
homeworkshop and visits with his grandson are 
his main hobbies 
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D. WRAY DE PREZ 
(Brig. Gen., U.S.A., ret.), 
president of the J. G. De 
Prez Co., hardware dealer 
in Shelbyville, Ind. says 
that he is proud that he 
has “pounded the floors of 
our store for 54 years.” 
He temporarily left the 
hardware business for ser- 
vice as an Army officer 
during World Wars I and 
Il. A graduate of Culver 
Military Academy, Gen. De 





Prez worked in the store from 1900 to 1904 after 
school, on Saturdays and during his vacations 
Three years ago his firm opened a branch store in 
Franklin, Ind. He says, “If it had not been for 
my Army service, I might have had five or 10 


hardware stores instead of but two 


units.”” Gen. 


De Prez has been president of the Indiana State 


Armory Board for several years, : 


the board for 30 years. 


JOHN A. LAUX began 
his hardware career at the 
age of 13 as an errand boy. 
That was on June 1, 1906. 
On June 8, 1956, he retired 
after 50 years of combined 
service with Shapleigh 
Hardware Co., St. Louis, 
Mo., and the former Sim- 
mons Hardware Co. From 
errand boy, he moved to 
the cutlery department 
where he was a stock clerk 
and later became foreman. 


a member of 





Mr. Laux was chief clerk of the Warehouse Divi- 


sions and personnel manager in the 


1920's. In the 


1930’s he was assigned to the buying department 
and continued as a buyer until his retirement. 


JOHN L. WREGE, SR., 
president of Louisville 
Tin & Stove Co., wholesal.- 
er and manufacturer in 
Louisville, since 1939 com- 
pleted 50 years with the 
company on June 9. He 
joined the company as 
city bookkeeper in 1906. 
In 1910 he became credit 
manager, and was elected 
secretary - treasurer in 
1927. He was elected pres- 
ident on May &, 1939. Mr. 


Wrege is a member of the Louisville Rotary Club. 
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TAPER PINS 


Complete stock, all sizes 47/0 through #14 
Special sizes to order. 
Milled or Centerless Ground (Precision Type). 
Made to accurate tolerances. 


Also Stanho Taper Pins made from selected 
screw stock, Monel, Brass, Aluminum 
or other metals. Clean bright finish 
—prompt shipments ee 












ag oil for 


description 
and prices. 


a“ 


- 


STANGARD 


ae 4 
dO) /? ; 
fa 


INSTALLER 


ee 


For Use With 








SCREW ‘ANCHORS 


SELL it for profit! RENT it for 
profit! LEND it for profit on 
increased sale of Molly screw 
anchors! Patented Hi-Speed 
Installer makes perfect instal 
lations. Installs 8 Moliys per 
minute in prepared holes. 
Handles any size Molly with- 
out change or adjustment. 


Z 
Easy to use. 


ASK YOUR JOBBER * WRITE FOR FREE FOLDER 





CORPORATION 
DEPT. H-22 
READING, PA. 
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Hows the Hardware Business? 





Consumers Planning Major Purchases in Fall, 
Winter, Survey Finds; Sales Outlook Is Good 


With a record first-half sales vol- 
ume behind them, hardware dealers 
are preparing for the busy fall sea- 
son. Present indications are the 
current accelerated sales pace will 
continue. 

A survey shows nearly 9 million 
families are seriously considering 
the purchase of a major appliance 
by February. Nearly half of these 
sales will be replacements for exist- 
ing unites. 

Also it was reported that more 
than half of the potential market 
for power lawn mowers ig still un- 
sold, leaving a large sales area for 
dealers to develop. 

Consumers continued to buy mer- 
chandise on instalments at a rapid 
pace. They went another $331 mil- 
lion deeper into debt on instalment 
purchases in May. Although the 
government's cost of living index 
reached an all-time high in May 
and June, personal income moved 
upward at the same time, keeping 
the consumer purchasing dollar at 
about the same level. 

Retail store sales matched the 
upward trend. Sales in all retail 
stores during June were $16.6 bil- 
lion, almost $1 billion higher than 
the same month last year. 

The nation’s factories kept pace 
with the rest of the economy as 
June output exceeded production a 
year ago by 2 percent. New records 
in factory sales were reported for 
household vacuum cleaners and gas 
water heaters. 


Factory Output in June 
Up 2 Percent Over 1955 


The nation’s factories turned out 
goods in June at the same rate as 
in May and at a rate 2 percent 
higher than a year ago, the Federal! 
Reserve Board reports. 

June production was at a rate of 
141 percent of the 1947-49 average 
of 100, the Board reported. 

The Commerce Dept. reports that 
manufacturers’ sales in 
totaled $27.8 billion, an 


June 
increase 
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of $400 million over last June. 

New orders placed with manu- 
facturers totaled $28.9 billion, up 
$600 million from last year, while 
inventories mounted to $49 billion, 
an increase of $5 billion from last 
year. 

The Vacuum Cleaners Mfrs. 
Assn. reported that June factory 
standard-size household 
vacuum cleaners were the highest 
for the month 1950. Sales 
totaled 248,326 units, an increase 
of 3.6 percent over June, 1955. 


sales of 


since 


True Temper Introduces 
Hammer to Sell at $3.95 

True Temper Corp., Cleveland, 
Ohio, has introduced a new Jet 
Rocket hammer to retail for $3.95. 

The hammer, No. B16, has fea- 
tures of the original Rocket ham- 
mer, such as tubular steel handle, 
cushion grip and streamlined bell 
face head locked to the handle. 
Head and grip are finished in jet 
black to contrast with chrome plated 
handle and red label. 

The hammer comes packed six 
to a carton. 


Department Store Sales 
Show Gain of 2 Percent 


Sales in the nation’s department 
stores in the week ended July 21 
were 2 percent higher than the same 
period last year, the Federal Re- 
serve Board reports. 

Since the beginning of the yeur, 
sales have been running 4 percent 
ahead of 1955. 

A breakdown of sales by Federal 
Reserve districts follows: 


Four 
Vederal Keserve (me week ended wks. end. Jan. 1 te 


District July 21 duly 14 July 21 July 21 
Hoston > 4 + 3 + 6 + 2 
New York + & + 4° + 7 4 
Philadelphia 5 - 4 + 2 & &§ 
Cleveland ' > | + 1 5 
Kichmeond 4 + 3° + 5 + 3 
Atlante > I + 4 + 6 + 5 
Chicago > @ > + 2 + 3 
Rt. Louls > 4 * 2 + § 
Minneapolis 2 + 3 + 6 
Kaeneas City + 2 7 ? + | 
Lralias . & ] + 6 + 4 
San Franeiec + I + 4 + 3 + 3 

BR Total + + 2 + @ + 4 

*" Hevised 


Survey Reveals Stamps 
Attract Few Customers 


(Continued from page 14) 


patronize a given store because ot 
stamps. 

Perhaps one of the most impor- 
tant conclusions of the study, led 
by Emanuel M. Last, professor of 
marketing, and chairman of the 
Department of Business Manage- 
ment at the University of Rich- 
mond, is that only 10.1 percent of 
those who save stamps would stop 
dealing with their present retailer 
if he stopped giving stamps—even 
if his competition did not stop giv- 
ing them. 

Of four food chains analyzed in 
the survey, the order of impor- 
tance of reasons given for prefer- 
ence of a given store in shopping 
were. 

1. Convenience. 

2. Like food. 

3. Price. 

4. Habit. 

5. Service. 

6. Trading stamps. 

Of all consumers interviewed 
who had changed stores, only 2.6 
percent said they had gone to an- 
other store because of stamps. 

The survey showed that 94.3 per- 
cent of shoppers are aware of trad- 
ing stamp programs, and 54 per- 
cent actually save stamps. But of 
non-food items on which stamps 
are collected, hardware ranks very 
low. Here are the percentages: 


. w~ 


Item Percent 
Gasoline 80.6 
Variety store 8.9 
Clothing store 8.1 
Cleaners 4.8 
Hardware 3.2 
Others 4.0 


Less than 24 percent of Rich- 
mond consumers who save stamps 
have redeemed them for premiums. 
Over 98 percent who have redeemed 
stamps are satisfied with premiums. 
More than 14 percent of those who 
began saving stamps have stopped. 
The largest percentage of those 
who stopped saving stamps did so 
because they stopped trading at a 
stamp store, or lost interest in the 
plan. 

Those surveyed believe’ that 
prices are about the same in both 
types of stamps or no 
stamps. 


stores, 
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“Practical Gifts for 
available 


Consumer Mailers —— 


New Wholesalers’ Aids 


for Dealers’ Use 





Christmas Gift Booklet 
is Available to Dealers 


by oklet, 


wen 3 sigs 
Kveryone,” is 


A 12-page Christmas 


dis- 
consumer 


wholesalers to 


for 


for 
tribute to dealers 
mailers. 


Among wholesalers already plan- 











ning to distribute the booklet are 
Bronson & Townsend Co., New 


4 








DEALER IMPRINT 


am 
Haven, Conn.; M.S. Young & Co., 
Allentown, Pa.; P. A. & S. Small 
Co., York, Pa.; Rose, Kimball & 
Baxter, Inc., Elmira N. Y.; Tnomp- 
son Hardware Co. Topeka, Kan.; 
and May Hardware Co., Washing- 
ton, D. C. 


The bookiet was prepared by Cos- 
rave & Associates, 14 
Place, Millburn, N. J The 
is produced in five colors 


Rawley 
booklet 
and has 
space on the cover for a dealer im 
print. Cosgrave & Associates is 
also offering a special holiday store 
trim kit and 2 and 4 column news- 


paper advertising mats. 


Knapp-Monarch Buys Nesco 


Knapp-Monarch Co., St. Louis, 
Mo., has added greatly to its 
electric appliance production 
facilities with the purchase of 
name, tools, dies, and patents of 
Nesco Div., New York Shipbuild- 
ing Corp. It will market many 


Nesco electric appliances under the 
original Nesco name. 
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The All- New" 


UNION MT-7 


Suna Steel 
MACHINISTS CHEST 


Originated and first commercially pro- 
duced by UNION back in the 1890's, the 
famous UNIoN B-20 quartered oak 
Machinist’s Chest has been an old and 
familiar friend to everyone connected 
with precision tools. 

And now UNION has translated this 
basic design into a sturdy, streamlined 
steel model... The first really new Ma- 
chinist’s Chest in years ... the MT-7 


Overall Size: 202” long, 9” wide, 1444” high 


Attractive Silent Salesman COUNTER 
DISPLAY furnished with each Chest! 


The new UNION MT-7 opens up a brand new market 
your opportunity to cash in on both new 


Here's 
sales and repiace 


ment sales. 
JOBBERS: Write for literature and 
DEALERS: prices on the New MT-7 


Sh 
inher MN 
Metnainnes) 





tO Cos DAs) 


an. \ 
Hh ae 


\ x} a AGAR 


LOADED WITH EVERY 
WANTED FEATURE! 


APPEARANCE 


Ulitra-modern streamlined design. The last 
word in Machinist's Chests 

All corners ftully rounded 
‘square’ about the UNION MT.7 
Full-drawn seamiess tapered top 
Embossed feature stripes in top cover and 
front add strength and modern appear: 
ance 

Attractive matched design, heavily plated 
hardware fittings 


Nothing 


DURABILITY 


Top quality polished cold rolled steel 
Welded Box Girder bottom reinforcement. 
Welded doubie wall end and front panel 
construction 

Full-length continuous hinge weided to 
case and cover. Hinge wings mounted 
inside for neater appearance 


Formed steel handie easily withstands 
200 ib. lift test 
Silver Dentone finish, infra-red baked to 


porcelain-jike hardness 


CONVENIENCE 
© Bigger. All dimensions king-size. Has 
more capacity than any similar steel 


Machinist's Chest 
Seven assorted size drawers with deep 
tilt for larger tools 

Drawers mounted on full extension gliders 
with spill proof Safety Stops. Allow full 
access to contents 

Sixty three hey change 
maximum security 
Front panel siides 


loop lock for 


smooth into space 


beneath drawers when case is opened 


Om. ms oO. 


STEEL CHEST CORPORATION 


LEROY, 


NEW YORK 
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MR. PHXZ GETS MAD! 



















He just figured out he loses 
money selling fasteners! 





















































Poor Mr. Phaz! By the time his salesmen 
hunt around for the fastener the customer 
wants, figure out the price, and make the 
nickel sale, it costs money instead of making 
it! Too bad he hasn't heard of the Sharon 
line-—with the picture of the fastener on the 
outside of every box to speed sales. He'd 
save with Sharon on veluable shelf space, 
too—only 13 ft of space for 1000 sizes of 
fasteners. No broken boxes, no wrong selling 
price, no hunting for sizes, no refill problems 

he'd have none of these fastener headaches 
with the Sharon Assortment! 


A profit with every sale is one important 
reason why it pays te stock the Sharon line! 


ASK YOUR JOBBER, OR WRITE: 
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Year-Round 


DOUBLE-DUTY 


dahil Lids 


LOCK-EASE 


Graphited LOCK FLUID 


‘USE ai for 


ti k 
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Stream he 
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Promotions 











Skil Holiday Promotion 
To Feature Tool Center 

Skil Corp. plans a fall and pre- 
Christmas promotion to identify 
the Skil retailer as headquarters in 
his community for portable power 
tools. 

Heart of the program is the Skil 
Tool Center. This is a display unit 


that holds two electric portable 
power saws, Models 526 and 552; 
the 10-piece Model 587 drill kit, 


Model 592 orbital sander. 
The unit also has space for do-it- 
yourself booklets and can be used 
on counters, shelves or in windows. 

Skil furnishes free news- 
paper ad mats with fall and Christ- 
mas themes, six 32-page do-it-your- 
self project booklets, window 
streamers, and sample radio 
television announcements. 

The program will be backed with 
national advertising. 


and the 


also 


and 


Winchester Tot Skates 
Promotion Is Lined Up 

Winchester’s new Tot Tailored 
roller skate line will be promoted 
in the 1956 American Toy Pro- 
motion and the Campbell Kids 
Promotion. 

The No. 10 Trainer, a beginner's 
skate, will be featured in Life and 
Family Weekly magazines. This 
will be designated as the Campbell 
Kid’s Skate. The No. 30 Junior 
skate will be featured in Life dur- 
ing November. 

In addition, a comic strip ad- 
vertisement is appearing in 20 
National Comic Group publications. 
Other roller skate ads are sched- 
uled for Parents’ and Child Life 
magazines. 


Oster Campaign Seeks 
Tool Sales Increase 


John Oster Mfg. Co. has sched- 
uled a new promotion to help deal- 
ers increase sales of Cummins port- 
able power tools and related do-it- 
yourself materials. 

The promotion, undertaken joint- 


Manufacturers’ New Merchandising Plan 





ly with U. S. Plywood Corp., offers 


plans for building furniture de- 
signed by six leading furniture de- 
signers in a display rack. The 
plans sell for 25¢ each. Dealers 


will receive the display unit con- 
taining 25 copies of each of the six 
plans by purchasing $100 worth of 
Cummins tools and three Cummins 
screw driver attachments. 
Consumer advertising in colors is 
scheduled in Popular Science, Popu- 


lar Mechanics. Better Homes & 
Gardens and Saturday Evening 
Post. Promotional materials for 


dealer tie-ins are also available. 


National Ads Scheduled 
By Diamond Black Leaf 


Diamond Black Leaf Co. 
launched an advertising campaign 


has 


using national and local television 
programs, national consumer mag- 
azines and special newspaper ad 
campaigns in 28 major markets. 
The company’s products 
featured on the Home 
NBC television. 


shows on television and radio spots 


are 
show on 
Loca! garden 


are also being used. Newspaper ads 
total 252. Other 
in Better Homes & Gardens, Sun- 


ads are scheduled 


set, Flower Grower and 


Popular 
Gardening magazines. 


Ekco Schedules Giftware 
Promotion for Christmas 


A Christmas gift promotion that 
will help dealers compile a mailing 
list is planned by Ekco 
Co. for its Flint brand housewares. 

Mixing sets, cutlery 
frozen food cutters and spreader- 
regular Flint mer- 
chandise, are offered free to custo- 
mers with the purchase of certain 
Flint products at regular 
The customer also 
coupon with his name and address 
which the dealer may keep. 


Products 
how! sets, 
spatulas, all 


prices. 


submits a 


Consumer ads are scheduled to 
appear in Life, American Home, 
Woman's Home Companion, Me- 


Call's, American Home, Living for 
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Young Homemakers, Better Homes 
& Gardens and House Beautiful. 
Special coupons for the free gift 
offer will be included in all the ads 

Each shipment of promotion 
merchandise will include a counter 
card and coupons. Regular and free 
merchandise will be banded to- 
gether to simplify handling and 
inventory control. The offer expires 


Dec. 24. 


Sander Rental Promotion 
Kit Offered to Dealers 


A sander rental promotion kit is 
available to dealers from the 
American Floor Surfacing Machine 
Co., Toledo, Ohio 

The kit contains one three-color 
easel card to attract attention, one 
four-color counter card with easel, 
50 two-color envelope stuffers, two 
window banners, a rental record 
pad and an illustrated sheet of 
newspaper mats 

Kit is available free with initial 
purchase of equipment or can be 
ordered and shipped postpaid for 
$1.70. Individual units in the kit 


can be ordered separately. 


Delta Power Tool Div. 
Offers Free Attachment 


Consumer interest in the Delta 
Homecraft saw-jointer combination 
will be increased during August 
and September by a special promo- 
tion. 

Rockwell Mfg. Co.’s Delta Power 
Tool Div. is offering a $16.95 saber 
saw attachment free with every 
sale of a saw-jointer combination. 
Advertising for the offer will be 
carried in Popular Mechanics, 
. Home Craftaman 
and Saturday Evening Post. 


Popular Science 


Point-of-sale displays are being 
sent to dealers with initial orders. 
Newspaper ad mats to tie-in with 
national advertising are included. 


Westinghouse Schedules 
$10 Million Ad Campaign 


Dealers can tie in at the local 
level with Westinghouse Electric 
Corp.’s national advertising pro- 
gram for its appliances during the 
1956 national political campaign. 

Westinghouse will spend some 
$10 million to advertise its prod- 
ucts on radio and television and in 
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TWISTED 











BROWNELL 







THE PERFECT 


NYLON MASON une 


MADE FROM 100% HIGH TENACITY 
DU PONT NYLON YARNS 






Ewe. 


For Masons, Contractors, Plumbers, Do-it- yourselfers 













Durable? 
Economical? 


Practical? 





it's 4 times as strong as cotton! 


Additional tensile strength over cotton per- 
mits use of smaller sizes — gains yordage, 
reduces costs. 


Your choice of 2 handy sizes: ‘4 Ib. size on 


4” of 6" tube at the same price... ¥ Ib. 
ond | ib. tubes if desired 














industry since 1844 


Always specify BROWNIE" — the quality brand 
for over a century—made by Brownell & Co., Inc., the largest 
manufacturers of Nylon Seine Twine and serving the fishing 









































will come automatically 


Write for Descriptive Catalog Sheet. 





NO OFFENSE 
INTENDED 


and yet a surprisingly large number 
of people are offended when a dealer 
offers them a substitute for an ad. 
vertised name brand item that they 
have requested. This, of course, 
means lost sales and lost friends. 
This situation can easily be remedied, 
since most advertised items are 
readily available to you at a small 
investment 


SELL THE 
GENUINE 


WATER 
MASTER 


The Hardware Man's 


TOILET TANK BALL 
America’s Largest Seller 


At Last . .. a Twisted Nylon Mason Line that is not af. 
fected by woter, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it has much greater abrasive quall- 
ties than cotton. Once your customers hove tried it, repeat sales 





SCALES 


Standard 
of value for over 


65 years 


See Your 


_ Jobber 


HANSON SCALE CO. 
NORTHBROOK, ILLINOIS 





19% 





THe NE W une...trHe COMPLETE une 


Rolbast ROLLER 


SKATES 


® STREAMLINED STYLING 





* INDIVIDUALLY PACKAGED 


a Amen eeinanomanee 


SALL BEARING 


— 
at 


OVERLAND 









we ’ 


ao. oOo ‘ty ao 34 


of wvet reenv.ees 





"oO 54 


SUPER QUALITY VALUE PACKED 


¢ Be 


POPULARLY PRICED 





“Oo #167 


; ‘6a 
reer Lin. Pat 





reer 


OUTSTANDING VALUE RUGGED CONSTRUCTION SMALL FRY FAVORITE 


Write Dept. HA-8 for Catalog 


TODDLERS DELIGHT 






P. HARRIS HDW. & MFG. COMPANY 








what did mother buy today? 


Besides food items, Mother stopped at 
her local hardware store and bought 
three Hyde CARDOSELLS products. 
Hyde putty knives, wall scrapers, paint 
scrapers individually carded called 
CARDOSELLS do a selling job on 
Mother. They ore wanted itenis with 
100% more sales appeal because each 
product is fastened to a colorful card 
that identifies the product, prices it and 
shows its many uses. Order CARDO. 
SELLS and get those plus impulse soles 
fer your store. Ask your wholesaler 
salesman for CARDOSELLS of write 
Hyde CARDOSELLS, Southbridge, 
Massachusetts. 


© EYE-APPEALING 
*® BUY-APPEALING 
© PREPRICED 2 FOR 15 


Step up unit soles with the self-serv- 
ice “Con't-Miss” 2 PAC. This con- 
venient, transporent package is a 
proven, “sure-fire” traffic stopper. 


Ziman 





METAL 
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Manufacturers Promotions 


Continued 





magazines and newspapers during 
the Democratic and Republican na- 


tional conventions and in election 


coverage. The program has been 
designated as “Operation Land- 
slide.” 

Dealers can feature specials 


ranging from refrigerators to port- 
able plan book 
also recommends that dealers: 
Make their 
Headquarters by 
materials 
house, 
Decorate 
other 


radios. A dealer 


stores Campaign 
using display 
provided by Westing- 


their 
company 
materials. 


with 
display 


windows 
- provided 


Set up a product-selling center on 
their floors. 

suild traffic by offering an ice 
tray of $3.50 value for $1.18. 

Advertise locally with 
operative ads supplied by Westing- 
house. 


slice 


and CO- 


Bissell Features Price 
in One Model Promotion 


Bissell Carpet will 
feature a special price reduction on 
its Grand Rapids model from Sept 
17 to Oct. 31 as part of its “Gold 
Rush” promotion to build 
pet sweeper 
During 
mode] 
western 


Sweeper Co. 


its car- 
sales, 
the special period, the 
sell for $9.95, in the 
S., $10.25, which is $2 
less than the price. Nor- 
mal mark-ups will be pro- 
tected. The retail price will return 
to fair trade level on Oct. 31. 
The program will be backed with 
consumer advertising and point-of- 
sale promotional material 


will 


regular 
dealer 


Landers, Frary & Clark 

Prepares Yule Contest 
Landers, 

pared a 


Frary & Clark has pre- 
copyrighted Christmas 
plan The Santa 
for its Universal 
The plan fea- 
consumer and 
dealer contest with 901 prizes. 
the 
writes in 


merchandising 
Club, 


housewares. 


Claus 
electric 
tures a national 

To enter 
sumer 


con- 
less 


contest, the 
20 words or 
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what he considers the most 
propriate Universal electric house- 
wares for Christmas gifts. Dealers 
duplicate prizes if their 


customers 


ap- 


receive 
win. 

Participating dealers receive use 
of the Club 
window banner, a contest display, 
Santa Club for 
mailing step-by-step mer- 
chandising To partici- 
pate, a dealer must purchase a $250 


Santa Claus name, a 


Claus brochures 
and a 
program. 
selection of Universal housewares. 

The firm scheduled 59 
Fall and Christmas advertisements 


also has 
in 26 national consumer magazines, 


and advertisements in 34 leading 


newspapers five different times. 


McCall's Contest Aimed 
At Increasing Traffic 
Hardware dealers can participate 
in the $36,000 consumer ‘“‘Remodel- 
a-Room” contest sponsored by Me- 
Call's magazine. Dealers can build 
store traffic by distributing entry 
blanks. 
Contest kits contain 
in-store 


promotion 
and dis- 
materials for use on cash 
tool hooks, shopping 
island shelves and lally columns in 
All materials bear the 
Operation Home Improvement seal. 
Dealers may obtain the kits by 
writing to McCall’s, 230 Park Ave., 
New York 17, N. Y. 

The magazine will run editorial 
remode!l- 
ing in issues from August through 
December. 


window banners 
play 


registers, 


store aisles. 


features giving ideas on 


ideal Toys Schedules 
Ad Campaign for Fall 


A national advertising campaign 


has been scheduled by Ideal Toy 
Corp. 

Ideal toys will be advertised on 
the Captain Kangaroo 
program on the CBS-TV network 
for 14 weeks from Sept. 10 through 
Dec. 15. 

The company also will sponsor 


the telecast of a New York Thanks- 


television 


giving Day parade on Nov. 22. 
Other TV advertising will be on 
Romper Room, Howdy Doody, 


Home, and Kukla, Fran and Ollie. 

Magazine advertising is scheduled 
in Life, Parents, Metro Comics and 
Dell Comica. 
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WALL 


INDUSTRIAL 
SOLDERING IRONS 












al 
BTU Ss: ’ 


fastet 


cONt 
HEAT - °° 


Proved 4 times faster on the production lines 
of America’s leading electronics firms. Complete 
scientifically designed .. . 


range of sizes ... 


individually tested .. , for easier, surer precision 
work or heavy duty soldering. Operate on 110- 
120 volts, AC or DC! Model 18T illustrated, 
$6.25 list. 


















WAL 





for easy sales 


This 
cabinet really is the 
profitable 
springs 
the most popula: sizes and types of 
extension and compression springs 


Gardner two-drawer spring 
convenient and 
stock and sell 


944 contains 


way tC 
Cabinet No 


218 springs in 79 sizes in coded 
compartments. Each spring 1s top 


quality, precision made and plated 


Coded box refills always available 
| from stock. Omne- and four-drawet 
cabinet assortments also available 


Order from your jobber, or write us. 


Also Weotherstrips 
Clean-out Augers 
Pole Sockets 







ow 


ARDNER WIRE CO. 


1329 Se. Cicere Ave., Chicago 50, Ill. 


7 easy Vo wae ata prone pr 





. e HEAT 
> Gy UITY 


than ANY OTHER 
soldering irons of equal tip size 


Write for FREE Catalog 


ee eee eee ee ee 





> 


» 









y 





Exclusive 
THERMOSTATIC ACTION... 


Gueranteed for the life of the iren! 
Prevents excessive tip burning! 





co 
Grove City, Pennsylvania 


As 
‘ ’ 
’ ' 


P SALES 
with hanl Fall’ 


CLOTHES PROPS 


Volume? == 
SURE YOU DO! 


Want more profit, too? 
Then you want KANT. 
FALL! Every woman 
who's suffered the 
““fatlien wash” problem 
@ prospect! Virtually 


unlimited sales poten- LOCKS 10 
tial the year ‘round! CLOTHESLINE 
Add this quality prod- WITH AN 
uct to your line today! ORDINARY 


* it's patented! 











SUGGESTED + 
RETAIL PRICE ADJUSTABLE 
+] 19 FROM 4 FT. 
° 10 7% FT. 

JOBBERS * 

& DEALERS ‘ao 
WANTED FALL 
Good Territories IN AMY 
Still Available | DIRECTION 





PARROW- PRO 
Box 
OHIO 


DUCTS 


f 
' 
ORF: | 


Riverdale Station met 


Fiat ae 
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SELLS BETTER BECAUSE & 
IT’S MADE BETTER! 








CALBAR is the nation’s leading caulk 

. because it’s made from costlier 
materials, skilfully blended to give 
top-notch performance every time. 
When you sell them CALBAR ... yo 
sell them for life! 


’ 





Ash your jebber about CALBAR 
Precision Caulking Guns, tool | 


CALBAR PAINT & 


VARNISH COMPANY 





2612-26 W. Martha St., Phila. 25, Pa. | 
Over 35 yeors os the Nation's | 
leading Caulk line 


STAINLESS STEEL 


EASTENINGS OF ALL TYPES 
LF 


4 Sheet ty Berews © Machine Serews © Cap Serews 
Set Serew Weed Gerews © Nuts, Washers, ete 
4 Clase 3 AN Drilted Fillieter Heads 
ompt deliveries on aemall or large quantitics 


STAR STAINLESS SCREW CO. 


Write for complete descriptive cataleg 

Oo = Telephone: Little Fatle 4.2300 
Guaw 949 Union Bivd., Paterson 2, NI 
New York ‘phone: Wisconsin 7-004) 




















CHROME 


BRASS PIPES | | 
VV," to 4" sizes | | 





BRASS TUBING 


iV/_", 14," 1%", \'/," O.D. 
PITTSBURGH NIPPLE WORKS 
1466 Spring Garden Ave., Pittsburgh 12, ve. 












TOY CATALOG 


here + every toy and hobby 
bit you need for setting wp @ 
deportment Educetione! pre 
scheol items weoedworting end woodburning 
bits, mete! tepping, werk benches end boating 
tables, head tool sets PLUS eaclusive Disney 
land and Mickey Mouse Club creations. Write 
lor your copy todey 

AMERICAN TOY & FURNITURE COMPANY 
4130 W. Clerk S$ Chicege 26, Hiinels 


puccetstyl toy 


Peeee Seeeeeeeee 


196 





May Sets New Monthly Record As Pent Up Sales 
Pace Potentially Active Fall-Winter Season 


May was a wonderful month for 
hardware stores. 

Hardware dealers sold more mer- 
chandise at retail during May this 
year than in any previous May on 
record. Sales figures backed up 
forecasts that sales volume lost 
inclement spring weather 
would be made up later. 

The all-time May high for hard- 
ware store retail sales was $266 
million. That is $20 million more 
than May of 1955, a gain of 8.1 
percent. May sales brought total 
sales for 1956 to the $1,046,000,000 
mark against $1,000,000,000 for the 
first five months of 1955. That is 
a gain of 4.6 percent. 


during 


Some thinking began seeping 
through the industry a few months 
ago that cold and rainy weather 
much of the spring would cut into 
volume for the year. The 
spring pessimism, however, was 
undercut by dealers and wholesalers 
who could see a jump in sales vol- 
ume with brighter weather. April 
retail hardware sales were down 
A percent, but many could see pent 
up buying breaking through in 
later months. 


cold- 


The break through came during 
May, substantiating forecasts pub- 
lished in HA June 21 issue, on page 
14. Dealers now are planning for 
a busy fall and winter selling 
season. Here is a general time table 
for what is immediately ahead for 
hardware dealers: 

Mil- 
lions of children return to school 
next month. They will need mer- 
chandise that you regularly stock. 
They also will need school supplies. 

This is a market you can promote 
for extra profits during September. 

Fall lawn and garden promotion. 
Here is a big market for 'awn seed 
to put in new lawns and repair old 
ones, and for fall bulbs. 


Back-to-school promotion. 


Lawn and garden tools, including 
power and hand mowers, can be 
promoted before you close out the 
department for the winter. 

Sporting goods. Team sports 
come into their own with football, 
cross country, and then basketball. 
If your sporting goods department 
is set up for this market, now is 
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the time to put the 
your promotion. 
Hunting equipment also is in 
good demand at this time of year. 
Christmas toy and gift promo- 
tion. This is the big end-of-the-year 
promotion and now is the time to 
check 
make merchandise will be on 
hand for the start of this big sell- 


final polish on 


stocks and fall deliveries to 
sure 


ing season. 


Power Mower Market's 
Potential Reported Big 


More than half of the nation’s 
power mower market is still un- 
sold 200 distributors of the Clinton 
Machine Co. were told last month 
seminar marking the tenth 
anniversary of the company’s 
founding. 

Allan W. Greene general man- 
ager of Moto Mower, Richmond, 
Ind., told the distributors that the 
saturation of the power lawn 
mower market is less than half of 
major appliances such as washing 
machines, refrigerators and radios. 

He estimated that only 30 to 40 
percent of the potential power 
lawn mower market has been sold. 
This compares with 85 percent for 
washing machines, 92 percent for 
refrigerators and 98 percent for 


at a 


radios. 


Westinghouse Increases 
Prices on Two Washers 


Price increases of $10 on its 
1957 deluxe washer and dryer 
models have been announced by 


Westinghouse Electric Corp. 
Suggested retail price for the 
1957 deluxe washer is $349.95. The 


deluxe dryer is priced at $259.95 
The washer-dryer unit is priced 
the same as the 1956 model, 


$529.95. 


500,000 Lb of Government 
Hog Bristies Put on Sale 


The government has released ap- 
proximately 500,000 pounds of hog 
bristles which were declared ex- 
cess to defense requirements. The 
bristles are used mainly in the 
manufacture of paint brushes. 

The General Services Adminis- 
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ALUMINUM and 
WOOD Combination Doors 


f 
21 og Lb 
ad Save Money Doms 
Whether your trade prefers wood or aluminum combi- 


nation doors, you’re in a perfect spot to make a sale 
when you've got Schumacher! 





Schumacher, with a 65-year old name for quality and 
dependability, makes both wood and aluminum combi- 
nation doors. They’re both built well and they sell well! 
You can recommend either with complete confidence. 





And by depending on Schumacher for both wood and 
aluminum combination doors, you simplify your book- 
keeping and inventory problems with consequent sav- 
ings in time and money. Get the whole story on 
Schumacher combination doors. Write or call us today! 





E. SCHUMACHER CO. HARTVILLE, OHIO 


QUALITY LINE SINCE ’39 

RED WOOD 

eos FINISHES 
clear » pigmented 


Appeal 











WHAT'S NEW? 





Turn to pages | 45-146 of this 


issue. The Quick Check Card 


properly filled out will bring 
TRADE 





you quickly the details on ay Cce ne nee 
new products that interest 
. CUSTOMER 
| you. fast moving Ap DrOVa | 


profitable 
IT’S QUICK—IT’S FREE 
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ALL POSITION 


Check Valves 


WitH THE 
FAMOUS 


NOISELESS 
RUBBER 
POPPET 





For rugged service. Sen- 
sitive. Aleo supplied with 
Flexible Metal Seones for 
steam. Seven sizes. Write 
‘today for Bulletin 302. 
Order from your jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 














One reliable source for 
better nails for the building 
and hardware trade: Un- 
derlayment, Spiral Floor- 
ing, Drywall, Metal Roof- 
ing, Colored Siding. 


STORMGUARD NAILS 
Revolutionary new line of 
rust-resistant nails in 85 
sizes and types for roofing, 
siding, trim. Easy to stock, 
display and sell in clearly 
labeled 5 Ib. cartons. 


Write fer Semple: 
MAZE COMPANY 


Peru 5. tilimois 
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tration accepted bids for the 
bristles until July 23. No announce- 
ment of awards for sale of the lot 
has been made yet. The GSA of- 
fered 57 lota involving 4084 cases 
of material for sale. 

No other offering of government 
bristle will be made before October, 
a government spokesman said. 


Construction Activity 
Slows Down During June 
activity slowed 
during Authorities 
consider it a bit early to appraise 
a trend, but believe the slow-down 
reflects a tightening of the mort- 
gage market. 

The Veterans Administration re- 
ports it requests to ap- 
praise 35,620 proposed 
This was 8775 


Construction 


down June. 


received 
plans for 
new homes in June. 
fewer homes than in May and 
16,804 fewer than in June, 1955. 
VA is asked to approve plans for 
months before 
construction actually begins. 

F. W. Dodge Corp. reports that 
contract awards in June for future 
home construction dropped 13 per- 
cent from the same month in 1955. 
Dodge reports the seasonal decline 
in contract awards from May to 
June was 27 percent compared with 
6 percent last year. June contract 
awards for future home construc- 
tion totaled nearly $827 million. 

The total of June contract 
awards for all types of construc- 
tion was $2.2 billion, about 3 per- 
cent the total for June, 
1955. It was the first time in 30 
months that both residential and 
non-residential building categories 
were below the preceding year. 


Fractional H.P. Motor 
Prices Increased by GE 


Co. has in- 
percent on all 
horsepower direct - cur- 


new homes several 


below 


General Electric 
creased prices 7% 
fractional 
rent motors and generating equip- 
ment and two lines of fractional 
horsepower alternating-current mo- 
tors. The 
Aug. 1. 


increase was effective 


Business Failures Up 


failures in the nation 
rose to 274 in the week ended July 
26, Dun & Bradstreet, Inc., reports. 
The number of failures in the pre- 
ceding week was 223 


he eet), 


Business 








tne 


NEW Jon-e Warmer is super-easy 


to start. Ithas a built-in selt-starting 


| wick! Haven't seen it? Call your 


Jobber and increase your Qiao 


| Demand to be great. For more de- 
tails write Aladdin Laboratories, 


Inc., 620 So. 8th St., Minneapolis, 








Bewildered ? 7 


eP ~_ © enerae 
WASHINGTON NEWS 
AND VIEWS on page 10 
of this issue. Here are ac- 
curate, authentic, easy-to- 
understand reports on the 
latest developments in 
Washington affecting 
hardware dealers. This 
helpful feature in each 
issue is another reason 
why HARDWARE AGE 
is the No. |! 
hardware dealers through. 


choice of 


out the nation. 














GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
iN PLACE 


Bright Mickel Finter Dewbie Spring Action 
Se jetting Points T Sives Mold Mest Hondles 


GIBSON GOOD TOOLS, INC. Sidney 6, KY. 
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Let us show you how 
tomy 1445-4) Ie colli 
GIFT DEPARTMENT SALES 









® Are you taking full advantage 
of your gift merchandise trade 
through proper merchandising? Qa 
You can do away with that “try- & 


At | . 
_- ) 
¥ o@.) : = 
and-find-it’” type of gift merchan- n - ink ef : ' ward * ie 

















ie ~y 
‘es 
{ 


ay 
S 
1Q 





| Ps | 
dising by adopting the sales-build- , ae & Bilis. ‘ 


ing “new look” with M & D equip- xe rN & = fh 
' | i + 
ment. Most flexible and attractive exon = 
on the market...M & D fixtures , ni — Va 
are ideally suited to all types of hi a 
gift department items. They build ; J ee 
Prey 


customer sales because the mer- 


. — « 
— 6 Aap 















chandise is displayed better. Write . <XG8 
for FREE planning consultation 
service today! 


@ Photo shows gift and housewares 
items ~M & D displayed... with an 
eye to quick customer sales. Note how 


all merchandise stands ovt when dis 
played on M & D fixtures. 
WHY NOT TAKE 
ADVANTAGE OF... 
our expert store planning serv- 
ice? Ask for a factory-planning 
\ engineer to call. 
a 


Makes it easy to 


i ‘oo — Soon © ae 
| i . rs a : aoe : oom % 
yy 8. #38AS14 #48A14 Upper 

me A num Track Guide of Pat ided 
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M&D Store Fixtures, Inc. %,5,°,'s. "tionally sorrorent 


ed by the largest wholesale 
hardware houses and hardware 


715 S. PALM AVE., ALHAMBRA, CALIFORNIA . 
associations. 


502 S$. GREEN ST., CAMBRIDGE CITY, IND. 
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to make the job perfect ! 


ii’ FREE! %» 
THIS TRACK i & $14.68 worth of Track Free ! 


MERCHANDISER with the purchase of an assortment of E-Z Glide 

Track and Guides. Makes a complete track de- 
partment with counter demonstrators and litera 
ture, yet o¢cupies only two square feet of fleor 
space. Order display deal E-Z 7500. 


Shipping weight 45 Ibs. 


E-Z GLIDE TRACK DISPLAY DEAL #500 


Regular stock as part of the deal Retail Value 


3BAS14 Lower Track 3 pes. 4 ft., 3 pes. 6 ft. $29.60 
48Ai14 Upper Guide 3 pes. 4 tt.. 3 pes. 6 ft, 17.46 
821 Lower Track 3 pes. 4 ft.. 3 pes. 6 ft. 19.32 
48A34 Upper Guide 3 pcs. 4 ft.. 3 pes. 6 ft. 25.88 
801 Fibre Track 3 pes. 4 ft., 3 pes. 6 ft. 4.35 
200 Upper T Guide 3 6 tt 6.83 


pes. 4 ft.. 3 pes 
180i Glides to be used with #801 or eal. 50 only 9.06 


Total Retail Value $112.50 

Less tntroductory Free Track (extra dealer 
Protit) 14.68 
Net Retail Value 97.82 
DEALER COST — Net less 40% Discount 58 69 
DEALER PROFIT $53.81 











See wy» a Nati Ly al Buiil le hHiardu ive } “position Booth 47 


ss yu = THE ENGINEERED PRODUCTS 0, 1.2! 
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Classified Opportunities Section 





WANTED 


MANUFACTURER'S SALES 
REPRESENTATIVE 


to take over the exclusive 
sales of fiberglas (insect) 
screening to be sold to hard- 
ware wholesalers. 





Excellent opportunity for a 
hard hitting selling organizo- 
tion, who are qualified and 
calling on such trade through- 
out the country. 


Apply Soule Mill, Nash 
Road, New Bedford, Mass., 
attention: Mr. Joseph A. 
Dancewicz, Wyman 6-8266. 








AGGRESSIVE AGENTS WANTED 
BY NATIONALLY KNOWN 
MANUFACTURER 
to sell a complete line of Plastic Garden 


Hose, Triple Tube Soaker and Underground 
Sprinkler Kit. 


In reply, tell us about yourself; include spe 
cific area covered; lines now handled, etc. 


Address Geox H-25, care of HAROWARE AGE 
Chestnut & S6th BStreets, Philadeiphia 30. Pa 








PAINT BRUSH SALESMEN 


Ketablished successful manufacturer with powerful |ine 
hes open territories for sales producers. Prefer men 
calling an paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. Ws 
New York and Atlanta warehouses 


Address Bex G-2, care of HAROWARE AGE 
Chestnut & S6th Streets, Philadeighia 36. Pa 


operate 











WANTED REPRESENTATIVES 


Leading Bathroom Cabinet Manufacturer now 
distributing thru wholesale piumbing supply 
jobbers, buliders hardware, tile, lumber, elec 
trical, glass and other outiets. Good protect. 
ed territories open. On commission basis 


Address Gea G-18, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadeiphia 36. Pa 














BB AIR RIFLE SHOT MANUFACTURER 


Manuta: turer of Git ritle 5} ’ stea! cop 


per coated Bf wants 


Most ferritor es 


reore entation 
: per 

Address Geox Ff -48, care of HAROWARE AGE 
Chestaut & 56th Streets, Philadeiphia 39, Pa 
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| Representatives Wanted | Representatives Wanted 





DOOR CLOSERS REPRESENTATIVES. We 
have open territory in the following states for men 
who are acquaimted with the builders’ Hardware 
M i higan indiana (Thio Missouri Kansas Ne 
braska-lowa-Kentucky-Delaware-EFastern shore of 
Maryland Southern New Jersey-North Dakota. South 
Dakota-West Virginia-W yoming Old Established 
Address: Box H-12, care of Hasnoware 
Ace, Chestnut & 6th Ste Pa 


fOr RETAIL SALESMEN OPPORTUNITY 


tt i} nationally known steady 


trade 


oOmpany 


, Vhiladelphia 19 


repeat line, well « 

tablished 20 years Highest ( ommission Rar 
opportunity for really high earnings. lor active 
yood side line men only etirements mane severa! 
excellent territories available. Write fully, exp 
rience, coverage, lines. P.O. Box 107, Pelham, 
New York 

NEW LINE STEEL FOLDING CLOSE’ 
DUOR UNITS Backed by national advertising 


program and home office sales assistance 


Seve! : 


protected territories available on commission basi: 
to established representatives with following amons 
lumber, building material and hardware deales 
Give resume of lines and territory covered. Ad 
dress: Hox H-39, care of Hamoware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa 

UNLIMITED OPPORTUNITY For me 
who call on all types of industrial firms. We man 
ufacture a new revolutionary item that is cor 
tinuously used and reused by all personnel 
every plant A must item that has tremendou 
appeal and potential, atop money maker All 
territories open. No objection to side lines. Ex 
cellent commissions. State experience, qualifica 
tions and territory desired. All replies in strict 
confidence Address Box H-25. care of Harp 
ware Ace, Chestnut & 56th Sts., Philadelphia 39 
Pa 

MANUFACTURERS AGENTS covering hard 
ware jobber Line of emall hand tools. Responsi 
ble manufacturer in husimess over years. State 
territory, send list of factories you now represent 
Address Hox H.29, care of LLARDWARPE AGE 
Chestnut & 56th Sts.,. Philadelphia 39, Pa 


MANUPFACTURERS REPRESENTATIVES 
WANTED Manufacturers Representative call 
ing on Hardware jobbers, Building Supply Dealers, 


Mobile Home Manufacturers. and Pre-Fah Home 
Industry To Introduce New Line of Sliding Door 
Hardware. Quality Line, Competitive For Vo! 
ume Business. Good commission Rats Address 
Box H-33., eare of Hanpware Ace, 56th & Chest 
nut Sts., Philadelphia 39, Pa 
GOOD LINE of sprinkles heads and senike 
sprinklers. Prefer men in Midwestern, Southern 
and Rocky Mountain states Preter well estab 
lished men calling on Jobber Trade-Hdwe and 
plumbing All replies held confidential State 
lines carried and territory covered, Address: Bo» 
H.35. eare of Hampware Ace, Chestnut & 56th 
sft Philadelphia 39, Pa 
WE ARE interested in hiring several good tra‘ 
cling saleamen with the following of many years 
We sell one of the best toy lines in the country 
to the retail stores You may carry one othe, 
good line along with our line. Do not apply uniles 
you have a good following with vears of « peri 
ence. Commission basis only Please give all in 
formation in firet letter a6 to your experienc: 
territor you cover. the lines | carry imcl | 
often you call on trade Repl will he confides 
tial Address Box iH iZ. care ot lfagow ARF AGE, 
Chestnut & S6th Sts., Philadelphia 9. Pa 
MANUFACTURER'S REPRESENTATIVI 
WANTED Salesemen contacting hardware va 
riet cunt supp clr us mind supermarket trade 
| Attractively packaged synthet chamois iff elf 


aciling counter diepiay, retailing at $.49 


commission for experienced men, Protected terri 
tories yt lerritories now per Reply with 
full narticulare CLOVER PRODUCTS. 127 Cut 
ler Ridge Hin heater { \ y 
MFGS. REPS WANTED 

REPS CALLING on emal!l jobbers and reta 
hardware and appliance dealers. We manutacture a 
low promotionally priced line of Utility Tables 
Step Stools, BBO Grills, et It's a short line, 
easy to sell, and deliveries are prompt Many 
open territories. Marshallan Mig. (Co. (Pet. 1927 
1061 W. lith St.. Cleveland 13, Cyhio 

NEW FULL LINE OF BRIGHT WIRE 


HARDWARE FOR SALE to distributors onl» 


Most territories open for experienced reps with 
following. Address: Box H-41, care of Hanpwars 
Aca, Cheetnut & Sé4th Sts., Philadelphia 39, Pa 





REPRESENTATIVE WANTED 
COVERING ELECTRICAL JOBBERS ONLY 


Tezas-Oklahoma-Arkatisas-Louisiana. Handle camplete 
quaiity line of hack saw blades and frames 
revolutionary new type of fastener for the 
jobber imperative applicant 
plete warehouse stock in Dallas. Reply te P.O. Box 
#7974, Fair Park Station, Dallas, Texas. Interview 
will be arranged 


aiao 
electrical 


have following. Com 








Monufacturer of high Quality and (Competitive 


line of Cabinet Hardware wishes represetitation in 
the following areas, lowa, Dakotas, Minnesota, Weet 
ern Penneyivania, Oklahoma and Arkansas. Our line 
is sold dire retail lumber dealers hardware 
stores ari Kitchen cabinet matultacturers No jobber 
accounts iease mention | now handiing and alli 
Daerticuiars im fr bet tet 


Address Gox H-40, care of HAROWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa 








SALESMAN FOR CHICAGO AREA 


Established builders’ hardware manufacturer 
have this excellent territory opened for an experi- 
enced builders’ hardware man. Tell us about your 
background and other particulars in a tetter 
Present representative and our other men know this 
ad will appear 

Address Gox H.i7,. care of HARDWARE AGE 

Chestnut & S6th Streets, Philadeiphia 39. Pa 


will 








HARDWARE SALESMEN 


Large New York Hardware Wholesaler (specializing 


in quality Hand & Garden tools) now in process of 
expansion offers opportunity to men lresently em 
ployed as Wholesale Hardware Salesemen With Fol 
lowing in Conn., N. ¥ N Penna., Maryland 


and Washington D. ¢ Areas. All replies confidential 


Address: Gox H-36 care of HARDWARE AGE 
Chestnut & Séth Streets, Philadeiphia 39. Pa 








PAINT BRUSH SALESMEN 


Prem 


tories for ucvesaeful sales 


nent paint brush manufacturer hast open tert 


producer Prefer 


[ enw now 


calling om imi induea 
Will 
agent 
care of HAROWARE AGE 
Séth Streets, Philadelphia 39. Pa 


lealers 


hed 


miler 
Estab! 
aieo consider sideiin trial T 
Address Box 615 
Chestnut & 


paint hardware 


triais ’rotected territories 


pairieas 


rranufacturers 











WANTED! 


MANUFACTURER'S REPS. 


In following fields: Orug, Variety 


Stores, Housewores and Hardware. 


For New Color Pack 
Nationally Advertised 


miracloth 


Consumer and Institutional packages 
through wholesaler and retailer. 
In replying please give territory and 


type 
sented, and size of organization. 


THE 


VISKING CORPORATION 
“miracioth” SALES 
400 W. Madison S. 
Chicago, Illinois 


accounts covered, lines repre- 
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Representatives Wanted 


Accounts Wanted 


Positions Wanted 








MANUFACTURERS 
REPRESENTATIVES 
WANTED 


IN SOUTH AND 
SOUTHWEST STATES 


Add America’s finest most profitable line of 
All-Aluminum Garden Trellises and Fence to 
your present garden supply lines. Exclusive ter- 
ritory, top commission for experienced repre- 
sentatives now calling on hardware wholesalers 


going volume business garden supplies or 
related items. Please state lines handled, ter 
ritory covered, number of salesmen and experi 
ence in garden supplies. Confidential. Our 


present sales force knows of this ad 


Address Box H-3i, care of HAROWARE AGE 
Chestnut & 56th Streets. Philadeighia 3. Pa 








BUDGET PRICED PAINT LINE OPEN 


WE OFFER: The qutstanding line in Promotional 
pai nt Protected territory Liberal Commissions 
Progressive, aggressive management 


WE SEEK: Experienced men for established terri. 
tories in New England and Mid-Atlantic States, on 
full time basis. Many partially established territories 
(East of Mississippi) open on sideline basis 


PROCTOR PAINT MFG. CO., YONKERS, NEW YORE 


JOSEPH A. MARKELL, President 











SALES REPRESENTATIVE WANTED FOR 
ESTABLISHED PAINT BRUSH MANUFPAS 
TURER liberal omimi ot | tected territ 
ries; good opportunity |! ale f 
tact with réetai hardw mber et 
store (Jpen territories W ' rn Val 
Florida: all West (Cuoast I 
W isconsin-Minne M W 
us tu detail Addre ' it ire «of 
Li aR VARI A of ( hest & i tole 
phia Pa 

BX USIVE PROTECTED TERRITORIE! 
oper | MNALIONALLY : tritpite i¢ vate ré 
piacement plumbing peciait KaAged |! 
sale to plumbing supply | ae ire distrib 

imd ret : netration sells 
Rk out of 10 nm firet call ' r Hox 62 ire 
tf FLARDWARI AGI \ hest t & ' treets }’ " 
ripe} ; , | 

SALESMAN WANTED FOR LTIONA _¥ 
ADVERTISED PEAT COMPA to « 
s¢lil thie one line oni ("os sla 
lo ‘ rf] QT : irdware ' ‘ i? 

‘ trade Dhias | Wisconsin 
Please state all selling tail 
in letter Will arrange per i nterview Ad 
an Rex | are l saRoWaRt ‘ (heat 
nut & 56th ts.. Philade i 2 





Accounts Wanted 





sAl ESMI N present y 7 fc eri ie “ ty ng 


personal following wit! thwhile retas 
har iware. housewares Pt tore lumber 
and department storé n Long isiand. W con 
sider representing one or tw only, repu 
table established ma tere ' 
be adening ad str : he ally ncreas 

, ' ‘ ct to retailer 
has High caliber and competent representation 
exciusiveliy on Long | ind a red { ontact in 
vited and treated in « mpiete hdience Address 
Hox Ht y care of TiaR ARE AGI ( hestnut & 
6th Sts., Philadelphia 39, | 





REPRESENTATIVES 


Covering all classes of jobbers 
aggressive service. We are nat 
established actively operating 
York, Philadelphia, Detroit 

ville We carry the aecount or you can bill direct 
Inquiries invited. Write ANCO Corporation. 7 Wood 
Street, Pittsburgh 22. Pa 


(an 
lonal 

branch 
Cleve 


render reliable 
distributors with 
offices in New 
md h6Uuand «(Laie 











MANUFACTURERS AGENT, N York and 


New lersey especiali ‘ cent ' b er Met: 
politan New York Cit territot eure vida 
tional line K ne wand af xt wrt : met pol 
tan wholesale lardware Om pa ni¢ ‘Jere per 
sonal, conscientior .. a d interested ‘ esentation 
Twenty-five years’ experi- Builders Hard 
ware, tools, ete. Addres } HH ltA® 


WARP \ iz. Chestnut SN ft? ' |’ sche ; " ; 


Pa. 
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MINN. WIS. IOWA, DAKOTAS 


Established representative with best Job- 
ber & Chain contacts. Want one major 
line at this time. Replies confidential. 


Address Geox H-43, care of HAROWARE AGE 
Chestaut & Séth Streets, Philadeighia 39, Pa. 








STOP! LOOK! 


Established 5 man sales organization 
and consistent coverage in Illinots 

and Minnesota. Cover all hardware 
garden, ets distributors 


READ! 


giving thorough 
Indiana, Wisconsin 

industrial, ehalirs 
wholesale Do dealer de 
We can eli it 











ailing 

Address Gea F.-i, care of HARDWARE AGE 

Chestnut & 56th Sts.. Philadeiphia 39. Pa 

HARDWARE SALESMEN thirt ca e. 
periencs now selling eta t thern New 
England eeks connect ' wit tacturer «aft 
gaivanized bolts, heif and | t ha ware sita! 
for New England trade. |! he compl 
and tor quaiit Add Hox it.¥ care ‘ 
Hiaspware Ace, heat t & 6th Sts Vhilacde 
phia Pa 

J (ALJ P.stablished repr tative ha 
pen time 1 a line for hardware, Kack j byte 
(hain and Lh pt St es We otfer concentrat: 

‘ ge in (ant. and if desired ervis ot 
u : ciated mpan ( alst Addre 
Ron! les ( West i St.. Los Angel 

LIN] WANTED 

HROKER est ell } e | 
‘ ’ ' ’ tif ra ' : ' ' ' -) he rik 
eve maior jobbe« hain, tail Mins ta. | 

ent putation ompany headed by Alr force 
eserve heer, graduate 1 ‘ if Minne tu 
Korine lL.. Cooperman, 106 North Second treet 
M fa pois 


ENERGETI SAMPLE-CARRYING KEPS 
fi t 


‘ ¢ new and differen Dt ducts, cle signed for 
HUWE., PAINT, ELECTRICAL, PLUMBING 
AL TOMOTIVE, INDUSTRIAL WHOLESALI 
TRADES. Well known to all buyers in Eastern 
Penna., Southern New Jersey, Delaware Mat 
ind, D. C., and Virginia-——we will pr te ‘ 
ectivel distribute and produce volume sles tor 
de-awake factory Address Hox IHi-34, care of 
HARDWARE AGe, (Chestnut & 6th Sts., Philad 
phia 39, Pa 
ATTENTION MANUFACTURERS 
\LESMAN with acknowledged reputation and 
ying mone hardware dealet : lustrials, 
ua es, and mining industry wants table line 
for Md Penna... and Wash.. D. | if you want 
rte ert representation and aie netead of 
ex , forward literature ind detail | want 
repeat commissions. Address: Box H-46. care of 
bi ARDWARE AGE, { hestnut & Ot! ts Vhilade! 
phia 39, Pa 
KEPRESENTATION in Wester Penna 
Fastern Ohio & West Virgis ia by established 
racture representative for e of caulking 
and glazing compounds and putty We have tw 
men on the road servicing 120-125 accounts. Ad 
dre Box H-42, care of Haanwane Ace, Chest 
nut & S6th Sts Pr} ladelphia 9. Pa 
HARDWARE LINES WANTED Reponsible 
Aggressive, Intense Personal coverage of Western 
Pennsylvania, Ohio, and West \ nia calling on 
Hardware Wholesalers and Hardware. | umber, 
Paint and Department sores iz years’ ‘ “perience 
im Hardware and paint fields. Address: Box H-37 


LiARDWARE 
19. Pa 


care ¢ AGE, (Chestnut & 6th >ts., 


iT 
Philadelphia 


BREAD AND BUTTER account wanted 
. . “Naneas Nebra 1, lowa 
ind illinois calling on jobbers department tore 
‘ ri mi chan store \ddresas Hox tf .44. 
care of Hanoware Ace. Chestnut & 6t} ' 


Philade ohia 39, Pa 





Positions Wanted 





SALES MANAGER—dynamic ma ined T 
with heavy background in hand and wer ¢ 
Fifteen vears ' selling experience t cliats 

piyhe ; ’ Cae Sk ed : ile 
yrams, execiut y and promotine signa, tra 
ing men, recruiting and development. Experience 
in advert sng, promotion ind pacKaAging as wel 
Desire pet inent connection with emall or me 
zed manufacturer or distribut Address H 
H-.45, care of Hasowase Ace. Chestnut & $6 
Sts. Philadelphia 19. Pa 


PHORKG! 


GHLY EBAPERIENCED FACTORY 
REVRESI 


’ 








NITATIVE with wee active tolowing 
in New York etropolitan area as well as adjacent 
States seeks responsible position requiritig imitative 
and telligence with reputable manutacturet r 
cessiul sales record includes positions as Faster 
Ales Manager ana »AiCS Representative in the 
liardware and Paint Sundry field at the wh: 
sale ‘ hae mma Department Store level Mat 

plabie tional, publicity and new ite 

experien Mart ed, 3/, Educated Add i 

hi.4 liampwWwargk Acs, Chestnut & ot 

{ ’ eciphia 39, Pa 

“ALES FANEFCU TIVE Successful ma fact 
seritat ‘ wants executive Sai 

wit manutacttiret Hroad experience in | rive 

machinery, builders hardware erick bee 
i tructior (juahfied in all phases f1 
lrawing board to marketing nS. dewree ti 

trial Ma ement Avge 36 fesume on re 

Addr | MH 2 care at biagt \ \ 

{ hestnut & 6th St Vhiladelpi ; ). Pa 
Help Wanted 
SALESMENHARDWARI 

MANUFACTURERS’ REPRESENTATIV! 
have penings tor two experienced liardware me 

Territories Brooklyn and Lone Telos ! baste 

Pen: ivania. Call on Wholesale Hardware, Mi 

Marine, Contract id Plumbing Supply Dist 

itors Thorough knowledge all phases Hardwars 

Excellent opportunity tor right men. Salary and 

onus plas Addr Rex H-47, care of Hagen 

ware Ace, Chestnut & 56th Sts., Philadelphia 39 


LPERAK For Wholesale and 


HARDWARE ¢ 


Retail | st have Builders’ Hardware e* 
perience f | starting salary with advancements 
(sladsatone ith +, {,! ‘ treet ‘ cH 
New | ry 





Business Opportunities 

















PATENT FOR SALE 
} ew item mething better and diferent 
hing ahead of morrow s campetitior Fiesible 
rule ‘ mniroliied | acting epeed makes pueh 
hack aru siap beci type obeciete. rege the tut 
m end the rule rewinds sutomaticaliy et eantrotied 
peed No pushing NO snagging No breaking of 
tan Mechanica oreferenee over cider types will give 
mriar wturer @ profitahie market 1? montha a year 
inve igate toda 
Merk J. Ryen, 1635 Cleyten %., Cincinneti 6, Ohie 
HARDWARE STORE FOUR SALI 
LOCATED AT Fast Denver's Large Mayfai: 
Shopping District. Will sell for beautiful modern 
fixt es and clean inventory Linder $30.000 total 
|, Walter Ivanhoe, Denver ( colorado 
WILL SACRIPICE FOR $7.39 per 100 severa 
hundred sort saw teeth size 24% « 10 @ “% ae 
manufactured | southern Saw Works, Atlanta 
Georgia. Write A. Zweigel, Atoka, Oklahoma 
INDUSTRIAL HARDWAKRI AND MILI 
SUPPLY FIRM established in iorthern New 
lersey Area Longe standing, successful sates 
ecord with leading companies in its area. ales 
ibout § ") an ally and excellent return be 
fig realized (Yher business interesta abeorhbing 
time of present owners. Address: Hox H.-14, care 
of Hasmpwase Ace, Chestnut & 56th Sts, Phila 
deiphia 19, Pa 
FOR SALE ONE OF THE FINES! 
STURES IN OHIO Moder 


HARIUWARFE 
‘1 


stablished. excellent 


well « money-making store in 

ocation Will pay for iteelf in 4 years. Address 
Rox G care of Haspwane Ace. Chestnut & 
Ath sts., Philadelphia 9, Pa 


HARDWARE LUMBER, same owner past 4 
ears rossing $215,000.00 annually with hig 
net eB (Iniy hardware and lumber husiness | 
town, near fabulous San Valley, Idaho. Hest fial 
ng. hunting and big game country in entire weet 
Due to retirement, definitely priced to «ell, t 

ee pietures (".40270 Continental BO4 t,ran 
Aaneas ( ity, Missouri 

REPS. CONTACTING JOBBERS aia 0 6mer 

~ Off retail «a can can if fi if new he 
tallle ironing hoard cover, now in great demand 
Priced right tor taet sales Will alee package 
mder own brand name for large users yarticu 
lars and prices, write Royaleratt Products ( Dept 
Hf Hox 748, Passaic, N 


201 








Index to Advertisers 










FLARE 
and COMPRESSION © 
TYPE FITTINGS — 








oa 
if 








ie 4 LMMEDiAlt om Ekco Products Company 103 
fi yY ain rec ro ‘ re 
DOWN TO EARTH 4 DELIVE Acme Quality Paints, inc 62 Engineered Products Company we 
ig! Acme Shear Company 182 
PRICES mal Aircratt-Marine Products, inc 1279 
y e WUtte for | Aladdin Leborotories, inc 198 





LA a lof ( tole, Alumatone Corp 197 
ove Y Aluminum Co. of America 565) F 


American Air Filter Co.. 29, 3. 31, 32 Federai Enamel! ng & Stamping 
PRODUCTS CORP. American Chain Div Company 


American Choin & Cable Co 


































PLANO, TEXAS Inc é 
pratt noe encanta American Grease Stick Company. !92 
American Thermos Prods. Co 14 
American Toy & Furniture Co 196 
Anchor Hocking Giess Corp 46-4) G 
Animal Trap Ce. of America 124 Sesdner Wire Commun 1" 
Profit: Arrow Products Co 195 Cech Deets Gn 
4 Arvin industries, inc 112 Lamp Div 104-105 
Atkins Saw Div Wiring Device Dept 110-041 
Borg Worner ye C . General Filters, inc 150 
| Avery Adhesive Lobe! Corp on 
when you sell BULBS Gibson Good Tools, Inc 198 
Goodyear Tire & Rubber Co 53 
protects MO-GO placed around bulbs planted in the Greenlee Too! Company 134 
ali will give complete protection against their , ; - 
} Ibs destruction by field mice and moles. An G os Reproducer Corp 170 
U ." added profit to you and protection for your Griffin Mfg. Company 14) 
| customers. i) 
* . « « « Only eomplete controi'’ , 
rom mo es, Journal of Wiidlife Management. Sewich Company pe 
, , Trial size retails at S0c.; Home size (a in Bennett-lreiand, inc 109 
ita mice 300 baits) $1 OO: Estate size $3.75. Cali Bethiehem Stee! Co 176-177 
your wholesaler or write Better Homes & Gardens 34 H 
Bissell Carpet Sweeper Co 100-101 ons e » 
ra! j an 
©. E. LINCK CO., Inc., Clifton, N. J. Boker & Co., Inc., H ee ee .. 
Borden Compan oor , " 
(creators of world famous TAT Ant Trap) a pony iit ioe atin Memnede 1. 
Brown. Inc.. John Clark 204 — Hdw. & Mig. Co inc.. - 
| Brownell & Co., Inc 193 
ao Company, E. | 132 | Meller Co, W.C 204 
You Make News Hindley Mtg. Compan 34 
Hodel!l Chain Div 
National Screw & Mig. Co 59 
What you do is news to thousands of other hard- Hoppe, Inc., Frank A 180 
ware dealers who read HARDWARE AGE. They’re c ge — _~ 
: : : Myde Mig ° 
interested in knowing of your plans to remodel, Cates Patad & Yasciih 100 | stelle Sredects Ce 20 
of new partners, stores sold or bought, anniver- Cal-Dak Co., Inc 204 
saries, etc. | Ceamilius Cutiery Company 137 
. 2 Carion Products Corp 51 
: Write us a short note about any of your activi- Cheunten trans. Oomocn 194 
ties you feel would be of interest to others who Champion DeArment Tool Co 205 : 
read the News of the Trade regularly in HA. Case & Sone Cutlery Co., W. 8... 173 
; . , Chevrolet Motor Div 28 ideal Brass Works, Inc 184 
Don't worry about style. Just give us the facts Clerk Compeny, J. Sl eet Ae: neniinn ihe - 
briefly; we'll do the rest. Address your note to Cleveland Mills Company 119 Ingraham Co. 19-24 
the Editor, HARDWARE AGzE, 56th & Chestnut Sts. CHaten Machine Compeny ” 
“— ac , ‘ Coleman Company 64-65 
I hila. 39, Pa. Columbian Rope Company 70 
Coughian Co. G. N | 
Crescent Tool Company 68 j 
Curtiss-Wright Corp 
Plastics Div 39-40 Jackson & Son Co., Thomas 18! 
Jenkins Bros 140 
Jones & Loaughiin Steel Corp $9 
FASTEST 
D 
REE SELLING MUMBERS Sa lee i on 
alton 9 re) 
F mee TY ee Dempster Mili Mfa. Co 65 K 
DISPLAYS inum. enamel Devoe & Raynoids Co., Inc 7i, 162 well Lock Ge. In 79 
and light re- | Diamond Biack Leaf Company eo ‘ > iid Powter a 149 
WITH ALL seoenne pots | Diemend Wire & Cable Co 130 a he Ys eer 18 
lade. ME DuPont de Nemours & Co., Inc — a : . , 
ASSORTMENTS jade, Revers. | Ee | 7 iso-161 | Klein & Sons, Mathias ‘ 
midget sizes 
WRITE FOR FREE Newly designed 
BULLETIN display. 
E 1 
8 4e. PRODUCTS CO. ae ps Eogie Electric Mig. Compeony 203 Lamson & Sessions Company 35 
Eastman Products Corp 202 Landers, Frery & Ciark 4 “44 
202 HARDWARE AGE, AUGUST 16, 1956 
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Libby Glass Div 


Owens Illinois Gloss Co 50 
Libby-Owens-Ford Giass Co 

Window Giass Div % 
Linck Co. O. E 202 
Lockwood Hdwe. Mfg. Co 9 

Ly] 

M & D Store Fixtures, inc 199 
Macklanburg-Duncan Co 26 
Marshalltown Trowel Co 204 


Martin Stamping & Stove Company {14 


Master Lock Company ig 
Maze Company, W. H 198 
McGill Metal Products Co 194 
Miller & Co. Inc., Robert E 204 
Milwaukee File Company 14) 
Milwaukee Too! Equipment Co 120 
Molly Corporation 189 
Mortelli Company, J. W 

16-17, 137, 166 

N 

National Gypsum Company 67 
Notional Hardware Corp 155 
National Hardware Show 25 
Notional Mfg. Company 147 


New Bedford Cordage Company 178 


North & Judd Mfg. Company 138 
Oo 
Oster Mig. Company 188 


Owens Corning Fibergias Corp. 41-44 
Ox Fibre Brush Company 113 


Pp 


P & C Hand Forged Tool Company [5 


Pork Sprinkler Mig. Company 180 
Parker Mig. Company 133 
Paulson Mfg. Corp 16| 
Permace! Tape Corp 163 
Pittsburgh Nipple Works, In: 196 
Pittsburgh Plate Giass Co 

Fiber Gloss Div 1$6-157 
Pittsburgh Plate Glass Co 

Pennvernon & Store Fron? Div 2) 
Piumb, inc. Foyette R 117 
Portable Electric Tools. tInc it 
Presstite-Keystone Engineering 

Products Co 171 
Progress Mig. Company 45 

- 

Red Devil Tools Company 2 
Red Heed Brand Company 14] 
Red Jacket Mig. Company 152-153 
Reynolds Metals Company 

Pigment Div 121 
Ridge Tool Company 135 
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Rockwell Mfg. Company 


Delta Power Too! Div 127 
Rockwood Mfg. Company 168 
Rubberset Company 164 

$ 

Somson Cordage Works 149 
Sovage Arms Corp 75 
Schumoecher Company E. E 197 
Sharon Bolt & Screw Company 192 
Sheffield Bronze Paint Corp é! 
Shelby Spring Hinge Company 165 
Skil Corp 72-73 
So!-O-Lite Laminating Corp 139 
Southwestern Plastic Pipe Com 

pany 139 
Standard Horse Nail Corp 189 
Standord Products Company 131 
Star Stainless Screw Company 1% 
Stratafio Products. inc 196 
Superior Spring Hinge Company 204 
Swift & Company 64 
Swing-A-Way Company 115 

T 
Toledo Pipe Threading Machine 
ompany 133 

Trve Temper Corp 6} 
Tryon Company Edward. 183 
Turnbuckles, Inc 167 
Tyler Mfg. Company 135 

U 

Union Steel Chest Corp 191 
United States Plywood Corp 

industria! Adhesives Div 99 
United States Steel Corp 

Cyclone Fence Div 123 

w 

Wall Mfg. Company 195 
Water Master Company 193 
Weilcraft Products Company 114 

Werner Co., Inc. &. D 172 

Wickwire Spencer Stee! Div 

Colorado Fuel & lron Corp §2 
Wooster Brush Company 60 
Wright Steel & Wire Compony 

>. F 203 

Y 

Yale & Towne Mig. Company 107 
Z 
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CONSUMER ACCEPTED 


Nationally advertised in consumer publications 
with 98,760,000 circulation covering 49,725 cities, towns, villages 









STRONG 


and 
STRAIGHT 























mesh and straight 
Brightly galvanized. Wright 
Hexagonal Netting, which ts 
identified by the famous 
rooster trade mark, isthe high 
standard of the industry. 


Yes, Wright Hexagonal Netting is 
strong and straight. Made from 
wires drawn in the Wright plant 
and woven with great care on 
power looms. The result: even 
selvage. 











WoORceesTer, 


ZzUD 


REMOVES RUST ans STAINS 


from bathtubs: sinks+ bottoms of copper 
pots «tile floors + metaia + auto bumpers 


MASSACHUSETTS 


HIGH PROFIT! 
TOP VOLUME! 








hat's why top chains 
Idisptay Zuo Pa 





FREE SAMPLE CAMPAIGN 


to consumers throughout the nation — a tremendous dealer help! 


CAPPER'S FARMER 
CAPPER'S WEEKLY 
WEEKLY STAR FARMER 
sm 


5 
SETTER HOMES & GONG 
WESTERN FAMILY 
PROGRESSIVE FARMER 
AMERICAN HOME 
OVER 600 DAILY ANDO WEEKLY NEWSPAPERS 


Lire AMERICAN WEEKLY 

THIS WEEK EVER YWOMAN’'S 

GOOD HOUSEKEEPING CHR. SC. MONITOR 

FAMILY CIRCLE Gait LAoies 
PARADE SUNSET McCALL 
HOUSEHOLD PARENTS’ 


FARM JOURNAL 


Sal 


Traut 


WOMAN'S HOME COMP 
TOWN JOURNAL 
FAMILY WEELRLY 


Eve. POST 
STORY 


al : ; 


‘\ J 








EAGLE SLO-LAG "Cushion" FUSE Lue 


STOPS 
NEEDLESS 


Cat 
Uv. Lb 





Here's the Fuse Publicized to the 
16,000,000 Readers of PARADE 


in homes where 
ances such as Washing Machines, Oryers 
Conditioners, Etc 
Sio-Lag fuse market 
Service Dispenser at 


Available im 
no extra cost 


this 


No. 676 
Listed 


there are motor driven aneti 


you have a profitable EAGLE 
Self 
Get full 
details trom your wholesaler or write us direct 


EAGLE ELECTRIC MFG. CO., Inc. ‘ong isiand City 1, 4. 














Display Sells 30 
Kenberry Gadget 
and Wt requires 


“ 








NO counter 
ut display on afhy counter ri E L L t ee 
Wiltimviat Gisturtis © (A ter 
gine ‘set & equere feet 
*#eLre eeies epee Liiswpiey 


IEW 


lneiueded in 58 produet 14 
ote ateoriment of vest 
seiiing Kenterry Gadgets 


Preoducta Hetall £166.46 a a - 
yOuUR COST $96.25 


POR... ellevilie, KN. J 
86 it. deal Gelivers almoet 
ererypiace in LBA @t more 
wen 409% oo retell, te 
















PEG BOARL 24 4724 
TEALS GADGETS On BOTH SIDES 


scans sonra STORE FIXTURES 


ABOVE COUNTER LEeweL 4 








cluding diesvieg velued at : — a 
wo NOW you con sell Gaodgets—Neo space probiem 
Order trom Your Jobber JOHN CLARK BROWN '«< 

Dieet Pactory Shipment ONE MONTGOMERY ST 

a wrtte for information: SELLEVILLE O<NY en berry Grocers 














Heller's store fixtures move merchandise 
faster. Their better display makes selling 
easier. (Actually people serve themselves.) 

There are Heller fixtures for every kind of 
merchandise and for largest display capac- 


PUTS A 
BANG in SALES! 


5 TYPES te fit most doors. 

No. 1 Clioiseer for tight doors. 1 doz. wwe 
carton, 17 ibe. Retaila for 2 

No. 6 Closer for med. wt. doors. Wind 


_ . ] > ' 
C : a 9 Casey tor mod. ws. doors, Wint ity. No other quality fixtures match Heller's 
4s j 20 ibe Hetalla for $24.25 . . 
No. 5 Closer for heavier wt. doors, a mone avin rices. 
et to sell because Aluminum justable torsion spring yt to = ° Y . g P 
ook aman 23 ibe. Retails $4.25 
rests, ne Better never tise FULL TRADE DISCOUNT Ask for fixture catalog No. 7A 


j " a Demonstrator available «a 
Closes Doors Better. Letch-cies shenee elane. Gales promotion material 


ing feature gives door an extra oA ge A + ton materia 
me just when other closers owit. = ; ol th order. Order di " 


our jobber 
ade Better——piston rods of d- 
relied steel, cast ends threaded SUPERIOR SPRING HINGE CO. 
to cylinder. 1258 W. Belmont Ave. Chicege 13, i. 
*eeeeeeveeeeeeeeeeeneeeeeeeeeeneees 


Fn 


4(MARSHALLTOWN 


W. C. HELLER & COMPANY 
MONTPELIER OHIO 

















MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


/ ( MI Ple ri Fit, G) }} Orr . Sa% T1410 Hotisewar 
, 


mee ae eS b ee 1 ee eee See 2 ee "ae Teh beh a aeee 1 ee eee fe) ae Saeed. fae ee 


‘TV TRAY TABLES ana SETS * CHAIRG AND STOOLS 
* SHOPPING CARTS 


’ Pa, La Po i. Ind. fl iUii. Calif. 


DOMES » SILENCE | on. op 
RUBBER CUSHION FURNITURE GLIDES | cinsin © pom : 


NEW DISPLAY BOX 3 COLORS SILENCE 


Berber (rae Gedo, | 
Contains 1 Dozen Cards of 
either */s", 74" or 1° Domes 
PROMPT SHIPMENT ret eee 


Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 






































204 HARDWARE AGE, ALGUST 16, 1956 





the handiest plier for 


your customers... 





























\ 


THE FASTEST SELLER \ 
FOR YOU 


: 


No. 420 © 








For a longer profit per sale...SELL QUALITY 


} hy 


SELL THE COMPLETE CHANNELLOCK LINE 





No other plier does so many jobs so well as a 
Channellock 420. That’s why every year more and more 
householders ... as well as mechanics ... buy Chan- 
nellocks. Cash in on this growing popularity. Put these 
handy pliers out front for your customers to see... 
reach for... and try. You'll be pleasantly surprised 
how many times they'll tell you to wrap it up. Channel- : | 
lock’s increasing sales record proves that. So make the I g 
Channellock line your plier line... and let the Chan- y 
nellock 420 lead the profit parade in your store. 






creates customer 





CHAMPION DEARMENT TOOL COMPANY 


ff Ss aa 3 ok ffBeaeaat . 
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THE HUENEFELD CO. 
CINCINNATI 25, OHIO 
Established 1872 


